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THE SUPPLY MONTH 


RY FEW WEE the much 
discussed Wage-Hour Law is due to 
take another hitch in its” breeches 
While many distributors were operat 
ing on a 40-hour week basis a veat 
ago when a check was made, it is 
highly probable that many have hiked 
this up to 42 hours with the steady 
climb in volume. In most cases, the 
compulsory 40-hour week will) bring 
on overtime. Even though the mini 
mum wage is not due for a change. 
handling costs will be higher. More 
than ever, harassed executives must 


look for compensating economies 


THIEV are getting too darned 
smart. When they broke into Perey 
Maddock’s store the other day, do you 
think they stole something that it was 
easy to get, like money? They did not! 
rhey filled their pockets with precious 
precision tools on which no one wants 
to mention a delivery date. There 


ought to be a law 


when we pointed with pride to a 
nonthly Sales Indicator figure of 141 
we failed to take into account. that 
maybe we were talking too soon. Look 
at the darned thing now, up around 
159 and threatening to make us draw 
i new chart. And all this happened in 
\ugust, too. Where is that guy who 
is always hollering about a Sunmmei 


slump ? 


by manufacturers have been registered 
in our presence lately over the matter 
of collect telegrams—the old busines- 
4% burning up the wires, collect, fo 
delivery promises on an order sent in 
by regular mail. Maybe they were only 
grumpy but it is worthwhile remen 
bering that each unnecessary expense 
item thoughtlessly introduced into dis 
tribution cost eventually comes right 
\ 


ut of one guy’s pocket—the dis 


tributor. 
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AMERICAN CH 


When you sell American Chain you can know that, as far as chain 


can serve you, you are preparing manufacturers to meet our na- 
tional demand for rapid production with least delays. 


In the complete lines of American Chains, Fittings and Attach- 
ments you will find chain equipment for each and every purpose. All 
this equipment is made as well as the world’s leading chain manu- 


facturer has learned to make it through many years of experience. 


American Chain engineers have encountered all known chain 
applications. They will be glad to work with you on your problems. 
Write us, without obligation. 





Send for this FREE BOOKLET on ENDWELDUR SLING CHAIN 








We will be glad to send you, free, a copy of this bookiet on Endweldur 
Sling Chain—the new sling chain with end-welded links which is 
establishing many new performance records. Address American Chain 
& Cable Company, Inc., York, Pennsylvania. 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION HAZARD WIRE ROPE DIVISION READING-PRATT & CADY DIVISION _—in Conado 
AMERICAN CABLE DIVISION MANLEY MANUFACTURING DIVISION READING STEEL CASTING DIVISION a CHAIN COMPANY, LTD. 
ANDREW C. CAMPBELL DIVISION OWEN SILENT SPRING COMPANY, INC. WRIGHT MANUFACTURING DIVISION BRITISH WIRE PRODUCTS, LTD. 
FORD CHAIN BLOCK DIVISION PAGE STEEL AND WIRE DIVISION ° 


THE PARSONS CHAIN COMPANY, LTD. 


2 MILL SUPPLIES * OCTOBER, 1940 











a ae Se 








——E 





Today's MODERN POWER TRANSMISSION EQUIPMENT for 
MORE PROFITABLE SALES 


TO MEET THOSE 
“SCORES OF NEEDS 


SOLID WELDED STEEL 
CONVEYOR PULLEYS 


Give YOU A 
MODERN TYPE TO 
SELL_FOR BETTER | 

Conveyor | 


Performance 
ae 

























@ These pulleys combine strength, rigidity, and minimum 
weight. The drum type construction with steel end-discs 
welded to the steel rim assures a truly concentric puiley. No 
material can enter the pulley. This one feature alone gives you 
a strong selling point in the way of longer and better service 
with no maintenance troubles as usually experienced when ma- 
terials enter the pulley. The hub ends are arranged flush with 
pulley face so that minimum amount of bending on shaft is 
maintained. Link-Belt has ideal facilities for manufacturing 
welded steel conveyor pulleys. This service can be most valu 
able to you—read the story under picture to left—Link-Belt 
makes it possible for you to sell all conveyor pulley needs. 


LINK-BELT COMPANY, Chicago, Indianapolis, Philadelphia, Atlanta, Dallas, 
San Francisco, Toronto. Offices, warehouses and distributors located in principal cities. 


Example of how LINK-BELT can Other Link-Belt Pulley Types To Help 
meet the Needs of your customers You Make More Pulley Sales — 


A complete line of pulleys of all types are available for every conveying 


All 163 end-pulleys (38° face for 36° wide con- and power transmitting need. Several standard types give you the right 


veyor belts) for conveyors for Shasta Dam to cast iron pulley to sell for all but unusual installations. Either the solid 
handle sand and gravel, were of the Link-Belt or split types are adequate for usual power requirements. For heavy loads 
welded-steel type. The picture above shows two pulleys are designed to meet conditions specified. 


of these in service on one of the 26 individual 
conveyors which make up the conveying system. 
All the head pulleys are rubber-lagged, 48” diam 
eter. Many are mounted on 5"y," diameter shafts, 
and all are furnished with heavy-duty bearings 
This ability to furnish correct pulieys for such 
large and important conveyor systems demon 
strates why you can depend on Link-Belt to meet 
exactly the pulley needs for any installation. 





The POWER TRANSMISSION LINE 


THAT INCLUDES POSITIVE DRIVES AND 
INCREASES Sales Opportunities 
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SORTS... 


FINGER PICK UP. 
Picking up each 
screw by hand 
fumbles away 
costly seconds. 
“PIX-UP" FINDER 
eliminates this en- 
tire operation! 


| Screws are 
tossed on slotted 
ADJUSTO-TRAY. 
They drop into the 
slots with heads 
up, ready for in- 


stant pick up. 


A TOTALLY 


4 


GV 


PICKS UP 


HAND START. 
Hand starting is 
slow and often 
awkward. New 
Thor ‘PIX-UP”’ 
FINDER eliminates 
the hand start. 


2. Screw driver 
is lowered to AD- 
JUSTO-TRAY, 
which depresses 
to thrust screw 
head into “PIX- 
UP" FINDER. The 
grip is secure, and 
the screw perfect- 
ly aligned. 
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Not Magnetic 
Fully Mechanical 


Integral with 
THOR Power 
Screw Drivers 

Not A 
Separate Unit 





3. The screw 
driver is brought 
to the work and 
the screw driven. 
One, two, three 
— the job's done! 
Assembly time — 


3 to 9 time faster! 


TWO HAND DRIVE. 
Ordinarily, one 
hand holds the 
screw, the other 
the screw driver. 
“PIX-UP" FINDER 
makes it a one 
hand operation! 








ne 
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‘Dative Scwews Haale 


NEW DEVICE EXPANDS MARKET 
FOR ALL THOR SCREW DRIVERS! 



















The biggest time wasters in power screw driving have always been the oper- 
ations done by hand . . . picking up, starting, and guiding the screw. Thor 
has solved this problem now with the radically new “PIX-UP” FINDER and 
ADJUSTO-TRAY, which picks up the screw mechanically and holds it for 
driving. It’s one, two, three now . . . sort, pick up, and drive! And assem- 
bly moves along 3 to 9 times faster! 

The new Thor “PIX-UP” FINDER and ADJUSTO-TRAY opens up prof- 
itable new markets everywhere for the sale of Thor screw drivers, for it can 
be employed wherever screws are driven. 

A Thor “PIX-UP” FINDER and ADJUSTO-TRAY can be furnished for 
use with any type of screw head . . . on any size of screw. 

Developed by Thor, inventors of the electric screw driver, proved by ac 
tual use in industry, the new Thor “PIX-UP” FINDER and ADJUSTO- 
TRAY constitutes the most important advance in screw driving in twenty-five 
years. It’s well worth your investigation. Mail the coupon now for full infor- 


mation on sales possiblities. 


ALL THOR SCREW DRIVERS 
CAN BE EQUIPPED WITH THE 
NEW “PIX-UP” FINDER 


Every Universal Electric, Pneumatic, 


and High Frequency Electric Screw 





driver that Thor makes can be equip- 
ped with the new “PIX-UP” FINDER. 
It can be used in conjunction with any 
Thor Screw Driving Attachment, but, 
of course, is particularly adaptable 


for driving No. 8 screws or smaller. 





INDEPENDENT PNEUMATIC TOOL CO. 
INDEPENDENT PNEUMATIC TOOL CO. . |mmeeieliemsahieidaaitasatii 


600 WEST JACKSON BOULEVARD CHICAGO, ILLINOIS Please send me full sales information on Thor screw drivers 


equipped with the new “PIX-UP” FINDER and ADJUSTO-TRAY. 
PORTABLE 
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A Rubber Rattroad” 


10 MILES LONG! 


IETS eS ie oe i Na 


FACTS ABOUT THE “RUBBER RAILROAD” 
built for Columbia Construction Company, inc., Oakland, California 


Length of haul 9.6 miles Elevations 490 to 1350 feet 
Number of belts 26 Total belt length 20.4 miles 

Time in transit 1 hr. 40 min Weight of belts 1,200,000 pounds 
Speed 550 feet per min. Width of belt 35”—6 ply 
Capacity 1100 tons per hour Idlers 16,000 


THE GREATEST NAME iN RUBBER 


BELTS » MOLDED GOODS «+ HOSE 
PACKING 
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vives Goodyear distributors 


the world’s greatest belt 


sales storv! 


\ ten-mile belt haul across rough 
country. spanning rivers, railroads 
and highways in its course—twenty 
miles of belting operating in 26 units 
across desert and mountains—the 
vreatest conveyor job in all indus- 
trial history is now in operation at 
the great Shasta Flood Control Dam. 
Destined to carry 10.000.000 tons of 
sand and gravel from quarries at Red- 
ding. California, toward the dam site. 
it is a veritable “rubber railroad” 

conceived, planned and sold by Good- 
year engineers and 100°, equipped 


with Goodyear conveyor belting. 


What a belt sales story! The en- 
vineering skill and = manufacturing 


technique that made this great belt 


line feasible is at the service of Good- 
year distributors in selling every type 
of conveyor job—from the smallest 
package conveyor to miles-long giants 
handling millions of tons. And you 
can back up your recommendations 
with records of Goodyear belts that 
hold world’s tonnage records for 


long-distance hauls. 


Yet this is only one of the many ex- 
clusive sales advantages Goodyear 
distributors enjoy. On transmission 
belting, all types of hose, in tank lin- 
ing and molded goods. Goodyear 
dealers are advantaged by products 
of standout superiority and reputa- 
tion. That is why you will make 
more money handling Goodyear me- 
chanical rubber goods. If you are 
not a Goodyear distributor, why not 
see if your territory is open? Write 
Goodyear. Akron. Ohio. or Los An- 


veles. California. 
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All the 


PRECISION 


f Billy Rose's 


I uacade (rablt 


® Hours and hours of planning . . . weeks of preparation 
.. . practice, practice, practice. That’s what spectacles like 
the Billy Rose World’s Fair Aquacade are made of. And 
25 years of precision tool manufacturing experience . . . end- 








less research for new and better ways of doing things . . . 
constant contact with industry and industry's problems . . . 
that’s what Dumore precision grinders are made of. No 
wonder they “steal the show” in the grinding field! If you 
are not familiar with what Dumore can do in tool rooms 
or on production lines to bring savings in labor, time, 
spoilage, and overhead, get acquainted now. Get the 
Dumore 1940 profit proposition today. 


THE DUMORE COMPANY 
DEPT. 16c-kK, RACINE, WISCONSIN 


ONLY DUMORE GIVES 
you ALL OF THES 


@ Lightweight for easy portabiliy 
... yet sturdily built for long lift 
@ Spindle speeds up to 42,50 
r.p.m ... without vibratior 





@ Wide selection of internal on 
p s external quick-change quills 
R E c I ~, ] O N = A size of grinder for every job 
@ ...15 models to select from 
A background of 25 years’ pre 

No. 9 


© L/S H.P. Husky” cision grinder specialization 
‘ i eno = Top ranking distributors conver 
‘ iently located for i 
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@ ‘Time is money. One way to save both is by concentrating 
on the “G.T.D. Greenfield” complete line of small tools 
instead of seven short lines. 


You will save buying time, accounting time, billing 
time, checking time, shipping time, correspondence and 
often transportation costs. You will be served from two fac- 
tories and 6 big warehouse stocks. You will be handling a 
quality line known for 50 years to every small tool user in 
the country—the oldest, best known, best advertised line on 
the market. 


GREENFIELD TAP & DIE CORPORATION e GREENFIELD, MASSACHUSETTS 
Detroit Plant: 2102 West Fort St. 


Warehouses in New York, Chicago, Los Angeles and San Francisco 


GIVES in Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


THESE 


portability 
long life 
» 42,500 
ibratior 
rnal oni 


e quills 
very job TAPS . DIES - GAGES . TWIST DRILLS . REAMERS . SCREW PLATES -. PIPE TOOLS 
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+ to building a massive bulkhead, 
pressing a piece of cloth may sound like a 
small-time job. But it’s big-time to clothing 
manufacturers. 


To recognize the particular requirements of 
each of these jobs—and of all those in 
between—is the first step in building a line 
of Steam Hose that meets all operating prob- 
lems. The clothing manufacturer needs a hose 
that feeds steam evenly to his irons...and 
Thermoid provides it in a sturdy, flexible con- 
struction. The contractor needs a hose that 
carries steam safely, under terrific pressure, 
to the business end of a pile driver—and 


Standard types of belting 
made by Thermoid 
Transmission Belting 
Conveyor Belting 

Multiple V Belts 
Grader Belting 
Canners' Belting 
Bucket Elevator Beltir 7 


BELTING HOSE 


her 


PACKINGS 
















Thermoid provides it in a husky hose 31, 
inches in diameter. 


These two examples represent the extremes 
in Thermoid’s full line of Steam Hose. Every 
product in this line must do its particular job 
superlatively before it earns the Thermoid name. 


Whenever you need an industrial rubber 
product, turn to Thermoid for best results. In 
any problem involving Hose, A 
Belting, Packings or Brake 
Linings of any type—remember 
Thermoid for expert recom- 
mendations, unusual service, 
and unexcelled quality in the 
product itself. 











Standard types of hose 
made by Thermoid 
Air Hose 
Water Hose 
Steam Hose 
Tank Truck Hose 
Gasoline Hose 

Suction H 


BRAKE LININGS 


01 
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9\ 
aa w =A states NO. 2.1358 


oo MDE OF AMERICA 


@ These little curled chips are 
mighty convincing salesmen for Atkins 
Metal Cutting Saws—because they tell a 
truly sensational story of improved Atkins 
“tooth-and-gullet design”. 


The curled chip is a symbol of cost re- 
duction in dozens of important cutting op- 
erations. It means stepped-up cutting 
speed and extended cutting life. . .. It means 
straighter, narrower, cleaner cuts—eliminating trouble- 
some ‘friction drag’ on the saw teeth caused by irreg- 


ular metal scraps and filings. With the Atkins Curled 
E.C. and Company Chip System, the metal coils up and springs out freely 
of its own tension. 


RIGHT! IN THE GROOVE The Atkins Line of Curled Chip Saws offers you an 


unequalled opportunity—in this year of increasing de- 
mands on every production tool. Now—with industry 
gearing up for the greatest pagsible speed, efficiency 
and economy—now is the time to cash in on Atkins. 
Feature Atkins Saws and let the famous curled chip help 


420. S. Illinois St., Indianapolis, Ind. 
you sell. 
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DISC HOLDERS 
READY LOADED 


Keep a few extra disc 
holders on hand already 
loaded with the Jenkins 
Discs recommended for ‘ 
your services. Then you are 
ready to moke replace- 
ments in the minimum 
time because disc holders 
are reloaded insparetime. 













BONNET 
QUICKLY REMOVED 


Apply a wrench to the 
husky one-piece bonnet 
and unscrew. By raising 
the spindle a turn or two | 
you will prevent the disc 
holder from falling off the 
spindle. 


SLIP OFF OLD— 
SLIP ON NEW 


Now turn the spindle all 
the way down and the disc 
holder will slip off in your 
hand. Slip on the holder 
containing the new disc— | 
return the trimming to the 
body, for “good as new” 
service. 























QUICK, SURE WAY TO GET 
DROP-TIGHT SERVICE— 


porkind 106-a Leher 


LA tar 


Speed counts in modern industry. 
Minutes wasted are dollars lost. Mak- 
ing repairs in minimum time is tre- 
mendously important, too. 

That’s why we ask “when a valve disc 
must be replaced, do you figure on 
shutting the line down for a few min- 
utes or for an hour or more?” 


With Jenkins 106A Valves, it’s as sim- 
ple as this . . . Just unscrew the body, 
lift out the trimming and the job's half 
done. Then slip off the disc holder, 
slip on a holder containing a new disc 
and the valve is ready for another 
long span of trouble-free service. 


This is the experience of engineers in 


al 


GLOBE OR ANGLE BODY 


Screwed or 
Flanged 


VALVE 
COMBINATIONS 


through 





thousands of the country’s plants, to 
whom Jenkins Renewable Disc Valves 
and Discs are standard. 

Of course, you require and actually 
use renewable disc valves—for econ- 
omy—for versatility—for ease of main- 
tenance. With Jenkins 106A “Family” 
you get all these advantages plus the 
convenience of interchangeable parts. 
Check the cut-away views below that 
explain the variety of valve combina- 
tions this unique “Family” make pos- 
sible. Ask your local distributor about 
them or write for Bulletin No. 189. 
JENKINS BROS., 80 White Street, New York, 
N. Y.; Bridgeport, Conn. ; Atlanta, Ga.; Boston, 


Mass. ; Philadelphia, Pa. ; Chicago, Ill. ; Houston, 
Texas. Jenkins Bros., Lted., Montreal; London. 


with OUTSIDE SCREW 
AND YOKE 









Similarly all four 
body styles can be 
fitted with one O. 
S. & Y. trim. Thus, 
if service con- 
ditions necessitate, 


INTERCHANGEABLE 
PARTS 
for 90% of your needs 


106-A trim- 
ming is 
exactly the same 
for Globe or Angle 
body, screwed or 






the valve can be 
quickly con- 
verted merely 
by changing 
the trim. 





=== 
































































































flanged. 





for THROTTLING for QUICK OPENING for LIFT CHECKS for STOP AND CHECK 




















SERVICE 
™ Globe and _ 
: (ea Ba) ° Angle bodies (aa Bd), 
For close control, “—~\_7- can be fitted 


simply remove the 
nut which holds the 
disc in the disc 
holder and replace 


with one trim- 
ming — Cap, 
Disc Holder 






For Stop and Check 
service, use 106-A 
trim but substicute 


For quicker open- 
ing and closing, 
























































- - : } substitute this and Disc : “ 
wish de irriin bonsccend pina Holder Nus Spindle com Fs. 

For = on Fi from Fig. 942. ia fsom toy 5 : disc nut with the For all these valves, Pi 
td, op ee s- which threads 117-A. For Spring- ih dete O iin, aun amen 
inclusive. Also } SS — add Spri s nut. the pressure, temperatl' 
106-AY to 109- | more sharply. simply pring Quid to be bandied. 


from Fig. 655-A. 
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Being a killjoy at a time when most people 
are bubbling over is not to our liking. How- 
ever, in the steady stream of news stories 
from Washington reporting national defense 
appropriations running into box car figures 
we see a potential Pied Piper who may lead 
the unwary into financial ruin. 

Lest we be misunderstood, we hasten to 
state that we firmly believe in the national 
defense efforts being made, that we recognize 
the necessity for publicizing these efforts in 
order to secure the public backing necessary 
for speed. But, human nature being what 
it is, we see the possibility that these news- 
paper stories may lead some business men 
to take steps which could lead to a repetition 
of the 1921 debacle. Certainly, there can 
be no doubt but that the increased tempo of 
industrial activity justifies an increase in 
inventory investment. This is vital to every 
distributor who is sincerely trying to serve 
the plants in his territory. However, over- 
stocking in an attempt to secure abnormal 
profits through inventory appreciation 
should be looked upon with a fishy eye by 
distributor executives because: |. If uni- 
versally indulged in, it can only lead to 


higher prices, an increased bill for national 


Pied Piper Of Washington 





defense and an eventual staggering tax bill, 
and 2. Almost certainly, the man who plays 
this game will find himself one day with a 
warehouse full of stuff for which there is 
no market and not enough cash to carry 


on his business. 


Increase your stocks, by all means. But 
do it carefully, using market studies as your 
guide. Accept this opportunity to. serve 
your country by maintaining the inventories 
of industrial supplies and equipment so 
necessary to industry, which, in the final 
analysis, must carry the defense load. ‘Think 
twice, however, before you step out of your 
natural sphere to become a gambler in mer 
chandise or to accept large orders for 
“specials” at low prices. In the latter case, 
there is usually no distribution profit avail 
able and you probably will end up with a 
warehouse full when the shooting stops. 
The industrial supply industry can help 
materially to prevent the sharp upward 
spiral of prices which always come down 
with a dull thud, by fighting off the tempta- 
tion to follow the Pied Piper. Intelligent 
use of capital now will insure longevity in 


business. Carelessness may spell disaster. 





THE REPUBLIC 
9-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade. solicited 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should recason- 
ably be expected 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonaple profit return 


* 


Freedom from competition from his 
source of supply. either direct or 
indirect, among the trade covered 
by his day to day solicitations 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 


be given the advantage of spe 
cialized training and a knowledge 
f the product sold 
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DEEPLY 
GROUNDED 


POLICY 


%& Years of strict adherence to its 
principles have made the 5-Point Policy 
one of the most deeply grounded in- 
fluences in the business activities of 


every Republic Distributor. And that 


fact alone . that it is so firmly estab- 
lished .is testimony to its accepted 
value 


The Policy is the basis on which Re- 
public and its Distributor organization 
work together. Its provisions are the 
source of promotional and technica! 
assistance which is a business advan- 
tage in each Distributor’s territory. And 
that active help is further enhanced by 
the ruling out of unfair practices such 
as direct selling. The resulting advance- 
ment of mutual interests is the practical! 
incentive that perpetuates the Policy 
REPUBLIC RUBBER DIVISION OF LEE 
RUBBER AND TIRE CORPORATION, 
YOUNGSTOWN, OHIO. 
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TALK OF THE TRADE 


SEASONAL NOTE: Now that sunburns are being replaced 
hy goose pimples, G. E. Peterson (’eterson Machinery, Minne 


apolis) will remove the outboard motor from the trunk of his , 


car and put in it a shotgun... G. E. takes no regular vacation, 
but come summer or fall he can answer the call of the wild at 
the drop of a hat 


AMATEUR SMOKE-EATER: On a wall in the office of 
S. A. Waid (Trumbull Mig. Co., Warren, ©.) hangs a genuine 
fire captain's helmet, booty that came as a reward for having to 
trail the fire engines while passing through a small village on a 
recent business trip... Seems the captain got careless rounding 
a curve and 


UNCURBED SPIRITS DIN \t the recent outing of L.A. 
Benson Co., Baltimore, the bovs got to liking L. H. Pruner 
(.\merican Saw) so much they voted to throw him in the river 

Pruner deiended his minority position so well that he 
emerged from the melee with a broken rib and now each new 
check from the accident insurance company heightens his love 
or the 1. A. Benson crowd. 


VITAL STATISTICS: The Neil Hurleys, Jr. ( Independent 
Pneumatic Tool) are now only two down to the Eddie Cantors, 
having announced the arrival, on .\ugust 12, of Molly, the third 
Miss Hurley... It's twins, boy and girl, for the Harry 
Hardy’s (Great lakes Supply) ... H. C. Ellsworth (\White 
Pool & Supply, Cleveland) has bounced back from a recent minor 


operation 


HOLD THAT TIGER: Tt vou were around 15 vears ago you 
will remember a star catcher with the Detroit Tigers, name of 
Gus Fischer ... He's the same Gus Fischer who has just 
joined the sales staff of Manufacturers’ Supply Co.. Cleveland. 


BETTER LIVING DEPT.: Seated aboard their vacht at Bar 
Harbor, the Britt Woods (Wood Shovel & Tool) were promi 
nently pictured on Page 1 of the “New York Times” Societys 
Section -\ugust 25. 

LATES FROM MEMPHIS: Phil Pidgeon (Vidgeon 


Thomas Iron) is now a director of the Union Planters National 


Bank Qn the same day local journals announced — that 
T. Walker Lewis (lewis Supply) would head the special gifts 
division of the Community Fund drive, and that he would 
deliver the official weleome to the Y.M.C.AN.’s new public speaking 


course-—they also heralded lis arrest for speeding at 48 miles 


an hou .. T. R. Grady and J. D. Maxwell (Riechman 

Crosby) were member: of the Memphis drum and bugle corps 

hat won first prize at the state Legion convention Lhe 

inriage -\ugust 31 of Lillian Corbett ( Riechman-Crosbyv) wa 
13: vedding in that company in the last three vears 


lIMie Fi-IES: Bill Purtell, Jr.. is now an inch taller than 
Bill, Sr. (Holo Krome ana Bill, Sr.., ratses. lis ian avallisi 


Bill i. only in self defens« October | marked the 21\ 
amuversary of Bill Cross’ (Clemson Bros debut m the hack 
saw Dustness. }..\ 
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SPLIT PERSONALITY? 











ny R. EE. KRAMER, PRESIDEN 


Hh. CHANNON CO., CHICAGO 


As told to Frank J. Cleary, Western Edito: 





CHART | Maximu 








er Bincnt 7 
HAVEN r Yo paced the floor al : = a 
night? Or jumped out of bed 1. MARKET 10 | 
yvrabbed a cigarette and mumbled to (a) Sold to all classes of trade oF 4 ' 
vourself for an hour two? | have (b) Limited to certain customers 1 f 
\nd it wasn’t strong coffee or a (c) Seasonal and subject to variation or 2 i 
late raid on the tce-box that caused (d) Steady all year ‘round 3 d 
it. [ had to make a decision. Sales (e) + sage ali or : 
on a certam line were not comune (f) One-time sale 
to expectations but | couldn’ 
Hp te expectations fmt 1 cuuli'’ 9, CUSTOMER ACCEPTANCE 3 
put my Inger on the weak spot 
Should 1 spur the sales force on (a) New, unknown product, or 2 : 
: wntin cillets ar waekh de & (b) Old established product backed by company with 4 
slay al aera ate 4 good reputation 5 i 
AKINY Live SiC? } oni ol *} ] is . 
<7 ; : : ” - a (c) Requires specialized selling or 2.5 
with no greater sales potentia (d) Can be properly handled by general-line men 4 
Should [ get in touch with = the 
manufacturer's representative and 3. TURNOVER 8 
rs fod aime . | acn’t : 
= Ne ' ve - 7 sae * (Are all shipments from stock o: are there drop 
pulling Fr shout drop tts shipments) b 
line and take on another — that (a) 8 times and up 8 7 
seemed to offer greater sales possi (b) 6 times 6 5 
ilities? One thing was certain (c) 4 times 4 ¢ 
The decision had to be made, and (d) 3 times 2 
I wanted facts. That’s why the (e) less than 3 times 0 
Product Selection Yardstick” was 
bss 4. GROSS PROFIT 7 | 
Every distributor executive must (a) 45% & up 7 y 
stav in the black. Every industrial (b) oe — “eo 
salesman wants to feel that extra (c) 22.5% to 35% : 


(d) less than 22.5% 2 


bulge in his pay envelope. But both 


ealize that this cannot happen 5. UNIT SALE IN DOLLARS 6 


unless they stock and sell manufac 


umes : (a) $35.00 & up 6 
turers lines that are potential (b) $25.00-$35.00 45 
Hwoney -inaket > Jeing In the dis (ce) $17.50-$25.00 3 
tributor executive position myself, (d) less than $17.50 9 


I felt there was need for a measur 


ing rod or yardstick which would AOE EEE ELSA EG LPAI LLL BE EDS GLEE ES OE OTE ETE 
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A measuring rod designed to aid 
busy distributor executives in 
selecting new lines or re-exam- 


ining troublesome ones 





CHART Ii — EXAMPLE OF POINTS AWARDED ON 
EACH FACTOR 


Five Products Rated 








FACTOR A B c D E 

1 10 6 6 7 8 

2 ya 7.5 2 6 9 

3 8 8 6 8 8 

Chart I (below) shows a breakdown : ~ - -- _ : 

of the ten most important factors for 6 4 2.5 5 5 1 

quickly examining the potential value 7 3 3 3 3 0 

of aline. Each factor has a maximum 8 2 2 2 2 2 
point rating which is ascertained by es i 
adding total favorable points. Chart ais ; : a = 
II (at right) shows results of an inde- Total 47 41.5 35.0 40.5 32.5 


pendent rating of five products. The 
maximum number of points each prod- 
uct can get under this point system is 





SUGGESTED USE FOR CREATING VOLUME 











55. At the bottom of the chart is a ween ** sae 
N Ser tare 4 GROUP 1 46 to 55 Pts. Special Commission 
suggestion on how to break down GROUP 2 36 to 45 Pts. Lower Special Commission 
these products into groups so that an GROUP 3 98 end below Base Compensation 
incentive may be applied for creating 
itor volume. HINT: Do not Classify Any Line Having Potential Sales Volume Less than $5,000 per Year 
eed PAS AES RE CR, 
i Maximum 
4 Rating Points quickly and simply give a compara- 
H 6. DISTRIBUTION SET-UP 5 tive rating on any product :—how 
: (a) Exclusive protection in definite geographical area it stacks up against other lines, how 
{ (no direct selling by mfrs.) 5 it compares with similar lines, 
; (b) Same as ‘‘a"’ but mfr. retains certain accounts 4 whether the manufacturer is coop- 
4 (c) Not more than 3 outlets in Chicago, (no direct sell- erating to the fullest extent, whether 
ing by mfr.) 3 a special commission to the sales 
I (d) Same as “‘c’ but mfr. also sells direct 2 force would add steam to pushing 
b (e) Many outlets ‘ the line, whether the unit sale in 
h dollars is too low to create sales 
7. ASSISTANCE FROM MANUFACTURER 4 incentive, whether the distribution 
; (a) National advertising 1.0 set-up is against getting volume, or 
(b) Free imprinted literature & samples 1.0 the stock depreciation, obsolescence, 
(c) Representative assigned to work with handling and storage charges are 
you exclusively or 2.0 nae high. 
: (d) Representative evelleble on call ead With no Ouija board handy to 
8. STOCK DEPRECIATION & OBSOLESCENCE 3 anewer these questions, I Gecided to 
take the bull by the horns and out- 
d Yes No line ten basic factors or specifica- 
4 (a) Deteriorates through age, dampness, etc. . 3 tions which I believed a product 
iy (b) A fire hazard > 3 hould possess in order to be classed 
i (c) Liable to technical or style obsolescence 0 1 - I ‘ : ‘ 
in the money-making brackets. But 
9. HANDLING & STORAGE 5 once the outline was complete it 
became apparent the task was only 
(a) Freight charges low in relation to $ value 1.0 0 half done. A simple check revealed 
3 (b) Safe for employees 4 handle 0.5 0 practically all products possessed 
 . (c) Space occupied low in relation to $ value 0.5 0 nn Seattle: te aalihie degree. Ap- 
10. COMPETITION 1 parently, 8 maetiner brentetowe kag 
necessary. By giving each factor a 
(a) Monopoly 0.5 point value it was possible to estab- 
(b) Many equivalent 0.0 lish a maximum and minimum rat- 
a. eee aan ing. (See Chart I for the order in 
: = which the ten factors were chosen, 
MAXIMUM RATING 55 and the point rating given to each. ) 
Would it work? Frankly, I didn’t 
— a i 
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on five “guinea pigs” and selected 
three lines we were handling and 
two others. After making a careful 
analysis of the five lines, the 
thought plagued me, “This is one 
man’s opinion. Will it hold water 
for another man in the field?” 
Without further hesitation I ap- 
proached a number of men in the 
field, explained the purpose of the 
yardstick and asked them to rate 
these same five products. They 
readily agreed and within a few 
days I received the analyses from 
them. With crossed, I 
hastily tore open the envelopes. Be- 


fingers 


lieve it or not, their comparisons 
and mine checked to within a point 
or two on all products. (Chart II 
shows how the five products were 
rated by another man in the field.) 

Well, that’s just dandy, I thought. 
But what to do now that I’ve got it. 
Re-examine all our present lines 
No, that would be 
impractical since many of them are 


on that basis? 


old standbys and produce year-in 
and year-out. So up to the present 
I’ve simply used the yardstick as a 
basis of rating new lines or those 
that are giving trouble 


How it Works 


Here is an example of how it 
works when a new line is presented 
for consideration. And how many 
distributor executives don’t have to 
face this problem week in and week 
out? A manufacturer’s representa- 
tive bounces into the office with 
something “really hot”. His sales 
talk is convincing. His facts seem 
indisputable. So out of the top desk 
drawer comes the yardstick. To- 
gether we sit down and rate the 
product as to market, customer 
acceptance, turnover, gross profit, 
etc, 

Inside of twenty minutes, at the 
most, | know more about this prod- 
uct and its potential value as a sup- 
ply house item than could otherwise 
be absorbed in a whole afternoon 
devoted to pinning down miscel 
laneous facts. It saves me _ time. 
And if the line is not acceptable as 
it stands the manufacturer’s repre- 
sentative doesn’t leave the office 
feeling that | turned him down be- 
cause 


f the way he combs his hair. 


Oo 
~ 


He can 


» back to his boss with 


sound recommendations on how or 


where the product can be bolstered 


up to obtain good distributor ac- 
ceptance. 

If the line is acceptable on the 
basis of the yardstick rating, I know 
right off the bat where and how 
big the market is; whether it will 
require specialized selling or not; 
what turnover can be reasonably 
expected; the gross profit offered. 
and the unit sale in dollars; what 
type of distribution set-up to expect, 
and what assistance will be offered ; 
how the stock will stand up in the 
warehouse, and what problems must 
be confronted in storing it, and last 
of all how the product stacks up 
against the competition it will meet 
on the market. 


Other Uses 


Sut this yardstick need not be 
reserved for examining new lines. 
In fact, one of its most effective 
uses is the re-examining and rating 
of present lines that are giving 
trouble. With the yardstick before 
you a quick check of the product 
will reveal it falling into one of 
three groups. Group I, between 
46 and the maximum of 55 points, 
is the top rating for any product. 
If the product falls into this group 
and is not producing the volume it 


vine 
“ 


"If you ask me—there's adequate proof of your need of a hoist around here” 
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should, creation of a special com- 
mission will often give the salesmen 
the necessary incentive to begin a 
systematic pushing of the product. 
Group IT, between 36 and 45 points, 
contains lines that are good but fall 
below top rating. An increase in 
volume on these products can often 
be had by creating a special com- 
mission, slightly lower than that 
for Group I. Group III consists 
of all products rating 35 points and 
below. And with rare exceptions 
products falling into this last classifi- 
cation do not respond to any stimu- 
lus such as special commissions but 
produce a steady volume year in 
and year out on a base compensa- 
tion rate. 

In presenting this suggested yard- 
stick to the industry for considera- 
tion I realize that there is room for 
argument as to the order in which 
the factors were selected and the 
point value established for each. 
But, aside from the order of selec- 
tion, it must be admitted that care- 
ful consideration must be given to 
each of these points before adding 
a new line. I hope that this yard- 
stick will prove as much of a time 
saver for those who use it as it has 
for me. 


a \ 
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TALK PROTECTION 





—and fire extinguishers sell themselves 


As production expands, so do fire hazards 


—and so does the need for extinguishers 


which knock out 70 to 90 per cent of all 


fires before they make the 


By LEONARD F. MAAR, 


DAY AFTER DAY the eye passes over 
the fire extinguisher hanging on the 
wall until it fades into the familiar 
background against which men 
carry on the processes of industry. 

Only when an emergency occurs 
does the extinguisher come into its 
own. Then, it is a weapon of de- 
fense, protecting property, jobs, and 
even lives against destruction by 
fire. Then, it is a necessity, a vital 
part of the whole industrial organ- 
ization. 

So we ask—do you, as industrial 
salesmen, sell fire protection? Or 
do you just sell fire extinguishers ? 
The distinetion can be important. 

\fter all, there are only two 
reasons for people to buy fire ex- 
tinguishers—because they want to, 
and because they have to. 


The Lines of Attack 


The man who wants to buy ex- 
tinguishers is seeking fire protec- 
tion, not just so many brass shells 
with which to decorate the walls. 
lle wants an adequate number of 
the right types of extinguishers in- 
stalled in studied relationship to the 
fire hazards involved in his plant. 

The man who has to buy fire ex- 
tinguishers is doing so to satisfy 
the requirements of his fire insur- 
ance underwriters, or some legal re- 
quirement, and he is going to try to 
get away with just as few of them 


as possible. 

Naturally, the salesman encount 
ering the first chap is going to have 
an easier sale and a larger order 


headlines 


SAFETY RESEARCH INSTITUTE 


than the salesman dealing with the 
latter individual. For that reason 
it is better to sell the “has-to-buy- 
guy” fire protection rather than just 
fire extinguishers. 

Unless salesmen and distributors 
are particularly interested in_ fire 
protection they are unlikely to real 
ize how widely fire extinguishers are 
used in industrial applications. The 
National Fire Protection Associa 
tion has estimated that from 70 to 
90 per cent of all fires that start are 
put out with first aid fire appliances. 

An entire system of fire defense 
has been constructed upon the 
efficacy of these first aid appliances. 
In sixteen plants of the great 
Chrysler Corporation, for example, 
employees are organized into de- 
partmental fire brigades and_ they 
swing into action with extinguishers 
as soon as fire is discovered. Fire 
losses were reduced by 60 per cent 
in the first three years the system 
was in effect. 

It is important, of course, for the 
mill supply salesman to know some- 
thing of extinguishers and_ their 
capabilities. The manufacturers he 
represents usually supply him with 
literature that fully describes the 
various types of extinguishers. In 
fact, most salesmen probably carry 
this literature in their catalogs on 
their daily rounds. 

Right now, for several reasons, 
plant executives are anxious to 
tighten up their defenses against 
fire. Production is up in many lines. 
New and inexperienced men are be 
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ing placed on the payrolls. Reeords 
show that in times of increased pro 
duction there are more fires. Greater 
vigilance then becomes necessary to 
prevent and halt fire. 

Kire is a favorite tool of the sabo 
teur. As more and more of our 
industrial resources are devoted to 
producing munitions and arms of 
war, it is only wise to guard against 
the possibility of Fifth Column ac 
tivities. 

Hire protection is generally the 
business of one specialist in each in 
dustrial organization. He may be 
the safety director, the plant fire 
chief, or an executive who combines 
the responsibility for fire safety 
with other work. Whoever he is, 
find him out. He is the man to sell 
fire protection, and he will requisi 
tion the equipment. 


Replacement Business 


There is more to this business, 
of course, than the initial sale of ex 
tinguishers. All types need to be 
inspected annually and some of them 
must be recharged annually. In a 
plant where there are several hun 
dred extinguishers of different 
types, recharging supplies and re 
placement parts will constitute a 
satisfying order. 

The nation observes Fire Preven 
tion Week, October 6 to 12, but 
every week is fire prevention week 
in industry. Realization of that 
fact is one of the reasons why the 
industrial fire loss is being slowly 
reduced from year to year. 





PRECISION PREFERRED 


More than that — it's mandatory in tool and die shops, which these 


days will pay real premiums on your investment of selling time 


THREE YEARS AGO in Detroit, I had 
occasion to check up on the tool and 


there. I found to my sur- 


lie shops 
prise that there were more than 
three hundred in that city alone! 
Granted that many were small, that 
Detroit is the motor capital and 
that automotive plants are our larg- 
est outside contractors for tools, dies 
and fixtures, this still is a surpris- 
ing total; for the automotive plants 
have their own tremendous die 
shops and tool rooms. Chevrolet, 
for example, has a big general tool 
room plus a smaller one in each 
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building of its two large Detroit 
plants—a total of about ten! 

This is almost always true—that 
the metal-working plant, regardless 
of product, has a tool room and die 
shop. There are concentrated the 
best and most precise mechanics 
and general machine operators, and 
there are installed the general-pur- 
pose all-around machine tools, as 
distinct from special-purpose pro- 
duction tools. There are engine and 
toolroom lathes, shapers, millers, 
planers, radial, sensitive and single- 
spindle drills, internal, surface tool 
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and cutter grinders, and the like. 
There too are the expensive and 
precise jig borers, profiling ma- 
chines and die sinkers. The main 
plant tool crib is usually next door, 
for the job of the tool room is not 
only to produce the dies, jigs, fix- 
tures and tools required by the 
plant, but also to maintain all of 
them, and often to set and adjust 
new dies and tools on production 
machines all over the plant. 

The independent tool and die shop 
is very similar in equipment and 
personnel. It is often called simply 
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a “machine shop,” and handles con- 
tracts for making everything from 
models of the local inventor’s_per- 
petual-motion machines to produc- 
ing some specialized product in 
quantity. Size may vary from a 


spare bedroom or extra garage 
equipped with lathe, drillpress, 


shaper, grinder and possibly a mill- 
ing machine all the way up to a 
major metal-working establishment 
employing hundreds of machinists. 
But almost always the owner is an 
expert mechanic, trained in general 
metal-working plants and now on 
his own. He is no college-trained 
engineer; he’s a graduate of the 
grease-and-grime school who buys 
after he’s tested. And don’t be 
fooled if you find him wearing over- 
alls and running a machine—he’ll 
still be the man who decides what's 
going to be bought. Any number of 
times, I’ve visited such a plant and 
met such an owner—just last Spring 
| found the 5 
Hartford shop doing his own in 


owner of one 25-man 


specting and packing. His plant was 
completing a big order for a com 
plex mechanism, and he was per 
sonally making sure that each was 
complete and in 
order ! 


proper working 


So much for the plant and_ its 
owner. You can find those in your 
own district and learn their varia 


—i 





Planing a large die element with forged steel tools 


tions from the pattern, but in gen 
eral you'll find they specialize—and 
take pride—in doing extremely ac 
curate work, that they don’t go in 
for monkey business either in buying 
or selling, and that they expect to 
pay a good price for good equip 
nent and 


supplies. Furthermore, 


Machining special spur-gear blanks in the tool room 
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their men, by and large, are older, 
more experienced mechanics who 
take pride in an extensive and ex 
pensive kit of first-class tools. Even 
the apprentices and helpers have the 
fever—they’ll wait an extra week or 
extra month to get the price to buy 
the recognized 
rather 


trade-name — tool 
than get the cheaper one 
earlier. What’s more, given the op 
portunity, theyll buy on time, with 
salary deductions, if their boss will 
let them. 

Now, what do these plants buy ? 
Milling drills, 
taps, dies, chisels, hammers, grind 
ing wheels, tool bits, toolholders, 
parallels, dogs, files, clamps, T-head 
bolts, and the other small tools and 
hand tools. V-belts, flat belts, pul 


leys, gears, 


cutters, reamers, 


’ Prussian blue, 
layout chalk, oil, babbitt, bearing 
metal and similar supplies. Hollow 
head screws, set screws, capscrews, 


waste, 


machine bolts, studs, oilcups, valves, 
tubing, chain, cable, clamps, and 
similar elements for installation in 
their products. Hand trucks, hoists, 
skids, and the like for handling. 
Pneumatic or electric portable tools, 
toolpost grinders and similar more 
expensive items. In fact, they buy 
every kind of metal-working tool, 
accessory and supply that you han 
dle, quantities varying of course 
(Continued on page 104) 
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EVERY PLANT A PROSPECT 


That's the happy market salesmen find when they go looking for 


paint orders . . . And the sales story is simpler than you'd suspect 


BY FRANK J. CLEARY, Western Eprtor 


KEW propucts offer the industrial 
salesman so wide a market as paint. 
From the smallest laundry to the 
largest steel mill, surfaces by the 
thousands cry for the protection of 
a paint coat. Yet 
overlook these in their daily rounds 


some salesmen 


and so miss a chance to boost sales 
volume. Actually how big is this 
paint volume? Examination of the 
paint buying habits of a number 
of plants shows that the average, 
well-kept plant, a block square and 
three stories high, normally buys 
about $1000 worth of paint annu- 
ally 

Phere are few plant superintend 
ents or chief maintenance men who 


are not “paint today. 


They realize that without the pro 


tection of paint the plant could not 


conscious” 


operate efficiently, that their equip 
ment would rust, wooden surfaces 
rot, structural steel in their build 
ings corrode and the property de 
preciate so rapidly that within a 
period of 20 vears it would become 
worthless 

The most basic sales appeal for 
paint is protection. But there are 


many equally sound reasons why 


firms should be in the market for 
Cheer 
ful walls, either white or light pas 


tel shades, pep up the morale of 


paint at least once a vear 


emplovees and curtail losses due to 
mental fatigue. Recent tests show 
that walls painted with a good grade 
of flat white paint reflect as much 
as YO per cent of the light. Com- 
pare this with a light reflection of 
only 21.3 per cent from ordinary 
concrete walls or 28.4 per cent from 
common, red-brick walls. It’s ob 
vious that a definite saving in light 
bills is possible through the simple 
application of a white coat of paint 
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on a dull, drab plant interior. Fur- 
thermore, these tests showed that 
the savings in light bills pay for the 
original cost of paint and its appli- 
cation over a two-year period. Ag- 
gressive firms also realize that a 
neatly painted plant makes an ex- 
cellent impression on their custom- 
ers—as valuable as their advertis- 
ing program in establishing good- 
will, 

One reason why many industrial 
salesmen overlook pushing 
aggressively is that they 


paint 
become 
confused by the scores of available 
products. Actually for all ordinary 
selling purposes, paints break down 
See table he- 
low for simplified breakdown. 

Spray equipment, which on many 


into six basic types. 


surfaces cuts labor costs as much 


as 80 per cent, has been a large 
factor in increasing the use of paint 
in many plants. Thus sales resist- 
ance on the part of the plant super- 
intendent or chief maintenance man 
to more frequent paint applications 
has been weakened to a large degree 
by the introduction of spray paint- 
ing. 

Although the salesman can't 
supervise the actual application of 
the paint, he can do the next best 
thing in assuring the customer com- 
plete satisfaction by insisting that 
the five basic principles of applying 
paint be followed: 

1. Mix paint thoroughly before 
applying. 

2. Free surface from dirt, grease, 
rust, mildew, or any type of scale. 

3. Allow ample drying time be- 
tween coats. Most types of paint 
require 48 hours for all volatile 
matter to leave completely. 

4. Temperature should not be be 
low 60 degrees when painting. Nor 
should) anyone attempt to paint 
when it is extremely humid, foggy 
or rainy. 


BASIC TYPES OF PAINT 
OUTSIDE PAINTS—Usually formulated from white lead and linseed oil or more recently 


from waterproof tung oil and titanium dioxide and zinc-oxide pigments which are 
not so readily discolored by smoke fumes. 


INTERIOR PAINTS—Composed of different types of drying oils, the best being those 


which have little or no tendency to yellow. 


titanium, or zinc. 


ENAMELS—There are many different types. 


The pigment is usually lithopone, 


Can be used from floors and machinery to 


woodwork or walls. Basically all enamels are pigmented varnishes. Quality is usually 


dependent on the ingredients that go into the varnish base. 


Best enamels are made 


from a combination of properly processed tung oil and phenolic resins, of which the 


best known is bakelite. 


CASEIN PAINTS—Used for wall or ceiling because they do not have a solid film and 


therefore do not give protection to the surface. 


Are fast and easy to apply. Are 


thinned with water and one coat will cover any surface. 


ROOF COATINGS—Are not in the strictest sense of the term a paint. 


Are sold with 


almost every paint line and are essential for the proper protection of most types 


of roofs. 


Plastic coatings also find a wide use as boiler setting compounds or for 


waterproofing foundations and other particularly vulnerable spots. 


ALUMINUM PAINTS—Composed of a vehicle, ordinarily a good varnish, or asphalt 


compound, plus fine ground aluminum flakes either incorporated in a ready mixed 


form or in a separate paste form. 


See manufacturers’ literature for specifications on special applications, 
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5. Follow directions given by 
manufacturer for adding thinners, 
driers or other ingredients. Many 
paint jobs have been ruined because 
of excessive thinning. 

Another elementary principle is 
proper priming. Most paint manu- 
facturers have a special primer for 
use on metal surfaces containing 
sturdy rust inhibitive pigments and 
good waterproofing oils. These 
primers adhere tightly to the sur- 
face and after drying give an ideal 
base to all types of finish coats. 
















































“Appearance snapped up appreci 
ably and light reflection improved 
immeasurably,” was comment of su- 
perintendent of this Arkansas power 
plant. Walls are white; floor and 
machinery have enamel coats. 


Wood primers are also available. 
They penetrate into and seal the 
wood. Special wall primers seal 
pores existing in plaster and pre- 
vent the finish coat from appearing 
spotty. 

Paint purchases in most plants 
originate with the chief maintenance 
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man or superintendent. \ few 


minutes conversation with either in- 
variably brings out the fact that 
they have certain surfaces and con- 
ditions which are giving them 
trouble. And they are always will- 
ing to try a sample of some special 
paint which is designed to overcome 
these conditions. This is the sales- 
man’s cue to cut himself in on some 
of the annual paint volume used in 
that plant. 

Photographs and material furnished 


through the courtesy of the American- 
Marietta Co 
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SELL THOSE SAWMI 


Here are widespread, though scattered, buyers of mechanical 


transmission, materials handling, and similar supplies 


3ACK IN THE Woops around every 
town of any size near wooded areas, 
there are a half dozen or so saw- 
mills supplying lumber for local 
homes or local industry. Uses of 
their lumber depend largely on types 
of wood available, of course, so 
many have special customers at con- 
siderable distances—one New Eng 
land mill, for example, for years 
made a specialty of sawing § x 1 
< 65-in. ash strips for the tennis 
racquet frames of a company four 
or five hundred miles away. Some, 
too, do a direct-to-customer selling 
job, instead of wholesaling to lum- 
ber yards or to industry. 

These considerations are not im 
portant to you, except as they affect 
the equipment of sawmills in your 
own area. Depending on wood and 
market, your local sawmills may 
or may not have planing, mortis- 
ing, joining and routing equipment. 
But every sawmill will have saws 
of several sizes and types, as well 
as wood-handling equipment. Don’t 
let their usual tumbledown appear- 
ance fool you. 

To begin with, there are the cir- 
cular saw blades themselves, vary- 
ing from the solid to the inserted- 
tooth types, depending on size. The 
former kind you undoubtedly stock 
for pattern shops and local wood 
industries anyway, so you may as 
well sell some too to the sawmills. 
They are used for sizing planks, 
both to width and to length, in some 
cases (narrow planks or short 
boards) operating in a gang of from 
four to a dozen or more. If a par- 
ticular mill saws only small-diameter 
woods, the main saws likewise will 
be the solid type—or at least there 
will be a follower saw which oper- 
ates above the main blade in cutting 
logs of diameters greater than the 
radius of the main sawblade. The 
mill will also need circular-saw 
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blades for cutting the bark slabs 
and scrap to length. 

Logs are usually raised from a 
pond or taken from trucks or stor- 
age on a conveyor—for which you 
can supply motor, transmission, and 
chain. They are then clamped or 
chained to a saw table and passed 
past the slabbing saw, which re- 
moves the bark (unless bark is re- 
moved previously) and squares up 
the timber. Here again is a mar- 
ket for transmission and chain con- 
veyor parts, and the saw must be 
driven by motor or belt. 

Planks and bark slabs are often 
carried to the next operations on 
a belt conveyor—you’re right, re- 
placement belt, pulleys and drive 
elements. The planks are then 
trimmed to width and length, scrap 
being carried on other belt convey- 
ors and elevators to a scrap pile. 

The final operations in the saw- 
mil! proper are planing to finished 


od 
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size, for which you can provide 
drive belts, planer knives and sheet 
steel and blowers for dust collectors. 
Then there may also be conveyors 
or trucks to move the wood to stor- 
age or drying yards or kilns. 

If the mill also produces shaped 
lumber, you may develop a real 
market for conveyor and transmis- 
sion elements, planer-blade steel, 
wood bits and the like. And of 
course every mill needs oil cans and 
oil, brooms, brushes, switches, 
peavies, timber tongs, forks (for 
handling bark and small scraps), 
wheelbarrows, and the usual mainte- 
nance tools. 

Also, depending on power plant. 
there may be an appreciable market 
for power-plant supplies if the mill 
makes its own. Many are powered 
by scrap-burning boilers and steam 
engines—which means refractories, 
belts and shafting, pipe, valves, fit 
tings, insulation, and so on. Newer 
ones often have diesel engines, driv- 
ing either direct to a mill line shaft 
or generating electricity, with ap 
propriate requirements. 

So here’s a nice little market that 
you can develop while driving 
around outside of town—and now 
is a good time to do the driving 
Not only is the weather pleasant, 
but October and November are two 
of the average sawmill’s busiest 
months, the other peak seasons be- 
ing March through May. 
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DIAMOND JIM master showman 


BY LOUIS H. BRENDEL, MANNING, MAXWELL & MOORE, INC. 


WHEN c. A. MOORE, founder of 
Manning, Maxwell & Moore, gave 
“Diamond Jim” Brady his first 
chance as a salesman (previously 
he was employed as a clerk for a 
major railroad), Jim spent half his 
meager savings of $200 for a small 
diamond, for in 1879 there existed a 
national craze for diamonds. Sales- 
men wore and carried them to im- 
press prospects. 

In a few years, he was carrying 
around a handful of these costly 
gems. He liked nothing better than 
to scatter them across the desk of 
a prospective railroad man to whom 
he was trying to sell his equipment. 

One of our present salesmen was 
an office boy with this company at 
the time “Diamond Jim” repre 
sented us. Of Brady he says: 
“When he entered an office he pre 
sented a display of magnificence 
\ttired in a stovepipe hat, Prince 
Albert coat, a large four-in-hand tie 
with a diamond stick-pin as big as 
a walnut, he commanded instant at 
tention. 

“He wore a different suit every 
day. To make money he felt you 
should look like money, and with all 
his diamonds and precious stones, 
he filled the bill. Not only were 
his studs, scarf pin, cuff links, vest 
buttons and rings set with huge dia 
monds, but even his cane and um 
brella were diamond-studded.” 

He was frequently met with a 
great deal of skepticism and_ pros- 
pects often accused him of carrying 
fake diamonds. This was just the 
opening Jim wanted, as it gave him 
a chance to pick up one of the stones 
and, striding majestically to one of 
the prospect’s windows, write his 
name, James 


3uchanan Brady, 
boldly across the pane. Here it re 
mained as a perpetual reminder to 
the prospect that when “Diamond 
Jim” said anything was real—you 
could bank on its being just that. 
Times have changed, and such 


gaudy displays might be in bad taste 
today. At the time “Diamond Jim” 
purchased his diamonds, however, 
they accomplished the basic pur 
pose; they helped to 
“Diamond Jim”. 

Early in his career he formed the 
habit of sitting in the middle of the 
first row on the opening night of 
every new show in New York. Thus 


publicize 


The antics of the supply trade's 
most legendary figure might not 


suit today's conditions. But his 







principles of showmanship are still sound. And stories harking 


back to his hey-dey will never lose their tang. Here's the 


latest, from the pen of an official in the company which 


“Diamond Jim" worked for — and overshadowed 


for a small additional ticket charge, 
everyone could see him. Then, to 
insure getting the most out of his 
point of vantage, Jim also paid the 
reigning stage favorite for spot an- 
nouncements. This cost a pretty 
penny for the large bouquets of 
flowers for the actors and actresses, 
but it got him the publicity that 
made it easier for him to sign more 
and larger contracts every month. 

Some of us peddlers would prob 
ably wind up under observation in 
a psychopathic ward if we were to 
try some of Brady’s stunts today 
Sut the fact that we don’t make 
sufficient use of showmanship is 
proved constantly by the successes 
salesmen are achieving through 
even modest applications of it. 

Although he established himself a 
master craftsman in unadulterated 
showmanship, “Diamond Jim” also 
skillfully applied it to every sale 
that he made. 

We are told how Jim introduced 
the English-made Fox railroad 
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truck after Mr. Fox himself had 
failed completely at this task. Brady 
finally persuaded the New York 
Central to run a trial test on ten 
cars with Brady to pay all costs if it 
failed. With customary showman 
ship, on the morning of the test Jim 
asked why the cars were not carry- 
ing more weight and was told they 
were loaded to capacity. “Hell,” he 
said, “double up the load—those 
trucks can take it.” This was a 
daring maneuver, but it worked and 
made easier his initial sale of trucks 
to this major railroad. 

In 1896 “Diamond Jim” started 
his famed Christmas List. A special 
list of customers, prospects, chief 
clerks, section foremen, engineers, 
conductors, firemen, 
street-cleaners, and 
happened to attract “Diamond 
Jim’s” attention favorably during 
the year, received a personally se- 
lected turkey with all the necessary 
trimmings, or else some neckties. 

(Continued on page 111) 


policemen, 
anyone who 
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DEMONSTRATION SELLS ELECTRIC 


By HENRY W. YOUNG, pacific coast 


“KNOW AND SHOW are the two big opened a very interesting conversa 


words in 


selling electric tools. tion on electric tools with the fore 


Knowing includes not only an exact going statements. He'has been in 


knowledge of the tools you are han- — the business for about fifteen years, 
dling down to the smallest screw 
but should include similar knowl 


edge of competitive lines, for selling 


first working for a distributor, then 
as factory representative for a tool 
manufacturer and for the past few 
years as a distributor himself. His 
company carries three major lines 


this type of equipment frequently 
resolves itself into a battle of wits 
and resourcefulness wherein the and a number of accessories. 
sale may turn upon some apparently There are ten men in the organ- 


insignificant point. ization—seven salesmen, including 


Tracy ata building project, Harold B. Welles, contractor. Electric saw 
driven by Kohler power plant and mounted on a specially designed trailer 
originated by the tool company. In fast framing operation, contractor can 
set up this rig and have several houses framed before the power company 
would ordinarily be able to make current available, incidentally saving a 





“By showing, I mean that real 
volume comes only through constant 
demonstration on actual jobs or in 
competitive tests. It follows that 
to demonstrate successfully the 
salesman must be familiar with the 
kinds of work that each tool will be 
called upon to do.” 

\. R. “Red” Williams, one of 
the two partners in the Electric 
Tool & Supply Co., Los Angeles, 
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service charge of about $7.90. Tracy sold two rigs on this job for $1400. 





Williams and his partner, F. W. 
At 
this point it may be said that it is 
Williams’ opinion that it takes one 
service man to each two or three 
salesmen to handle this kind of a 
specialty business successfully. 





Lloyd, and three service men. 


“Red” Williams has a way of 
illustrating the points which he 
wishes to emphasize by reciting ac- 
tual experiences in selling. His talk 
in itself is interspersed with “dem- 
onstrations.” 
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“Not long ago”, he related, “we 
had a call from the purchasmg 
agent of an industrial plant for a 
drill on a job requiring a great deal 
of power in a light and small tool 
that could be easily handled. We 
gathered over the phone that the 
material was sand-cast aluminum. 

“[ got there after two competitors 
had attempted to demonstrate. But 
the power required had been beyond 
the capacities of their small tools 
and the drills had stalled. 

“Turning to me, the purchasing 
agent asked if my tool was any more 


powerful. I said that it was not. He 
then said that there was no use of 
my attempting the test. 

“IT replied that nevertheless I 
would like to take the bit and 
sharpen it to my liking and then 
try my tool out, which request he 
could not in fairness deny. 

“In learning to sell tools, I had 
taken a course in drill sharpening 
covering all classes of materials 
and happened to know about this 
aluminum. I ground the bit to clear 
in this class of material and pro- 
ceeded to drill two holes without 
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C | TOOLS 


kach salesman drives a light truck, carrying one tool 


M.V. Tracy, 








A. R. “Red" Williams, partner, Electric 
Tool & Supply Co., Los Angeles, describes 


the methods used by his specialized sales 


force to build and keep electric tool volume. 


of each major line for demonstration, 
salesman for the Electric Tool & Supply Co. starts out 
to see a contractor building a group of houses. —»> 


Salesman Tracy ts always looking for ways to help the 
building contractor. Here is one of them, a roofing 
framer for laying out and framing rafters. It is a 
template for any pitch of roof giving markings for all 
cuts at one setting. He has patented it and it bids fair 
to be a good commercial proposition. Designed originally 
for his contractor friends, it saves a tremendous lot of 


time on the job. 





Service of electric tools is one of the most impor 


tant elements in building good will and sales. Takes one service man 
to about two or three salesmen. The service men also have a routine of 
selling work to perform to pave the way for the salesmen. In fore- 
ground is Robert McInnes, service foreman and C. E. Grossholz. 


a suggestion of stalling. The = su- 
perintendent was called in and in 
sisted upon seeing me do it. He 
tried it himself to see that there was 
no trick. Finally, I had to show 
him how to grind the bit. 

The initial order was forthcom- 
ing, which eventually ran to 15 
tools, but not until the superinten- 
dent had made me promise to come 
to the plant and give a demonstra- 
tion to his mechanics of the manner 
of grinding the bits. 

This illustrates that in making a 


successful demonstration, you must 
understand the conditions under 
which the tool will be required to 
work. Most electric tools have a 
marvelous range of adaptability if 
you study them and study produc- 
tion requirements. 

“Another case came up on a con- 
tracting job—a housing project re- 
quiring a large number of roof 
trusses to be framed. The heel cut 
in each rafter would ordinarily re- 
quire two operations. The con- 
tractor was looking for an_ all 
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around tool, not in the special class, 
that would do it with one set-up. If 
he could get such a tool he could 
save several hundred dollars. One 
or two competitors had been on the 
job and left him with the impres 
sion that he was asking for the 
impossible. 

“When we were approached, we 
set up one of our standard machines 
in the shop and went into a huddle. 
After two hours of experimenting 
we solved the problem by means of a 
standard dado of a type equivalent 
to that carriéd by all competitive 
machines. 

“On another construction project, 
I found the superintendent, engi- 
neer and several others in consulta- 
tion over the problem of how to 
economically drill 15 holes in each 

(Continued on page 106) 








Lap-Welded Pipe 


Lap-welded pipe is made in sizes 
ranging from 2 to 22 in. diameter. 
\s the name implies, this pipe is 
made by welding the overlapping 
edges of the skelp. To secure a 
proper weld and to prevent a bulge 
along the seam it is therefore neces 
sary to bevel the edges. 

The skelp is first 
heated in a suitable bending furn- 
ace. As the heated skelp is dis- 
charged from the furnace it is passed 
rolls where the 

The hot skelp 
is then gripped by a pair of short 
tongs, fastened to an endless chain 


rectangular 


through a set of 


edges are bevelled. 


and drawn through a cast iron die. 


Thus it is gradually bent into 
cylindrical form with slightly over 


apping edges, ready for welding. 


position by means of a rod, which 
is somewhat longer than the skelp. 
As the bent skelp is drawn through 
the welding rolls the overlapping 
edges are pressed firmly against the 
ball and welded securely. 

Pipe made by this process ob- 
viously has a larger welded surface 
than butt-welded pipe. 

After welding the pipe passes 
through sizing rolls which are 
shaped similarly to the welding rolls. 
These reduce the outside diameter 
to the correct dimension and remove 
any irregularities of shape. Next 
the pipe is passed through cross- 
rolls—two rolls, one mounted above 
the other, with their axes askew. 
This operation straightens the pipe 
and removes the larger part of the 
surface scale. After passing over a 
cooling rack where the temperature 


barrel-shaped rolls revolving in the 
same direction. As the billet is 
pulled slowly through the rolls it is 
squeezed from opposite sides, caus- 
ing the other two sides to bulge. 
The alternate squeezing and bulg- 
ing of the revolving billet draws the 
metal away from the center of the 
billet, forming a hole at that point. 

This action is enhanced and the 
hole is further enlarged by means 
of a plug or mandrel, known as the 
piercer, which is inserted between 
the rolls and centered on the billet. 
The piercer is held in place by a rod, 
the length of which exceeds that of 
the finished tube. Although the 
piercer assists to some extent in the 
piercing action, its principal func- 
tion is to guide the billet and make 
the hole of fairly uniform dimension. 
Thus a rough tube with heavy walls 


This is the last of a series of articles by Mr. Spooner. Previous chap- 
ters have covered all operations involved in the manufacture of the 
many steel products which constitute such a huge part of the dis- 
tributor’s inventory, either in the original or processed form. — Ed. 





By A. P. 


Skelp for pipe sizes above 12 in. 
diameter cannot be drawn through 
a die but must be shaped in a bend 
This machine 1s 
horizontal rolls, a 
pair of bottom rolls and one top 


ing machine. 
equipped with 


roll set directly above and between 
rolling surface 
that of the bottom 


Che skelp is drawn into the 


the two, with its 


slightly below 
rolls 
rolls which are revolved until it is 
curved into the form of a cylinder. 

The bent skelp is then placed in a 
it is heated 
\t the 
discharge end of the furnace is a 
pair of welding 
circular grooves. 


second furnace where 


to a welding temperature 

with 
\ bullet-shaped 
mandrel called a pipe ball is placed 
in the opening formed by the two 
abutting rolls, and is held in this 


rolls semi 
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is slowly and uniformly reduced the 
pipe goes to automatic straightening 
machines similar to those used for 
hutt-welded pipe. Finally it is 
cropped, threaded, tested, 

and made ready for shipping. 


coated, 
Each 
length of pipe is given a hydrostatic 


Production of Seamless Pipe 


Seamless tubular products are gen- 
erally made from round shapes— 
bars, billets or ingots, which are 
heated to a suitable temperature and 
pierced longitudinally. 

In the commonly used Mannes- 
mann process (or modifications of 
that method), the piercing is accom- 
plished by passing the thoroughly 
heated round billet between two 
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SPOONER, METALLURGICAL ENGINEER, BETHLEHEM STEEL COMPANY 


is produced, which requires further 
processing. 

For pipe sizes up to about 6 in. 
diameter, the piercing operation is 
completed in a single mill. Above 
this dimension a second mill is re 
quired to complete the operation. 

To obtain the proper diameter 
and wall thickness, and a satisfac- 
tory surface finish, the rough tube, 
while still hot, is given a series of 
passes between rolls with semi- 
circular grooves, with a mandrel 
supporting the inner walls of the 
tube. The tube, still hot, is then 
passed through the reeling machine, 
a pair of barrel-shaped rolls. A 
mandrel is used in this operation, 
which straightens the tube, gives 
uniform wall thickness, and removes 
most of the remaining mill scale. 














Finally the tube is passed through 
sizing or finishing rolls similar 
to those used for butt-welded pipe, 
after which it is cut to length, in- 
spected, tested and prepared for 
shipment. 

In some cases the pipe is finished 
by cold drawing through dies, in a 
manner similar to the cold drawing 
of bars. In general cold drawing 
is used for smaller diameters and 
lighter wall thicknesses than can be 
produced by hot work, and to secure 
extra fine, smooth finishes. Cold 
drawn tubing is made in sizes vary- 
ing from about 12 in. down to the 
smallest pipe size. 

In the cold drawing operation the Charging skelp into the lap-welding furnace. 
end of the pipe is pointed by swag- 
ing under a hammer. The pointed a 
end is inserted through a_ ring 
shaped die and grasped by tongs 
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Diagrammatic sketch of the piercing opera- 
tion in the production of seamless tube 


fastened to the traveling chain of a 
draw bench. The full length of the 
tube is then drawn through the die, 
and this operation is repeated 
through successive dies until the /«? welded pipe leaving the welding rolls, and (below) electric welding 36-in. pipe. 
desired diameter has been obtained. 
Sizes above 4 in. diameter are 
drawn over a mandrel. 

Prior to cold drawing the tube 
must be pickled to remove the mill 
scale which would score the die and 
ruin the surface of the tube. After 
picking the tube is washed and dried, 
and covered with a suitable lubri- 
cant to facilitate the drawing. As 
cold drawing hardens the steel it 
may be necessary, depending upon 
the finished properties desired, to 
anneal the tube during the process 
of reduction, and sometimes after 

(Continued on page 108) 





HOW DO THEY DO IT? 


An Exchange Counter where good ideas of supply house operation may be swapped . . What's yours? 





Four-Legged Jack Simplifies 
Wire Rope Handling 


Jacob “Jake” Hildebrand, who can 
count 47 years of service with Andrew 
Cowan & Co., Louisville, is mighty 
proud of his four-legged jack. 

In the picture above Jake is shown 
snipping off one-hundred feet of 4-in. 
tiller wire rope. In back of Jake is a 
ide view of the jack in action. It 
consists of five pieces of plain black 
pipe One is used as an axle on 
he reel spins, the other four 


ict as legs to raise reel off floor. 


which t 


(hain stretched between legs raises or 
lowers reel to height desired. 

his device originated by J. W. G. 
Hughes, general manager of Cowan, 
can handle wire reels up to 3500 Ibs. 


in weight 


Adding Punch 
to Sales Literature 


Getting the maximum possible re- 
sults from manufacturers’ literature is 
the aim of C. C. Webster, president 
of F. E. Satterlee Co., Minneapolis. 

He had a mailing list covering 
every buyer and plant superintendent 
in the territory. The thought oc- 
curred, “Why not put this list to 
work?” Not just stuff an envelope 
with a piece of literature and address 
it to an individual, but add a personal 
touch—a memo or letter from C. C. 
Webster pointing out pertinent in- 
formation contained. 

The campaign was started several 
months ago with a memo on drills. 
In each of the following months a 
single product or line of related items 
was made the subject of a memo. 
Every third or fourth month the 
memo stresses Satterlee service. 





C. C. Webster getting material ready 
for the xext month's sales letter. 





Boxing Nut and 
Washer Stock 


Sometimes the simplest way of do- 
ing a thing is the best. Witness this 
method of handling everyday stock of 
nuts and washers followed by the 
Percival Steel & Supply Co., Los 
Angeles, Calif. (Rivets are handled 
in the same way.) It presupposes 
good, wide aisles. 

They made up 80 plain, strong 
boxes, each 21 by 12 by 7 ins. inside 
measurements. Two rows of 21 each 
wie placed side by side in a direct line 
back from the scales. Another row is 
then placed on top, covering half of 
each of the two bottom rows. Phe 
space is readily accessible without 
moving boxes. All boxes are filled 
each morning. 





Handling and Storing Pipe 


4-inch 
pipe, 20 ft. long, weighing 220 Ibs 
Yet Frank Kotfas, who has been in 


the pipe and steel warehouse at Great 


It's no cinch handling a 


Lakes Supply Corp., Chicago, for the 
past 18 years, wields pipe up to 10 
inches as though it were’ kindling 
wood No, Frank isn’t a modern 
Hercules. He just makes good use of 
a homemade gadget called a pipe dolly. 

\ number of years back Waltet 
Lovell, operations superintendent of 
(jreat Lakes, rigged up this pipe dolly 
in order to speed up the unloading and 
storing of a carload of pipe. It not 
only has sped up the unloading process 
but has made for faster filling of pipe 
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orders from stock. lhe dolly is 
simple in construction. A 2 x 12 inch 
board is used as a base on which 
are mounted two 3-in. floor flanges 
and two 3-in. elbows joined by a 3-in. 
straight piece of pipe around which 
revolves a 2-in. pipe acting as a roller. 

Here’s how the arrangement works 
in unloading a car of pipe at Great 
Lakes. While two men bundle six to 
eight lengths of pipe from the car into 
a sling attached to an overhead hand 
hoist, Frank gets his dolly set in 
place betore the pipe racks. As soon 
as the first sling load is delivered to 
Frank, he takes over, leaving the other 
two free to prepare another sling 
load. Thus, a carload of pipe can be 
unloaded and racked in no time at all. 
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Frank Kotfas handling that 220 Ib., 
4-in. pipe with the help of a home 
made pipe dolly. 
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SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Most Likely to Succeed 


A study of salesman turnover, 
just completed by the Union Central 
Life Insurance Co., reaches some 
thought-provoking conclusions: (1) 
A college education, though always 
helpful in business, is not a requi- 
site for success in selling. (2) 
Married men, providing they have 
no more than three children, make 
better salesmen than bachelors. (3) 
The good mixer is always a better 
salesman than the lone wolf. (4) 
Men used to a fairly high standard 
of living make the most impressive 
sales records. (5) Office workers 
and professional men, turning to 
selling, seldom make the grade.— 
Forbes, June 1, 1940. 


Customers Count More 
Than Sales 


Making a sale is important; mak- 
ing a customer is much more so. Here 
are some selling policies which help 
to make a customer out of what might 
be merely a one-time sale: 

1. Back your customer against your 
company. Your first duty to your 
company is to see that its policies of 
customer satisfaction are fully carried 
out. 

2. Be a general technical adviser. 
\ good salesman is on his customer’s 
semi-official technical advisory staff. 

3. Be a personal friend. This means 
a business friendship, mutual respect 
and like for each other’s good points. 

4. Make vour talk ring true. 

5. Don’t bore with too much argu- 
ment. 

6. Let your customer know your 
personal character. 

7. Give the customer a chance to 
give and take. 

8. Never high-hat anyone. In busi 
ness everybody is on the same social 
level. 





9. Talk the language of full busi 
ness responsibility. Too much sales- 
manship is one-track talk. 

10. Be a constant go-giver. Bring 
ideas to your customer. Use your 
house’s resources to aid him. 

11. Never overload your customer. 

12. Give your customer special ad 
vantages when you can. Reward the 
faithful customer. 

13. Never let down in interest. A 
good salesman is known by what he 
does after the prospect becomes a cus- 
tomer. 

14. Never palm off second best on 
a regular customer. 

15. See your customer often enough. 
Don't let him feel neglected or taken 
for granted. 

16. If need be, go to work for him 
If he is very busy and you see a 
way to help, take off your coat and 
help him. 

17. Show him how to cut corners, 
even though it means a little less 
business for your house, don't hesitate 
to show him how.—J. George Fred 
erick in Forbes, September 1, 1940 


Human Side of Selling 


Most people will refuse to buy from 
a person they don’t like. So, the 
business of getting ourselves liked is 
the most important thing in selling. 
When people like us they want to 
believe what we tell them and to do 
as we ask, if practical. But when 
they don’t like us, they deny every 
thing. You have to produce three 
witnesses, a citation and two affidavits 
complete with gold seals and red 
ribbons before they will admit that 
there are seven days in a week. 

The fellow who gets hirnself liked 
is forthright, sincere, cheerful, friendly 
and polite. He is a good listener. He’s 
interested in other people’s accomplish 
ments. He looks for the good points 
in everything. He helps people solve 
their problems but takes great pains 
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to avoid an appearance of superiority. 

The fellow who gets himself disliked 
is usually the fellow who specializes in 
rubbing people the wrong way. He 
starts out by failing to remember the 
prospect’s name and he misspells it 
and mispronounces it as often as pos 
sible. He tells the prospect that he 
had a hard time finding his office be 
cause “nobody seems to have heard 
of you in the building.” He belittles 
whatever it is that is being done and 
shows how it should have been done. 
He is over-familiar. He never listens 
to what the other man has to. say, 
interrupts constantly and talks about 
himself most of the time. 

In selling we can use to good advan 
tage the technique used in’ getting 
a runaway horse back into the stable. 
You don't just plant yourself in his 
path and try to stop him short. You 
ride alongside for awhile, slow him 
down gradually and finally get him 
turned around and headed home. You 
must slow down your prospect in the 
way he is thinking before you can get 
him to do as you wish—From an 
address by Kerwin H. Fulton, Presi 
dent, Outdoor Advertising, Inc., be 
fore convention of National Sign 
Association 


Force Pump Rigged to Conveyor 
Takes Care of Water 


\ force pump ordinarily hand op 
erated was fastened to the pans of a 
shaker conveyor to solve a water prob 
lem in the Ringgold mine of the Ring 
gold Coal Co., Dora, Pa. 
to James R. Thompson, assistant elec- 


\ccording 


trician, water in small but regular 
quantities is encountered in the mine, 
where a number of shaker conveyors 
are recovering the lower Kittanning 
seam. 

“Because of this condition,” says 
Mr. Thompson, “we have often been 
compelled to install a pump of much 
greater capacity than actually was 
needed in order to take care of a small 
quantity of water very troublesome to 
work in. Recently we hada conveyor 
place that was making a small quan 
tity of water daily. As we had a 
small hand-operated force pump handy 
at the time, we pressed it into service. 
We attached the hand pump to a 2-in. 
pipe line and securely fastened it to 
a plank, which in turn was anchored 
at the working face with posts set 
from plant to roof. Then, by use of 
C clamps and a small piece of iron 
pipe we fastened the pump to the pans 
of the shaker conveyor. ‘This pro 
duced the backward and forward mo- 
tion obtained under hand operation.” 

Coal Age, September, 1940. 
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SALES MEETING IN PRINT 


Subject INDUSTRIAL FURNACES 
How much do you know about 
them? Can you answer 18 out 
of 25 questions below correctly? 
If so, give yourself a passing 
mark. If not, you'll find answers 


on page 110. 


1. What is annealing ? 

2. What is heat-treating ? 

3. What happens at the so-called 
“critical temperature” of steel? 

4+. How are the strength and hard 
ness of steel increased by heat treat 
ment ? 

5. How is the ductility increased by 
ieat-treatment ? 

6. What is “tempering” of steel ? 
7. When ductility is increased by 
heat-treatment, what usually happens 
to hardness of steel ? 

8. What is case-hardening ? 

9. What are common top annealing 
temperatures tot steel ? 

10. What are top hardening temper 
itures lor high speed steel ? 

ll. How hot must brass be heated 
for rolling ? 

12. Remembering that copper is 
otter than brass, how high must it be 
heated for rolling ? 

13. What is the top temperature in 
ing malleable iron ? 

14. What are the normal temper: 
ture limits of heat-treating furnaces ? 

15. How do heat-treating furnaces 
differ from others in temperature con 


trol? 
16. What are the two common 
methods for producing the heat in in 


dustrial furnaces ? 
17. W hich is the commoner ? 
18 How are 


based on handling of the 


furnaces classified, 


mat 


erial in 
its passage through the furnace 

19. What is a “muffle” furnace ? 

20. Why are they used? 

21 What are common electrical re 
sistor materials used for heating elem- 
ents in electric furnaces ? 

22. Is the material being heated 
ever used for the resistor? 

23. What is the name for a furnace 
irch curved in two directions ? 
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24. What is the standard frebrick 
size? 


25. What is a split? A soap? 


Put These Managers 
In the Proper Branch 


The Blank Supply Company has 
branches in four cities, Benton, Gor- 
leigh, Candor and Elston. It is the 
policy of the company to shift branch 
inanagers every five years, so all are 
familiar with the entire territory. Re- 
cently, all four managers completed 
the cycle, each having been at every 
branch, but in no set order. In talking 
it a sales meeting, the following con 
versation developed: 

“T was the first of us at Benton,” 


said the Gorleigh branch manager to 
the Candor branch manager. 

“T remember,” replied the Candor 
manager, who was the first of the four 
to be Elston manager, “I went to 
Benton a week after you left. The 
present Elston manager was first Can 
dor manager, then Benton manager.” 

“That straightens it all out,’ ex- 
claimed the Gorleigh manager, “I was 
a little confused about who preceded 
me a Gorleigh. Now I'm all 
straight !” 

\re you? Can you tell who was 
manager at Gorleigh before the pres- 
ent manager, and who was the second 
manager at Elston? Par is ten min- 
utes. 

(If you get caught between towns, 
look on page 109). 























“This is the president’s office—all our freight loading comes through here 


he likes to check on everything!” 
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THEY'RE DRIVING ME NUTS! 

LOOK! 

A DOZEN BRUSH REQUISITIONS | 

—~EACH FOR A DIFFERENT TYPE. % HE CAN PROBABLY SUPPLY ALL TWELVE 
THAT MEANS A DOZEN INTER- | | FROM HIS STANDARD BRUSH LINE—SAVE 
VIEWS AND A DOZEN ORDERS. | | YOU TIME BY PROMPT DELIVERIES FROM 

-i STOCK—SAVE YOU MONEY BY 

RECOMMENDING A BETTER 

BRUSH FOR EVERY SERVICE. 


CALM DOWN, AND 
CALL YOUR OSBORN DISTRIBUTOR. 











YOU CAN WRITE YOUR OWN TICKET FOR BRUSH BUSINESS 





® Industrial activity has stepped up by leaps and bounds. 
And that’s your cue to step out and sell more Osborn 
brushes to new as well as old customers. 


How to do it? One, make sure that you have ample and 
complete stocks. Many an order can be landed on prompt 
delivery alone. Two, hammer home at every opportunity 
the idea that Osborn makes a complete brush line. 
Buyers welcome the chance to consolidate purchases with 
a reliable source. Three, keep an eye open for new 





processes where brushes can do a better job at a saving. 
Get them started right with Osborn products; and constant 
repeat orders are yours. 


Keep stocks up to snuff—sell the line—search for new 
applications. Do these three things and you can write your 
own ticket for brush business in your territory. 


PAINT AND WIRE FIBRE FLOOR WINDOW BENCH OR 
VARNISH WHEEL WHEEL SWEEPING CLEANING COUNTER 
BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES BRUSHES 


UPRIGHT WIRE M 
PUSH ANY OTHER 


BASS SCRATCH T 
BROOMS YPES OF 
BROOMS BRUSHES BRUSHES 





TREND OF SUPPLY §$ 





160} A.gh and - 


low months |e 


1501 








Jan. Feb. Mar. Apr. May June hy Aug. Sept. Oct. Nov. Dec. 











\ CONTINUING upsurge of business plus one additional 


business day during August caused the Sales Indicator to 
1940) high of 


than 


jump to a new 158.9.) This figure, higher 


by seven points that for the previous month, lifts 


the curve well above the best 1939 month (September ). 
While the 


panies which report this phase 


size of the average order among those com 


~ their activities fell off 
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DOLLAR VALUE, AVERAGE ORDER 
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North 
Atlantic 


$20.00 | 95 


12 $7610 
20. 50 | 87 


14 8250 


July 
Aug. 


15 $9040 
16 9400 


$19.95 | 96 
17.70 98 


July 
Aug 


Southern 
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Middle 
West 


19 | $9000 
17 9730 
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9 $5360 
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July 
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Western 
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12 $5200 
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% Omitted because of insufficient data. 


slightly, the total number of orders received per day by 
these houses climbed and of course the extra business day 
boosted the month's volume. 

The 


appearance. 


“summer slump” has certainly failed to make its 
With Fall business promising to be the best 
1940) should be 


1929 


in years, the best volume and profit year 


since 
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Mr. Thomas and Mr. Hardin Discuss “Grain Grinding” Power! 


Oy Dodge Transmission Units 
on “Blue Streak’ Pulverizers help to 
speed up grain grinding. 


The Prater Pulverizer Co. of Chicago, IIlL., 
manufacturer of ‘Blue Streak’’ pulverizers, 
installed a unit in the mill of the McNabb 


Grain Co., McNabb, Ill. The pulverizer 
is equipped with Dodge-Timken Double 
Interlock Bearings and Dodge “D-V"’ Belt 
Drive. Since this equipment has been in 
service, grain grinding time has been 
speeded up in fact 15,550 Ibs. of ex 
tremely fine grinding was completed 
exactly three hours. Mr. G. F. Thomas, 
Vice President of Prater, discusses this in- 
stallation with J. Hardin, Dodge Sales 
Engineer. 


Mr. Thomas: I can see now why you tec- 
ommended Dodge Double Interlock Bear- 
ings on this job. 


* We favor adequate preparedness of nation- 
11 defense, and recomménd enlistment in 
the U. S. Army to eligible young men. 


Mr. Hardin: Surely—just put your hand 
on that bearing — it is running “cold” 
it's rugged — and dust and dirt are kept 
out because it is hermetically ‘‘sealed” 
against those destructive elements. 


Mr. Thomas: How much more service will 
we get from these than ordinary bearings ? 


Mr. Hardin: Dodge Double Interlock 
Bearings are designed to give 30,000 hours 
of service under conditions for which they 
are adapted they are easily mounted 
and are pre-lubricated. 


Mr. Thomas: This Dodge ‘D-V” drive is 


working O. K, 


Mr. Hardin: And it will continue to run 


dependably because of its ‘Matched 
Quality,” grooves are smooth, their 
diameters are uniform—cach belt “pulls” 
its share of the load. Concave sidewalls of 
the belt form perfect straight surface in 
contact with the groove, assuring long life. 


Mr. Thomas: Well, Dodge Drives are 
“Matching Up” very well with our Pul- 
verizers, and together they're doing a ‘Blue 
Streak” job in mills throughout the country. 
Dodge Transmission Units have 
enviable performance records. For built-in 
production machine application or for 
power transmission depend on Dodge. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 
tape 


Power 





KEEPING UP WITH BUSINESS 


Three Months’ Defense 
Construction: $357,000,000 


June, July and August of 1940 saw 
$357,000,000 of defense construction 


get under way, according to Engi- 
neering News-Record. This volume 
includes the powder, shell and tank 
plants owned by the War Department 
but built by industry. It does not 
include the big airplane, oil and other 
plants owned by private industry but 
destined for defense production 
Construction is now catching up to 
the general pace of business. Hav- 
ing pushed off to a lag of 11 per cent 
for the first half of the year, volume 
by mid-September showed a 6 pet 


cent gain over 1939 figures 


Prepare for Rising Costs, 
Economist Tells Business 


“The smart business man will base 
his future planning on the theory that 
a period of rising costs is ahead,” J 
\. Livingston, economist of Business 
Heck declared at a meeting of the 
Philadelphia chapter of the National 
\ssociation of Cost Accountants. Mr 
Livingston predicted that we are in a 
period of expanding business in which 
prices and labor would = advance. 
Therefore, he said, it is better to be 
“Slightly overstocked with inventories 
rather than understocked.” 


Machine Tool Builders 
Debate Plant Expansion 


Whether the machine tool industry 
will have to expand its plant capa 
city is a moot question. Capacity 
now is 30 per cent greater than last 
September, most factories are work- 
ing 20 out of 24 hours a day, and 
some companies have as many as 43 
sub-contractors producing parts for 
them. If Army and Navy needs are 
spread over the next 18 months, in- 
stead of concentrated in a_ shorter 
period, the industry can meet speci- 
fied deliveries without stretching the 


present capacities of the plants 


Industrial Buyers 
Extend Coverage 


Steady improvement in business con 
ditions and a desire to protect inven 
tories have forced purchasing agents 
in the last 30 days to extend their 
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commitments an additional month, ac- 
cording to the monthly report of the 
business survey committee, National 
\ssociation of Purchasing Agents. 
Despite the forebodings of some, 
the consensus is that, regardless of 
the outcome in Europe, there will be 
a continued high rate of activity 
within the major industries for the 
next two or three years. “As a conse- 
quence; it is pointed out, “there 
again appears the necessity of buyers 
securing places in their vendors’ pro- 


duction schedules in lines of trade 
most active at the moment.” 
Lumber, scrap, copper, some tex- 
tiles and most steel items are being 
purchased more liberally, in view of 
prevailing price firmness or prospec- 
tive stringency of immediate supply. 
Inventories are being increased par- 
ticularly within the industrial sections 
of the East and Midwest, and in many 
instances greater supplies of mate- 
rials would now be on hand if the 
goods were available more quickly. 





Automobile production 


Page 34.) 


1939 


Thousands of Dollars 











ACTIVITY FIGURES 


(As of Sept. 30, 1940) 


Business activity 109.1 
95,990 


Steel activity 92.5 
Carloadings 813,329 


Sales volume of industrial supply salesmen continued the trend of the 
year’s steady climb during August, reaching a figure of $8,700, up 
nearly $400 over July. Total orders received per day snapped back 
nearer normal, being clocked at 15. 


(Also see Trend of Supply Sales, 


25 ee ee Te 
1) 


RDERS PER SALESMAN PER DAY 


JFMAMJJASOND JFMAMJJASON 


1940 


Orders per salesman per day in August—15 


ONDJFMAMUJUVASOND 


1940 


Volume per salesman in August—$8,700 
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@ The seven points at the left make a big statement, 
but every word is true. In fact, there are other important 
merits about Hazard LAY-SET Preformed that we 
haven’t space to mention here. 

Hazard LAY-SET is put through a scientifically cal- 
culated preforming process at the mill. This process 
eliminates the internal strain present in non-preformed 
rope. This relief from stresses makes LAY-SET a rope 
that is relaxed and willing to work. Every wire has amaz- 
ing resistance to bending fatigue (and therefore lasts 
longer). Being flexible and limber, LAY-SET is easy to 
handle. Broken crown wires do not wicker out to jab 
workmen’s hands. These are some of the other qualities 
which make Hazard LAY-SET Preformed the wire rope 
of greater dollar value, as operators now using LAY-SET 
Preformed will tell you. 


HAZARD WIRE ROPE DIVISION «¢ WILKES-BARRE, PA. 
Established 1846 


American Chain & Cable Company, Inc. 


District Offices: New York, Chicago, Philadelphia, Pittsburgh, 
Fort Worth, San Francisco, Denver, Los Angeles, Atlanta, Tacoma 


LAY-SET@"“WIRE ROPE 
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Where to drive for supply sales during October and November 








DEFENSE INDUSTRI ’ \ | ious portable tools Companies 
ets, as listed in last mith’s Ma tking insulated heaters probably will 
SUPPLIES, are still the bu t a eed sheet-metal working tools and 
ent-manutfacturt vlu ‘ 1] ve ew 
in be eX pe ed ’ 1 
unl hence best—market for ye RADIOS AND PHONOGRAPHS: This in 
time to come Ineluded are etal ustry should be getting excited about 
working (particularly hip-bui' ding Fall too Cry them on wood band 
ition, n vne-tool, and automotive saws and bands, serewdrivers, phers, 
visions), construction. henmeal, <oldering equipment, spravguns, glue 
eel pl wlucing, textile, in food pots, and sheet-metal and wood work- 
nant my tools 
LUMBER PLANTS: Here's a belt, saw Mervrat Propucts: These are specialty 
band, circular-saw mvevor belt and — plants, getting out orders for tinware, 
fitting market, plus various planet brass and copper products, metal toys 
knives and steel for jointer, routes id the like, rushing now to get out 
ind shaper bits. They also use some vinter novelties and — Jast-minute 
vood-handling = tools—axes, peavies, Christmas “specials.” They) particu 
anthooks, tow-cable, winches, small ly need die steels, punches, dies, 
wines 1 portable tools, buffing wheels, grind 
iormal mainte ( het ny heels, puint-spravers ind hand 
mumrce ip hee Tie il vols 
ind } , 
we cold doaan Jewetry PLANTs Late this month 
ly these bovs hit. the year's p ik )} 
urse, any are already there, due to 
LLEATING APPARATI Stoves: This is demand tor costume novelties im 
weak month for the BLV.LU. bovs, be corporating the flag or the national 
iuse these first ball vinds remind color Many plants ire small, hence 
Iks that Jack Frost is just around need only electric metal heaters, 
the corne: They usually have good furnaces, Jadles, soldering irons and 
ed foundrie »>need molding ) nele Huxes, « Phe large! ones 
nve yor beltit oy in | thre like Lhev ils ’ Ise punches, lie b lie steels, 
lso use grind nd wheels, bolts echanical-transmission items, small 
) d fittings stlatio Irills, ane the k 
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‘ MONTH: 


e Prevention Week Oct, 6-12 puts emphasis on the sale of all anti-fire equipment 


CLoruine: It’s hosiery, knitted clothes, 
underwear, and the usual cool-weather 
items, plus spotty orders for military 
cloths—but those particular — plant- 
will be hard at it. See if they don't 
need maintenance items, mechanical 
transmission, or even a wheelbarrow 
oop PLANTS: Bakeries, creameries, 
‘ontectioneries, preserving, beet sugar 
ind flour plants are at their year’s 
They'll need 


transmission items, power-plant sup 


busiest. mechanical 
pic s, and m untenance odds and ends, 
ae ee eee — | 
ius the mevitable wiite aprons, Nose, 
boots and gloves 

CIGARS AND CIGARETTES: Uniforms, 
maintenance items, belting, pulleys, 


shafting, ete. should go well. 


LiguTiING EQuIPMEN' These are 
largely press shops, so take die steels. 
punches and dies, hand tools, soldering 
equipment, plating supplies, portable 
tools, electrical tools and switches 


Paper Boxes: Die steels, conveyor 
helts, glue pots, wire stitchers and 
1 go here, in plants made busy 
by Fall activity of food plants and 
ther principally small-part producers 
(CHEMICAI \top defense rush, cot 
tonseed oil, cake and meal plants, soap 
factories, and druggists’ preparations 
makers have their annual peak. Mosey 
iround ‘em for a spare dollar or two 
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AUTOMATIC 
Fire Door 
Equipment 


Automatic closing . . . that’s the certain protection 
afforded by R-W equipment. The doors close them- 
selves at any temperature desired; they cannot fail! 
When closed, FyeR-Wall doors stop the passage of fire. 
Constructed with heavy corrugated galvanized sheets 
with thick sheet-asbestos between, yet they cost no 
more than tin-clad doors. No maintenance cost; and 
guaranteed for 25 years! 





Fusible 
nk melts 
at 160 — 
doors close 
automati- 
cally! 











“Quality leaves 
its amprint 


The label of the Underwriters Laboratories on this 
R-W equipment entitles you to 15% to 25% lower 
insurance rates. R-W Fire Door Equipment meets every 
conceivable condition; provides certain protection; 
brings tangible and important economies. 


Consult an R-W engineer; write for catalog. 


Richards-Wilcox Mfg. Co. 


“A MANGER FOR ANY DOOR THAT £41065" 
AURORA, ILLINOIS, U.S.A. 
Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati 
Indianapolis St.Louis New Orleans Des Moines Minneapolis Kansas City 
Los Angeles San Francisco Omaha Seattle Detroit Atlanta Pittsburgh 
Milwaukee Richards-Wilcox Canadian Co., Ltd., London, Ont., Montreal, Winnipeg 





Note rigid construction 1880 


of Fye-R-Wall doors SIXTY YEARS 


with heavy steel frame. 
They cost no more than 1940 
tin-clad doors. 













International 
Fire Prevention 
Week 


October 6 to 12 











Ly bes 
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TEN YEARS AGO IN MILL SUPPLIES 





STRESSING THE IMPORT- 
ANCE OF EFFICIENT TEL 
EPHONE SERVICE TO BACK 
UP PERSONAL CALLS, 
MN. PIKE, CHARLES BOND 
CO., PHILADELPHIA, 
EXPLAINED SOME OF 
THE KNACKS OF EF- 
FICIENT TELEPHONE 
SELLING 





al 
a 


YA DUE 


JO BUILD VOLUME “OVER THE COUNTER” 
BUSINESS, 8.C. DUNCAN ©CO., MINNE- 
APOLIS, GAVE OVER ALL AVAILABLE 

SPACE IN THEIR CITY SALES ROOM 


TO ATTRACTIVE SALES-MAKING PDis- 
PLAVS 


FROM ALLOVER CENTRAL OHIO, USERS OF 
MINE, MILL, PLUMBING AND RAILROAD SUPPLIES 
AND MACHINERY TREKKED TO SPRINGFIELD, 
SEPT. 18, 19.20, TO SEE THE AMAZING Dis— 


PLAY OF THis EQUIPMENT AT THE fRosS- 
WILLOUGHBY CO 


TOPPING BROS. 
YORK, WERE 
WITH A 


159-161 VARICK $CT., 
"TOPPING" THEIR 
16-sTORY ADDITION. 


NEVU/ 
BUILDING 


To KEEP CLOSER CONTACT WITH CUSTONIERS, 
JH WILLIAMS © CO. CONSOLIDATED THEIR GEN- 
ERAL-ANO MAIN SALES OFFICES EXCLUSIVE 
OF SALES OF SPECIAL DROP FORGINGS TO 
ORDER. WITH THE ENTIRE SALES OFFICE 
AND WAREHOUSE AT 75 SPRING ST, NEW 
YORK CITY 


QuAl! 
r AI’ 
Ye” 


BY SELLING CUSTOMERS ON THE REAL 
ECONOMY OF BUYING QUALITY PAINT, 
APPLEBY BROS. & WHITTAKER (O., HARRIS- 
BURG. PA, NOT ONLY RENDERED Cus- 
TOMER SERVICE, BUT ACTUALLY IN- 
CREASED SALES VOLUME WHILE GET- 
TING NEATLY AROUND PRICE ARGU - 
MENTS. COL. E.H SCHELL, CITY REP- 
RESENTATIVE, TOLD THE INTEREST- 
ING STORY. 


HAVING WORKED FROM THE BOTTOM 
UP, CHARLES P ROGERS , PRESIDENT, 
BEALS, MeCARTHY & ROGERS, BUFFALO. 
CELEBRATED HiS 5SO7H# ANNIVER - 
SARY WITH THAT FIRM. TODAY, 
AFTER 60 YEARS SERVICE. Mr 
ROGERS IS HALE AND HEARTY 
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Files. * The facts are 
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Baltimore Exhibit 
Scheduled For October 


the fifth annua anutacturers’ 
products exhibit. sponsored by tiie 
Purchasing Agents’ Association 
Baltimore, will be held October 22, 23 
and 24 at the Lord Baltimore Hotel 
Jaltimore, Md 

There will be approximately 100 
ss. 


booths, all displaying the latest 


mill, factory and office equipment 
some of which will be shown HW) Ope 
ation \s m= tormer years, prize- 
will ln viven to the most informa 
tive, as well as the most attractive 


and decorative booths 
Qn the second morning of the ex 


1 


hibit there vill « wn exhibit rs 
breakfast, at which the subject of the 
industrial outlook for 1940) will be 


discussed by a prominent speaker. 


Fray Machine Tool 
Takes Over Sales 


Phe Fray Machine Vool Co., 515 
\\ Windsor Road, Glendale. Calif.. 
manutacturer of “All Angle” milling 
attachments and other products, will 
deal hereafter directly with distrib 
utor- This company is not now rep 


resented by Frav-Mershon, [mn 


Strike Settled in Duluth; 
Closed Shop Issue Dropped 


Truck drivers and warehousemen 
who walked out of Kellev-How-Thom 
son Co. and Marshall-Wells Co.. Du 
luth, Minn., on June 25 returned to 
work on August 6 Phere were about 
370 members of the local truck drivers 
and helpers union (AFT) involved in 
the strike 

When an apparent deadlock had 
been reached between the companies 
ind the strikers with little hope for 
quick settlement in) view, American 
Federation officials in the Twin Cities 
took a hand in the negotiations. Set 
tlement was arranged on the basis of 
a slight increase in hourly pay for a 
forty-hour week Final negotiations 
were conducted on a very friendly 
basis and the main bone of contention 


between the two groups “the closed 


42 


George Schwager (left) and Harry Ackles (right) both of Holo-Krome, pass the time of 
day with Dan Peffer (Manheim Mfg. & Belting) and Bill Marion (Taylor-Winfield) at the 
recent outing held by Trumbull Mfg. Co., Warren, Ohio. 


shop” was eliminated = trot ul dis- 
cussions 

The men imvolved in the strike Te 
turned to work well satistied with the 
settlement and both houses are oper 


iting on a nor i Mists onee agam 


Kuhn President of 
Hardware & Supply 
\t a recent n eeting of the boc oO 
lirectors ot the Hardware & Sappis 
», Akron, Ohio, the following 
ficers were elected: H. H Kuhn, 
president; W. W. Wohlwend, vice- 
president ; C. C. Welker, secretary: 
Ik. W. Hartzel, treasurer. 


Hesket H. Kuhn has been elected president 
of Hardware & Supply Co., Akron, succeed- 
ing J. E. Good, who died recently. > 








GARRETT suppiy co, Sf 


~~ 





Resplendently modern is the new home of Garrett Supply Co. in Los Angeles. 
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FEATURES 


TO FIT EVERY JOB 


Positive Clutches Trigger Switches 
Adjustable Clutches Paddle Switches 
Bonnet Grips Toggle Switches 
Pistol Grips Reversing Switc * 
End Handles Center Drives 

Side Handles Right Angle Driv 


Close Corner Drives 





=. Complete Black & 
*Decker Line Handles 
EVERYTHING from 


No. 2 Self-Tapping 














Scréws to Machine Screws 
and Nuts up to I" Diameter 








For any screw-driving or nut-running job —in 

metal or wood—from delicate instrument assem- 
bly up to heavy timbers, autos, trucks or tanks—you can demonstrate a Black 
& Decker Electric Screw Driver or Nut Runner to lick the problem, and cut 
assembly time and costs. Here’s your opportunity to perform a real service to 
American Industry—help speed up our National Defense program—and step 
up your own sales at the same time. Industric! plants in your territory will 
welcome demonstrations of Black & Decker Electric Screw Drivers and Nut 
Runners now! The Black & Decker Mfg. Co., 717 Pennsylvania Ave., Towson, Md. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


‘ches 


=I Black i Decker 
oan ) / A : 


PORTABLE ELECTRIC TOOLS 


UMI 





! High-Speed Steel 
Dlenilde 


™@ Red End Hand Hack Saws 





NEW 











THE END OF HACK-SAW TROUBLES 


Here’s the blade that can take the toughest twist... and come out 
straight and unbroken, good as ever . . . good for many more hours of 
smooth, fast cutting. For the tooth-edge alone is hardened, leaving the body 
of the blade tough and flexible, fit to stand the severest strain. So next 
time you need hack saws, order this abuse-proof RED END BLADE. 





SIZES AND PRICES 





Length Teeth Price 
of per per 
Blade Inch Gross 
8” 18,24,32 $32.40 
10” 18,24,32 $40.32 
12” 14,18,24,32 $48.96 


Blades are 9/16” wide, .025” thick, 
packed in boxes of 1/2 gross each. 


SIMONDS 


SAW AND STEEL CO. - FITCHBURG, MASS. 




















1350 Columbia Rd. 520 First Ave., So. 311 S. W. First Ave. 
Boston, Mass. Seattle, Wash. Portland, Ore. 
228 First Street 127 So. Green St. 31 W. Trent Ave. 

San Francisco, Cal. Chicago, Ill. Ss 


7 
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DISTINGUISHED 
SERVICE 


Karly in his selling career the dis 
tributor’s salesman learns that keeping 
faith with contractors often” entails 
rendering service out of the ordinary, 
sometimes at a personal — sacrifice. 
Mitt Supriits awards this month’- 
Distinguished Service \ward plus ten 
dollars to John West of the Lewi- 


John West (left) of the Lewis Supply Co., 
Memphis, on a tour of wire-rope inspection 
with a contractor's man, 


Supply Co., Memphis, for rendering 
such service to a distressed customer 
It all happened one Sunday after 


noon. After an early dinner John 
and Mrs. West were starting on a 
trip, planned weeks in advance. The 


phone rang as John was locking the 
front door. His first impulse was to 
let it ring. Something in the ring, 
however, made him turn back. 
Emerging from the house afew 
moments later he approached the car 
and said to Mrs. West, “That was 
Jim Miller out at Sardis Dam. He's 
in a jam. A double row radial ball 
bearing burned out in the cableway 
which lifts the five-ton skips, loaded 
with rip-rap (large stone), from the 
trucks and dumps the load at the 
proper place on the interior wall of 
the dam. This all may seem like 
Greek to you, Dear, but unless Jim 
gets that cableway repaired quickly 
it’s going to cost the contractor plenty. 


| I'd like to take you along but it’s a 
| 65-mile jaunt and I'll want to stick 
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@ In the William- line you not only get a complete 
range of wrench types and patterns. in both carbon 
and alloy steel, but a product which has long been 
known and accepted by industrial buyers every- 
where. Superior quality plus consistent advertising, 
month after month—year in and year out—have 
made Williams the best known name in wrenches. 
Mill supply distributors who stock and sell Wil- 
liams’ Wrenches, step up their small tool profits the 
easy way. If you are not a Williams’ distributor, get 


the full facts now. 1-652 








MILL SUPPLIES © OCTOBER, 1940 





47 








| Which LYON PRODUCTS Sell Best 


IN MACHINE SHOPS” ? 


ams 


_ 


gi 


@ No matter what volume your 
machine shop customers now repre- 
sent, the Lyon Line can multiply that 
volume for you. ..without extra calls 

. with little sales effort. 


Simply make it a point to check each 
shop’s needs and present equipment 
against the group of Lyon Products 
shown below. Every item is an indus- 
try-proved time and money saver... 
that these customers need RIGHT 





Machine Shops buy benches 

or bench legs when business 

picks up. Watch for these 
orders. 





Any increase in employment 
is your opportunity. 


LYON 


SHOP EQUIPMENT 





LYON METAL PRODUCTS, 
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Show the savings of steel 
over wood boxes. 





wal | uae 


ths Me 
j “s 


si | 





NOW, and will be glad to buy when 
you call attention to their advantages 
and attractive prices. 

Make this ONE-WEEK Test! Tear 
out this advertisement, use it for a 
check sheet on the needs of the next 
ten machine shops you visit. . . and 
watch the ADDED sales pile up! 


LYON METAL PRODUCTS, INCORPORATED 


5310 River Street, Aurora, Minois 











tool trays. 


Production and 
assembly need 
these tool or 
small parts 
toters. 





Any good 
foremanis 
worth a good desk. 


_ 


INCORPORATED, Aurora IIhnois 
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Check mainten- 
ance department 
on tool boxes, 





around the job until everything is 
running smoothly again.” 

Dashing down to the office John 
quickly selected the bearing needed 
from stock and nosed the car toward 
Sardis Dam. Ninety minutes after 
the phone call Jim Miller was shak- 
ing John’s hand and thanking him 
for pulling the job out of a jam. 

John and Mrs. West made a more 
successful start on their trip the fol- 
lowing Sunday. In the meantime, he 
had rendered a service which went 
far toward strengthening the friend 
ship between his house and a good 
customer 


Capewell To Make 
Hack Saw Blades 


The Capewell Manufacturing Co., 
Hartford, Conn., established in 1881, 
has completed the installation of the 
newest and most improved equipment 
for the manufacture of hack saw 
blades of all sizes and types. The 
past several weeks have been devoted 
to research work and a thorough test- 
ing of preliminary production. In 
the very near future Capewell will 
be in full production. 

This new division is in charge of 
David A. Utiger, who has had wide 
experience in manufacturing and mer- 
chandising, having previously been 
connected with nationally known man- 
ufacturers and wholesale 
houses. 


hardware 


The executives of the 
Manufacturing Co. are: 
Williams, president; C. H. 
vice-president; J. Dwight Dana, sec- 
retary; P. W. Grace, general sales 
manager; G. J. Middleton, export 
manager, and David A. Utiger, man- 


Capewell 
Staunton 
French, 


ager metal saw division. 





Harry Hardy, Great Lakes Supply Corp., 
Chicago, salesman, produces his best order 
yet—Nan Elizabeth (right) and William 
Lester Hardy. 





| 30,000 POUNDS. 
| OF BEEF DAILY 


we | -»» AND NO BEARING FAILURES! 


THERE’S SELLING AMMUNITION 
IN PERFORMANCE LIKE THAT! 


e Great meat packing concerns in Chicago’s Union 
Stock Yards use Alemite Lubrication Equipment in a 
lot of different ways. One of them uses it on a conveyor 
handling 30,000 pounds of beef daily— and bearing 
- ! failures are unknown, Thousands of conveyors of all 
red A types, in “the yards,” are Alemite-lubricated because 
f meat packers have found that this method is clean, 








81, 
the 
ent 


Se SI 


if dependable, econcssicel. 

One engineer expresses a general verdict when he 
ide says, “The most important problem we have is to keep 
ot meat moving fast and to keep it clean. With Alemite 
in- Lubrication we accomplish both purposes in spite of 
ire cold, brine, and water.” 

ell Plenty of plants in your territory — canners, bottlers, 
on food processors — must consider cleanliness, speed, and 
a economy, along with dependability. Give them this stock 
les yards story. It packs a selling wallop. It can up your 
eh income in the season just opening. 


 ALEMITE 


Qudustrial LUBRICATION 
ANOTHER 
STEWART-WARNER 
PRODUCT 


| 1886 Diversey Parkway, Chicago, Illinois 
Belleville, Ontario Ask Anyone in Industry! 





ee 


ON RMR RBA HS 





ORM ge + 


ALEMITE 25-LB. ELECTRIC POWER ALEMITE AIR-OPERATED POWER ALEMITE 25-LB. AIR-OPERATED 
GUN—MODEL 6190 GUN—MODEL 6528 - POWER GUN—MODEL 6184 


} Delivers 12 oz. of semi- 


/ 






‘ 


X 






Easily handles heavy lubri- 
cants at 33 times air pres 
sure used (100 to 200 Ibs.) 
Helix arm and 
worm assures posi 
tive prime, freedom 
from air pockets 
Holds 40 Ibs. of 
lubricant. 


Operates on 80 to 100 Ibs. 
air, developing 33 times 





solid lubricant per min 
ute under pressure of 
4500 to $000 Ibs. per 
sq. in. Heavy duty uni- 


air pressure used. Econom- 
ical wherever rapid, posi- 
tive high pressure lubrica- 





versal motor; easily por 
table; complete with 
hose and control valve. 


tion is needed. Furnished 


complete with hose and 








adapters. 
ler 
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Your 35th Annual Buyer's Reference 
Guide Issue of MILL SUPPLIES will be sent to 
you December 15, 1940. 


@With two mew features added, the directory 
this year is even more valuable for everyday ref- 
erences. It will help speed your activities, 
improve your service, assist you to keep pace 
with business as it speeds up under the impetus 
of the National Defense Program. 


Completely revised and corrected, the coming 
issue will be your most reliable “Buying Guide.” 
It will list only those items you sell or may 
have calls for. In addition it will offer you— 
almost exclusively—an opportunity of choosing 
sources of supply among manufacturers that 
recognize and sell through the distributor. 


Bigger and Better—Yes! But the most impor- 
tant fact to remember about the coming “Buyer's 
Guide” is that it is the same dependable directory 
that you have used profitably for many years— 
the directory that has been built for industrial 
distributors by industrial distributors. 


MILL SUPPLIES 


A McGraw-Hill Publication 


330 West 42nd Street 
New York, N. Y. 
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24 HOUR ACTION 
ON STOCK ORDERS 


48 HOUR ACTION 
ON SPECIAL ORDERS 















Keeps Your Customers Happy, 
Helps You Get New Accounts! 


Here’s the tool that will pry an order out of your tough- 
est prospect! With AP service to back you up, you can 
guarantee 24 hour action on stock orders, 48 hour on 
specials — whenever it’s necessary. Think what that means 
to the manufacturer in a production jam! Think what it 
means to you when you get him out of it! 

Add to this service abrasives built to boost your custo- 
mers’ production — an Engineering Staff that gives your 
customers individual help on their finishing problems — 
a free trial offer that silences your prospects’ last 
objections—and you'll have an idea what the AP 
Franchise means. Write or wire collect today and get 
the whole story! Abrasive Products, Inc., 517 Pearl St., 


South Braintree, Massachusetts. 


YIVViI a = Wl; 


SOUTH BRAINTREE Qe MASSACHUSETTS 
JEWELOX + JEWEL EMERY «+ JEWEL GARNET JEWELITE «© JEWEL FLINT + NEW PROCESS 
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The Klinger-Dills Co. clan put in a few 
minutes of overtime ‘on their own". R. T. 
Dills (front row, center), general manager 
of this Dayton, Ohio, supply house sur- 
rounded by the members of the _ inside 
personnel. 


CentralStates Committee Meets; 
Chicago Group Hears Northup 


On September 16 the executive 
committee of the Central States Mill 
Supply Association gathered in Chi- 
cago for its first monthly meeting of 
the Fall. Following the meeting 
which was held in the morning, the 
Chicago Mill Supply Association 
played host at luncheon to the group. 
Guest speaker at the lunch was Dan 
W. Northup of Henry G. Thompson 
& Son Co. 

At the executive session of the Cen- 
tral States, presided over by president 
E. K. Welles (Charles H. Besly & 
Co.), the committee on program and 
arrangements, composed of O. Iber 
(O. Iber Co.) and S. H. Clark 
(Samuel Harris & Co.), made its re- 
port on the plans for the eighth an- 
nual meeting of the membership. 
November 18 has been set as_ the 
date of the meeting and the Palmer 
House in Chicago as the scene of the 


activities. Other members of the 
executive committee who attended 
were: F. J. Hofacker (Evansville 


Supply Co., Evansville), D. M. 
Edgerly (Interstate Machinery & Sup- 
ply Co., Omaha), C. E. Curtis (West- 
ern Iron Stores Co., Milwaukee), 
C. A. Channon (Great Lakes Supply 
Co., Chicago) and Harry A. Pulver 
(Pulver Machinists Supply  Co., 
Chicago). 

At lunch, chairman Oscar Iber of 
the Chicago Mill Supply Association 
reminded the Chicago group of its 
responsibility in playing host to the 
Central States group at its annual 
meeting and asked for cooperation in 
making the forthcoming gathering a 
big success. Mr. Iber then intro- 
duced Dan W. Northup, chairman ot 
the distributors relations committee of 
the American Association, who gave 
an informal talk based on his pre- 
liminary study of the distributors 
“small order problem.” 
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an- HELP YOU SELL BITE-RITE FILES 

hip sailed 
the ; ° . . > a 

mer It is easier to sell Disston Bite-Rite Files when a 
the ° 
se you know they can prove themselves in faster fil 

i ee . > 

= ing. And Disston advertising tells the features of 

ma inour sdvesticing to eee Bite-Rite Files to your logical customers, opens 
“a sumers, w referring . 

ee) romremin industrial dis- the door for you, backs up your personal selling. 

ply tributor for their require- ° : j 

“oi ane Henry Disston & Sons, Inc., Philadelphia, 
; . icago, Detroit 

“a DISSTON PARALLEL U.S. A. Branches: Boston, Chicag A , 

its ge cgioncrgnoh Memphis, New Orleans, Seattle, Portland, 
Se ery oe scanidtomn, Wassanitien, Whale 
, u n s 1 . a ~ 

nual thes thn dine eneie Bt en- Ore., San Francisco, Vancouver, 

1 in quired. Sa idth and thick- . oI 7 ? . 

ie i Geeathiens, Wake te Canadian Factory: Toronto. Australian Factory 

tro- variety of sizes and patterns. 1oee ate 

ye? ao nl tr Bes supplied to Sydney, N. S. W. 

e of specifications. No. 00, No. 0 and 

ave | No.2 cuts are standard. 


pre- 
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“Our Customers 


Are Standardizing 
on YARWAY Traps’ 





Mx. C.J. Lohrey of 
Eastern Steam Specialty Co., Inc., 
New York City, says: 


“Steam processing plants in my 
territory have found the Yarway 
Trap an efficient performer. Many 
of our customers have told us 
they are standardizing on Yarway 
Traps and whenever more traps are 
needed — we will get the orders.” 


Write for details. 


YARNALL-WARING COMPANY 
MERMAID PLACE, PHILADELPHIA 








54 





Part of the large gathering that turned out for the season's first meeting of the New York 
Chapter, Power Transmission Council. 


New York Transmission 
Club Organizes for 1940 


\t an. organization meeting, the 
New York Power Transmission Club 
got off to a good start for the vear. 
With approximately 90 men in attend- 
ance for dinner and the business 
meeting, the group elected the follow- 
ny officers lor the forthcoming 
year: H. B. Diehl, Reeves Pulley Co 
of N. Y president ; ia \\ Skellev, 
Petty & Wherry, Inc., vice-president : 
O. M. Wright, U. S. Electrical Mo 
tors, Ine., SsecreLary | J H |e Wett 


R. «& J. Dick : or. Ine treasures 


Black & Decker Names 
Three Directors 


\t a recent meeting, thre beware if 
directors of the Black & Decker M& 
Co. named three new members to fil 


vacancies that had existed for some 
time. The appointments are as fol 
low. 

John TT. Menzies, director \lr 
Menzies is president of the Crosse & 
Blackwell Co 

Robert 1). Black, director and vice 
president in charge of sales at Tow- 
son Mr. Black has been a member 
of the Black & Decker organization 
since November, 1917, starting in the 
factory and later filling positions ot 
branch manager at Philadelphia, ad 
vertising manager and sales manager 

\lonzo (5. Decker, ie, director and 
vice-president in charge of manutac 
turing at Towson. Mr. Decker has 
been with Black & Decker since De 


cember, 1930, in the manufacturing, 


experimental, engineering departments 
He was assistant general manages 
previous to his appointment to the 
hoard 
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The group is working on a schedule 
f meetings which will emphasize 
power transmission from the sale- 
ingle. The next meeting, scheduled 


tH mal defense program. 
Announcement was made that the 
official name of the organization will, 
in the future, be ” 
Council—New York Chapter.” It 1- 
felt that with thi- change the member 
will be more readily identified as he 


urging similar change of name for 
ther clubs throughout the country 


Patents for the manufacture of steel 
by the Bessemer fame control process 
have been granted Jones & Laughlin 
Steel Corp., Pittsburgh. 

Bessemer flame control, a process of 
controlling the end-point of the Bes 
semer blow by an arrangement. ot 
photo-electric cells, 


» sales floor 


rom city sales to the machinery cle 
partment by the same organization, 





October 4. will feature the na 

re 
Power Transmissiot 
part of a national organization 


Power Transmission Council i- 


J & L Granted Patents 


eliminates over 
under blowing the 





Bessemer 


charge, thus assuring uniformity oi 
quality f Bessemer steel. 


Alamo Promotes Two 


‘ “Sonny” Schimptt has been pro 
moted to the city sales staff of the 
Mlamo tron Works. San 
Texas. He has had five vears oO} 
experience in the stockroom and on 


Antonio, 


Morgan has been transterre 
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BECAUSE 


V-BELTS 


HAVE LESS STRETCH 





Because Dayton V-Belts with Daytex 
Cord in their neutral axis section have 
less stretch, they are cooler running 
and they stand up longer under the 
strain of constant high speed flexing. 
(And that means that your customers” 
power dollar stretches farther to give 
them lower cost per-month-of-service. 

Wherever power is used you will find 
proof of the fact that Daytex Cord 


does have less streteh. longer life and 


—YOUR CUSTOMERS’ 


POWER DOLLAR HAS MORE 






creater strepagth 
than the besirom- 
parable cordé mot 


Daytex processed. 


In thousands of field applications—in 
all climates and under all conditions, 


cooler running Dayton V-Belts de- 


WI 
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liver more output at less cost. What's 
more, they save time, machinery — 
and reduce adjustments to a negligi- 
ble minimum. 

Dayton V-Belts are outstanding in 
basic design because they are the 
only belt with patented 
built-to-bend construc- 
tion. They work on oT] 
short centers—they 
save space—maintain 
machine speed and pre- Ne 
vent power waste. Writc 3 
to us for catalogs, data 
and “The Picture Story 


of Daytex Cord." 
* . * 
THE DAYTON RUBBER 


MANUFACTURING CO. 
DAYTON. ODD 


LT DRives 


TH DAYTE 
D X CORD 





55 

















BUILDING MATERIALS 


t -_ 


' 
a 


nN "9 
; \ 
i> \ 
’ _—! 





POWER HOUSE 











THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 


“OUR CABLE KING SAVES US OVER 
25% IN OPERATING TIME”’, SAYS 
THE CAMDEN-WIRE COMPANY 


TO YALE DISTRIBUTORS AND 
SALESMEN: 


This is No. 13 in a series of Yale Hoist 
fact stories appearing in a large group of 
leading trade publications to help you sell. 
Follow this ser.es. Each ad is full of testified 
sales arguments. 


25% is a lot of time to sav>. Yet that’s the saving 
effected by The Camden Wire Company through 
the use of their Cable King Wire Rope Electric 
Ho'st. 


Here is an excerpt from their testified statement: 
“The Yale & Towne Cable King recently pur- 
chased has been installed and is doing a fine 
job. This hoist replaced other mechanical equip- 
ment and we figure it saves about 25% out of 


every hour of the operator's time.” 


Figure how much time your operators are now 
consuming for hoisting operations. Cut it by 25%. 
Now, don’t you think it might be worth your while 


to find out more about the Cable King? 


For full information contact your local Yale dis- 


tributor or write direct. 


IN CANADA: ST. CATHARINES, ONT. 


Garrett's New Plant 
Speeds Service 


Complete stocks of tools, alloy steels 
and various specialties on the part 
ot the distributor are now among 
the recognized indispensables of the 
aeronautical and general industrial 
trade. That this stocking function of 
the distributor was going to be the 


paramount one was soon sensed by 
executives of the Garrett Supply Co 
three-year-old industrial supply house 


of Los Angeles. They lost no time in 
building a complete, new warehouse 
into which they moved a short tin 
ago, just as the activity in airplane 
construction and other lines of pre- 
paredness work began to get under 
way on a huge scale. 

These pictures show some of the 
features of their new facilities, located 
at 3844 Santa Fe Ave. There is ample 
floor space to accommodate the rapid 






expansion of stock and facilitate serv- 
ice requirements, which these days 
mean literally minute to minute. 
Their method of stock keeping, 
while not revolutionary, is unique in 
some respects and fills the require- 
ments of the present strenuous times 
admirably. It will be noticed that the 
shelving is arranged on a flexible plan 
as to the arrangement of the parti 


tions. F. H. Bennett, vice-president 
and general manager, designed thi 
system, which is such that they ar 
able to carry in one place a line 01! 
merchandise using factory numbers 
numerically, regardless of the si 
of bin needed for each item of 
line. 

Each partition of this shelving cat 
ries a stock number clip, so that all 


niormation pertaining to shortages, 
ver stock and other data needed by 
the purchasing department can be 
seen at a glance. In other words, their 


vhole stock keeping system is set up 


so that they can take an immediate 
inventory of any line at any time, and 
tell exactly where they stand as far 
is incoming merchandise and the dis- 
position of any item are concerned. 

\ Phis system of stock keeping, the 
Co., new and commodious quarters in 
Oust 
le in 
ouse 
tin 
ane 
pre- 
nde1 


the 
rated 
mple 
‘apid 





which everything is kept in ship shape 
order, the fine engineering service 
rendered in connection with all the 
lines—all these things enable them to 


render an unusually complete and fast 
service to their customers. Guiding = 


this service, in addition to Mr. Ben 
nett, are P. S. Omohundro, manager \\ LA 
of sales, H. B. Scott, manager of 
operation, and M. S. Gilber, auditor. 


mt ON ANY JOB 


days Hamprecht Joins 

sing Ross-Willoughby 

> | ’ r ? : TO YALE DISTRIBUTORS AND SALESMEN: 

¢ im C. W. Hamprecht, formerly with ; ‘ 

uire the National S lv C T g This is No. 14 in a series of Yale Chain Hoist 

; ne 4 wae Supply O., oledo, has fact stories appearing in a —— group = 

mes joined the sales staff of > Ross-Wi leading trade publications to help you sell. 

t the tee ty 7 ” . tas oF fi Ro Wil Follow this series. Each ad is full of testified 
loughby Co., Columbus, Ohio. sales arguments. 

plan Mr. Hamprecht’s territory will be beanies 

arti in Northwestern Ohio. 


The Yale Pul-Lift is the most versatile tool you ever 
saw ... it fits in on almost any kind of job. You 
can't get it out of position. If pulls! It lifts! No 
‘ool chest should be without it. 


It's truly a portable hoist . . . weighs approximatel, 
75% less than conventional portable hoists. In addi- 
tion, the Pul-Litt brings you these extra features: 


Safety top and bottom hooks open slowly, without fracture, 
in case of severe overload Positive protection to the operator, 
the Jload and the mechanism! 


Roller Chain is specially designed and free-rolling. Heat treated 
parts give this chain ultimate strength nearly five times the 
1 capacity of the hoist for plus satety! 


Universal rachet-type handle action tor short easy stroke in 
cramped quarters. Operated at any point in a complete cirele 
You can't corner this hoist! 


Self-actuated load brake, screw and dise type. Brake pressure 
increases in direct proportion to the load. There's not a possi 
bility of a flying handle! 


Ask your distributor to tell you about (5) the strong hous- 
ing, (6) special bottom hook swivel, (7) handwheel that frees 
the chain, (8) heat-treated load sprocket, (9) ease of lubri- 
cation and the many other features of this all-purpose tool 
that both pulls and lifts. Or write to us direct 


Capacities % to 6 tons 


d 





J. J. Moran, president and general man- 


ager, Englich Bros. Machinery Co., Kenses THE YALE & TOWNE MFG. CO. 


City, Mo. PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 
IN CANADA: ST. CATHARINES, ONT. 


Makers of Yale Hand Chain Hoists. Electric Hoists, Electr: 





Plants Are Open to Catalogs 


% As industrial activity grows, the problem of getting salesmen out into the 


plants increases. 


% But the same plants are wide open to catalogs and their influence in direct- 
ing requisitions for maintenance items and calling attention to new and 


improved tools. 
% In starting requisitions toward your house, there is no substitute for your 
own catalog, working 24 hours a day in every place where supplies or equip- 


ment may be needed. 


% And you may act now with the assurance that several years of intensely 


active business will follow the distribution of your catalog. 


R. R. Donnelley & 


350 East Twenty-second Street 


Sons Company 


Chicago, Illinois 
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New Board Chairman and 
President at Lyon Metal 


Cn September 1, B. L. Waters was 
elected chairman of the board of Lyon 
Metal Products, Inc., Aurora, Ill., 
and Earl D. Power was moved up to 
the presidency of the company. 

The new chairman of the board and 
former president succeeds H. A. Gard 
ner, general counsel of the company, 





resigned, Mr. Power, new. president, 
was formerly vice-president and gen- 
eral Inanager., 
Sixty-five-vear-old) B. LL. Waters, 
who founded the company, announced 
his intention of retiring from active 
participation in its every-day affairs. 





EARL D. POWER 


Mr. Power joined the Lyon organ 
ization twelve vears ago as manage! 
of one of the sales divisions. He was 
formerly with the White Motor Co 
of Cleveland where he was assistant 
to the vice-president and general man 
ager when he left that organization 
in 1928. 
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A leader w 4 


COMPLETE LINE OF GAUGE GLASSES 








ent, 
en- 
VISIBILITY puts the “Pyrex” Broad Red Line Gauge Glass out i 
ced front—in plant usefulness and ia profitability to you. The broad trans- 
ri . parent red line fused permanently into the wall of the gauge glass 
i permits complete water level visibility from every angle and from 
& . % 
t greater distances——with reflected or transmitted light. 
/ It's the leader ina complete line of gauge glasses for every application 
' and every type of installation. Back of it are lined up those long time 
: favorites... “Pyrex” High Pressure Gauge Glasses... CORNING 
Standard Gauge Glasses... Macbeth Plain and Reflex Flat Gauge 
(ilasses. 
t ’ ; . , , E ’ ee mn Above is shown a repro 
Whatever the gauge glass needs of your cuslomers YOU Giction foom an actua! 
| can meet them from the complete “Pyrex,” “Corning? ereleuched color photo 
: graph which illustrates 
' and “Macsetu™ lines. Write for samples and complete «appearance of the 
£ . , Z I a : - gauge qlass from directly 
i information. Corning Glass Works, Corning, N. Y. in front 
ran t 
ize! i 
Was J | | J 


Co : : 
tant 4 Glass Works 
an Corning, New York 


tion 
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THE UNITED STATES 
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NO WASTE HERE 


BY ORDER OF 
UNITED STATES ELECTRICAL TOOLS 













A 


THE WHEELS MAIN- 
TAIN EFFICIENCY 
DOWN TO_ THE 
FLANGES 


...becauseof the 


FOUR SPEED- GEAR DRIVE 
TRANSMISSION 


Model No. 65 


ADJUSTABLE SPEED 
SNAGGING GRINDER 


OU don’t have to fear a bottle neck when 

you depend on UNITED STATES ELEC- 
TRICAL TOOLS. We're doing our share for the 
U. S. A. ... but we're prepared to serve Y-O-U 
with traditional promptness and satisfaction. And 
you can depend on this ADJUSTABLE SPEED 
SNAGGING GRINDER to do HEAVY DUTY 


SERVICE in your plant. 


Enormously s‘rong . . 
on toughest jobs. 


Write fo: Catalog No. 56 


6-Point 
Certified 


Plan 


. FULL LINE 


owt wn = 


- SALES AIDS 


2 


N rn Ke 
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Speed change accomplished by hand lever in 
front of machine, interlocked with guards which 
makes it impossible to run wheels at dangerous 
speed or operate unless gears are in mesh. 
. built for yeoman service 


Distributors’ 


. SUPER-QUALITY 

- ECONOMICAL PRICES 
. PROTECTION 

. GOOD PROFIT 





= FLECTRICAL TOOL CO. 


A OHIO , U.S.A 





American Chain Division district sales man- 
agers show intense interest as a new chain is 
explained to them by W. D. Kirkpatrick, 
vice president, American Chain & Cable 
Co., Inc. Reading from left to right, in 
the picture taken during a recent confer- 
ence at York, Pa., are—A. M. Tinker, Bos- 
ton; J. J. Thiebauth, sales manager, auto- 
motive accessories; W. M. Cusack, Detroit; 
R. C. Brenizer, Philadelphia; W. F. Cotter, 
New York (seated); W. D. Kirkpatrick; 
W. C. Perkins, Pittsburgh; R. E. Greenwood, 
Chicago. 


William Orgill 


William Orgill, president, Orgill 
srothers Co., Memphis, died on Sep 
tember 19 after a long illness. 

Mr. Orgill entered the firm as a 
bookkeeper at the age of 22. He 
served successively as cashier, credit 
manager, and secretary and, in 1939, 
succeeded to the presidency upon the 
death of his older brother, Frederick 

The company was founded in 1847 
by Mr. Orgill’s uncle. 


Martin S. Doyle 


Martin S. Doyle, sales manager, 
Georgia Supply Co., Savannah, Ga., 
died of a heart attack on September 8. 

Robert W. Doyle, a cousin, suc- 
ceeds to the sales manager’s post. W. 
Sessal Waters steps up to fill the 
vacancy thus created, 





New plant of the Congress Tool & Die Co., 
Detroit. 











MONEYS wars 











Globe Machinery & Supply Company Sees 
Increased Sales in G&K’s “Speed for ’40” Plan 



















<I > 


es man- “Your 1940 campaign is tailor-made for the distribu- 

chain is , ” : ° 

patrick, tor’s salesmen,” says F. W.Swanson, Jr., Vice-President 

1 Cable > . : ee 4 

ight, in of Globe Machinery & Supply Company. ‘Handling 

ae your line means that we can give our customers the 

er, Bos- 

r, auto- kind of service that gets and keeps repeat business. 

Detroit; : i 2 . 

Cotter. Since I’ve been in the game, I’ve rarely seen catalogs 

kpatrick; A ad 

ee more logically arranged for quick reference, or a 
better advertising campaign from our point of view 
—not just another manufacturer’s campaign.” 

Orgill 

2 Sep 


NW al t 


» < 
>, He 


G&K DISTRIBUTORS: 

“cri ARE YOU TAKING COMPLETE 
pon the 9 
nlerick, | what roe 4940" were ADVANTAGE OF THESE SALES AIDS? 
ee k ugpeed impray prodet) Are you making full use of all the new cata- 
; Fustiod Mi AP enables logs...direct mail letters... handy Machine 
: vot of beliOE, specialties er ranB° Drive Recommendation Tables? And be 
40 g5> coe ts. sure your salesmen are getting a copy of 
Big dist DOL gequitetn ses wi GRAKNIGHT LIFE each month—for new 


anager, : price is . ideas and sales possibilities. 
im, Ga, 4 wana ,eeps> 
mber &. mare grok pie® 





OTHER DISTRIBUTORS! 
WHY DON’T YOU TAKE ADVANTAGE 
OF THIS PROFIT OPPORTUNITY? 


If you are not handling our line, why not look 
into a G&K franchise right away and ben- 
efit from a sales promotional campaign so 
many distributors have praised! Your terri- 
tory may be open—get in touch with us! 


im, su- 
Ost. W. 
fill the 








WORCESTER 


GR 4 . 
KNIGHT” MASSACHUSETTS 
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‘HALLOWELL 


STEEL SHOP EQUIPMENT 
THE LINE 


THAT REPRESENTS 
Economy, Durability and Profits! 


“HALLOWELL" STEEL STOOLS 


“HALLOWELL” STEEL BENCHES 
$ Pat. 
. Aopiied : : 
ra » For Fig. 1249 










“ ans : Pemen ss 


Pat'd. and Pat's i 
Fig. 732 


Drawer is extra 


Fig... 133+ 





The exceptional and lasting rigidity of 


Buyers are quick to recognize the many 
. these all welded stools makes repeat sales 


alvantages offered by iallowel 


Benches. The fact that you can stpply a certainty. “Hallowell” Stools are made 
them with a bench that wil! exactl, fill in a complete selection of styles and will 
their need right from stock is usually a more than satisfy your most discriminat- 
deciding factor. “Hallowell” Benches have ing customers 

1 steel or wood tops — rigid flang d 

ample shelf space and pilfer-proof “HALLOWELL” 


if desired. We have recently de-~ 
a great many modern, streamlined 


Shown on Form 555. 


STEEL LIFT TRUCK PLATFORMS 





“HALLOWELL” STEEL TRUCKS 


Fig. 799 


These are made to be easy on the floors 
The end-grain wood legs are as gentle on 








the floors as a cat’s paw. You can back 
taese to the limit 
“HALLOWELL" 
STEEL SHAFT 
COLLARS 
Fig. 754 Pat. Applied For 

Unbreakability a 
If yo: want to supply your prospects machine finish com- 
with floor trucks that will give them bined with “Un- 
te best value for their money—you'll sell brako" Self-Loc'-- 


them a “Hallowell."” The steel platforms 
won't chip or splinter . . all parts will 
stay rigid . . . wheels and hubs are made 


ing set screws and 
low price give these 
collars a world- 














for easv fr niling, and they're supplied in Fig. 1432 wide popularity. 
wide variety. 
‘PloNEER Sati 
“HALLOWELL” 
STEEL 
Lhd Lh 
TOOL STANDS PIONEER 
tae STEEL SHAFT 
ig. 7 
HANGERS 
Moves easily wher- rae 
; The original steel 
ever it's needed; an Shaft Hanger — 
easy stand to sell. and the only 
Made in a variety of hanger with inte- 
wees for ot om gral feet. Mil 
lions in use the £ 
poses world over Fig. 320 
Write for S Pp S C 
LITERATURE TANDARD FRESSED STEEL CO. 
AND JENKINTOWN, PEAAK BOX 5:19 
DEALERS’ snancacs 
PROPOSITION | 805T0N+ DETROIT ~ INDIANAPOLIS - CHICAGO ST. LOUIS > SAN FRANCISCO 
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Melrose Holmgreen, secretary-treasurer of 
Alamo Iron Works, San Antonio, tightens 
his shoes to go after birdies in the golf 
tournament staged by his firm on Septem- 
ber |. 


Salesmen Promote Plant Visit 
Fou members ot the industrial 
organization of Burhans & Black. 
Sy racuse, N ) = recently worke 
out a novel method of capitalizing o1 


} 
sALiCs 


Ine., 


the Black & Decker Manufacturing 
Powson, Md. 

Using a photograph of the four 
Leo L. Joh, C. K. Lewis, W. E. Fran 
coeur and F. B. Colbeck—a_ postcard 
was made up and mailed to their good 
customers. On the reverse side it ex 
plained that the men had visited the 
manufacturer's plant in order to be 
come more expert on Black & Decker 
tools and itvited them to visit the 
Burhans & Black booth at the Svyra 
cuse Industrial Show where the teols 
would be displaved 


“THE BOYS FROM SYRACUSE" 
at the BLACK & DECKER plant 
Towson, Md. 





yt. 
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Youcan Se0 Safety 2, 


- without a magnifying olass when 
. 7 
you use KANTLINK Spring Washers 





SLA PS Ve 











Nut is tightened by setting up The KaNtTLINK Helical Spring ‘The kantuinx Helical Spring 
pressure on the threads Washer compensates for the Washer maintains pressure on 
causes of looseness the threads over a long range’ 


\ KANTLINK Helical Spring Washer is the device that maintains 
pressure on the threads over a sufficient range. This long range action 
can be seen and measured. 

A Spring Washer maintains thread pressure. Any device with 
teeth that bite into the bearing surfaces reduces thread pressure. 
HW ithout adequate thread pressure no bolt can remain tight! 


For safety—specify KAN] INK Helical Spring Washers 
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Cap screw? 


To your Customers, we are YOU 


To strengthen your position with your customers, you like 
to be more than a “handler” of lines. You like to be closely 
identified with the organization and plan of operation of your 


supplier. 
The local Distributor of the Allen Company IS the Allen 


Company in his territory. Our promotional work, personal 


salesmanship and printed, centers on sending customers to im. 


New product development, new plant equipment, new 
methods to expedite manufacturing, — these aim to better our 
service to the Distributor; to improve his competitive position 
in his local market. 


Whatever makes you stronger with your customers: — that 
is a part of Allen policy and sales-practice. . . With no excep- 
tions to our 30-year rule of selling and billing only through 
the Distributor. 


THE ALLEN MANUFACTURING COMPANY 


ARTFORD, CONNECTICUT YU 
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We know that Charlie Duvall, general man- 
ager, Maryland Bolt & Nut Co., Baltimore, 
is a threaded products expert but we're not 
sure that his main claim to fame is his 
ability to stage clambakes. 


G-E Builds Pittsburgh 
Service Shop 


Preliminary work has been started 
on a new General Electric service 
shop and warehouse in the East Lib 
erty district of Pittsburgh, Pa. The 
new building, which has been designed 
and will be constructed under the 
direction of G-E Realty Corp., will 
house the company’s facilities now lo 
cated in the Terminal Warehouse. 


Maddeck Looted 


Thieves broke into the plant oi 
Maddock & Co., Philadelphia, re 
cently. They must have been study 


lig delivery schedules recently tor 
they made off with 101 precision tools 





L. A. Jack (second from left, front row) 
gathered the inside and outside sales 
forces of the Northern Machinery & Sup 
ply Co., Minneapolis, for this early morning 
shot. 








Order 
& iron Co ~w* 742i 
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.Y THROUGH 
NIZED DISTRIBUTORS 


SKILSAW, INC. : 
5033-43 Elston Ave., Chicago, Ill 


36 East 22m! Street, y VYork—52 Brookline Avenue, Boston 
ront row) 182 Main Street, Buffalo—15 South 21st Street, Philadelphia 
ide sales 2902 Euclid Avenue, Cleveland —2124 Main Street, Dallas—-918 

& S Union Street, New Orleans—29 North Avenue, N.W., Atlanta 
y up 1253 South Flower Street, Los Angeles—2065 Webster St., Oakland, 


y morning Canadian Branch: 8&5 Deloraine Avenue, Toronto. 
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INTO THE FUTURE .. 


OR over ninety-two years—since the start of the business in 1845— 
1s continually progressed in th development of increased 
1ent, improved workmanship and production, better qual 


y. as in the past, R B& W is still looking ahead and preparing to 
| demands for threaded fastenings The rolling mill shown 
n our Port Chester plant to assure better 
lars worth of other new equip 


neet al 
; now being completed i 
w stock. Thousands of do 
unaces, headers, threaders, trimm™ 
our other plants during the past year. 


s, slotters, etc., has 


dded to this and 
d times and good, traditional policies of confidence and pro 
»ver kept EMPIRE Bolts Nuts and Rivets the standard 
means that RB& Wb ves it nerican Industry— 


we are looking chead into the future 


RUSSELL, BURDSALL % WARD 
fen Sug eS  aome, oom COMPANY 










Two Years Ago These Advertisements| Fe 


Then, we stat 
’ ed that: ‘‘as in the 
past R B & W is sti : 
to meet all demands for threaded = habe is still looking ahead and preparing 


‘ Eat ee ee 
industry and and—'‘‘that optimism in American 


forza Then we te iad “i . — have been traditional policies.’’ 
hy AM... proving itl eveloping new machinery, has: . : 
EMPIRE ing production—regardless of slack ie asing equipment and im- 
vey RUSSELL 
. BURDSALL & WARD _| 
| UMI | 


CONFIDENCE AND PROGRESSIVENESS 








PTIMISM in the future of American Industry and improvement in 
O product for American Industry have been traditional policies since 
1845 in the manufacture of EMPIRE Bolts, Nuts and Rivets. This same 
confidence and progressiveness was as much a part of EMPIRE policy in 
1937 as during any of our 92 years in business It will continue during 1938. 
ows a line of the newest and most 


For instance, the picture above sh 
Rock Falls plant—and this 


modern “headers” recently installed in out 
s less than one-seventh of our expansion P 
uch as furnaces, slotters, threaders, trim 


represent rogram during the 


year. Other new equipment 5 
was also added in this as well as in our other plants. 
at R B & W believes im the future— 


i machinery to protect quality, im 


mers, etc., 
To American Industry this means th 
ever demanding the best in skill anc 


prove product, insure service and continue leadership. 












| RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 





’ s 


Such a icy i 
policy is based on m 
ieniet deli ore than merely the output of i 
ped at RB & Wf put of ordinary goods sold at a pri 
or almost a century—95 years to be exact. It has tee saa i: 
° uilt on sound 


financial stabili i 

ity, satisfied custome fi 

quality. st rs, fulfilled promises and assurance of a product of high 
ighest 





2D BOLT AND NUT COMPANY «x rss 


‘Shere’s move to 
POWELL QUALITY 
















CALL THEM “CRYSTAL 
GAZERS’, IF YOU LIKE 


... but the kind of future they “see” 
for 
on 


The Spectograph is in no sense a fortune 
teller’s “crystal”, but in the hands of trained 
metallurgists, like the Powell technicians 
shown above, it plays a key role in assuring 
long life and trouble-free service for all 
Powell products. It alone can detect minute 
quantities of detrimental impurities in the 
metals to be employed which even chemical 
analyses can’t always reveal and which, 
after years of service, often cause failure, or 
needless maintenance expense, for the ulti- 
mate buyer. 


Looking at a valve, fresh from its wrappings. 
it is natural that your customers and pros- 


POWELL VALVES 
accurate, 


is based 
scientific analysis! 


pects would expect considerable research 
and laboratory experimentation had accom- 
panied its manufacture. The degree, how- 
ever, to which such care is taken to assure 
maximum inherent quality is, in our opinion, 
a factor far too important to leave to their 
imagination. 


We are publishing in leading trade journals, 
therefore, this picture of the Spectograph so 
that they can have further concrete evidence 
of the underlying quality we are thinking of 
when we say, “Powell valves are quality 
. . . through and through”! 
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THE WM. POWELL CO. P OW E L L 
we VALVES 


YOU NEED MORE THAN A PHOTOGRAPH OF THE FINISHED 
PRODUCT TO SEE ALL THE QUALITIES THAT MAKE POWELL 
VALVES...EASIER TO SELL...MORE PROFITABLE TO REPRESENT 
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AND EVERYONES A WINNER / 


These girls have a boss who 
knows his First 
he installed a battery of Millers 
Falls electric screw 


opportunities. 


drivers—al- 
ways cost-cutters in any plant. 
Then—aware that these smooth, 
powerful units could take plenty 
of punishment without hurting 
themselves or tiring the operators 
—he arranged a continuous com- 
petition, one side of the table vs. 
the other, with one-hour innings 
and extra bonuses for the winners. 


Result? Work becomes play... 
fun without fatigue; the boss, too, 
wins profits without penalty. 
The tools paid for themselves in 
two months . . . and they'd only 
just begun to earn! Dozens of 
customers’ 
plants lend themselves to just 
such profitable applications of 
Study 
. offer power- 
ful, easily controlled Millers Falls 
tools . . . and you tap a valuable 


of additional 


Operations in your 


Millers Falls electric tools. 
this opportunity . . 


source income. 


MILLERS FALLS COMPANY 


MASSACHUSETTS 


GREENFIELD e 


Patented **Adjustomatic”’ 
Clutch makes No. 50 
smooth, vibrationless, sensi- 
tive, permitting delicate as- 
semblies, long life; weight 
i, Ibs.; $50. 


No. 52 


No. 52 is streamlined for close quarters; 
easy toggle switching; 4'/, lbs.; $45. 


No. 51 


No. 51 has side 
and locking 
switch; 5 lIbs.; $4 


handle 
trigger 
8 


All three 
of tout 
2000 or 


available in choice 
speeds: 800, 1200, 
3000 R.P.M. 


50 
Screw 
Driver 


MILLERS FALLS 
TOOLS 
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Stopped on the road by our demon pho- 
tographer, Frank Engstrom and Bill Meister 
of A. Schrader Sons Co., confess to looking 
for new airline equipment applications. 


Manhattan Rubber Expands 


To provide needed additional space 
for storage and expanding manufac- 
turing facilities, Raybestos-Manhattan, 
Inc., has purchased the Brighton Mills 
plant adjacent to the main plant of 
the Manhattan Rubber Mfg. Division g 
at Passaic,.N. J., according to an an-2 
nouncement made by F. L. Curtis,% 
general manager. 

The property includes approximate- 
ly five and one-half acres on which 
are buildings with 240,000 square feet 
of floor space. It is situated on the 
Delaware, Lackawanna & Western 
Railroad. 


Columbus Iron Works Adds Lines 


The Columbus Iron Works Co., 
Columbus, Ga., is now distributing 
the products of the Delta Manufactur- 
ing Co. and the Blackhawk Manu- 
facturing Co. 


At a Kansas City sales conference we find 
Messrs. Price, Brown and Johnson of the 
Uhrich Supply Co. and Wolfe and Peter- 
son of the Fisher Governor Co. 
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SEEPAGE! 














PACK WITH BELMONT 


Drip drip drip. 


This month we're talking to your 
customers. In the magazines they read, 
that go into their offices, catch them on 
the job, we pre-sell Belmont 6100 for you. 
Read the 6100 story yourself. Then cash 
in on this pre-selling advertising. 


A tiny leak—a costly fire. 


“Oil” 


Belmont 6100 is especially desianed for u<e 
on rods and valve stems handling volatile 
distillates. Gasoline, naphtha, kerosene and 
benzol tend to break down ordinary lubri- 
cants. But Belmont 6100 uses a special 
lubricant (our exclusive formula) that keeps 
it soft, retains its sealing qualities longer. 


6100 is just one item in the complete line 
of Belmont Oil Packings built to give maxi- 
mum performance in all types of o 1 service. 
Belmont makes packings for all other serv- 
ices, too. And every Belmont Packing is 
constructed for ultimate wear and greater 
efficiency! 


The 1940 Belmont Catalog is full of sales 
points on every item in the complete 
Belmont Packing line. Use the catalog as 
your sales guide. It was designed for 
your use particularly. It will help you 
sell more. 


THERE’S A BELMONT 


PACKING 





For Oil Service 


BELMONT 6100 


Gasoline Packing Made of high grade 
asbestos yarn, braided jacket 
over jacket. Special lubricating 
compound keeps packing soft 
and retains sealing 
qualities even when 
applied to volatile dis- 
tillates Square cross 
section. Available in 
1, 3 and 5 lb. spools 
and in sizes from 4%" 
to %" 






































BELMONT 189 


Hot Oil Asbestos Pack- 
ing Long fibre as- 
bestos yarn, braided 
jacket over jacket 
Oil penetration and / 
saturation minimized | 
by a special formula 
lubricant. Designed 
for use on either hot 
or cold oil rods and ™ 
plungers Square 
cross secton Sup- 





FOR EVERY 


Suggested Belmont Packings 


pled in packing space sizes from “%" 


“Pp 


SERVICE 


BELMONT 


a, = & & 


N G S§S 





THE BELMONT PACKING & RUBBER COMPANY 


BUTLER AND 






SEPVIVA STREETS e 


PHILADELPHIA, PA 
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At the Alamo Iron Works golf outing in 
September, C. A. Anderson (left) manager 
of the Corpus Christi branch, teamed up 
with A. S. Bennett, manager of the steel 
department in the San Antonio head- 
quarters. 


William T. Johnston 


William T. Johnston, — president, 
William T. Johnston Co., Cincinnati, 
Ohio, died on June 29 at the age of 78. 
He had been confined to his bed for 
the past five years. Mr. Johnston had 
been in business for 52 years. He was 
a past president of the Cincinnati 
Club, treasurer of the Chamber of 
Commerce and president of the Ro- 
tary Club. He invented the first steam 
stearing gear for ships and a machine 
to grain cigar 

Howard H. 
as president. 
liam T. 


boxes. 

Johnston succeeds him 
Other officers are Wil- 
Johnston, Jr., vice-president 
and Martin, 


and secretary 
treasurer, 


Creorge 





Saturday morning sales meetings at Barrett- 
Christie, Chicago, always include demonstra- 
tion of equipment. Harry Barrett, second 
from right, hefts a new saw as Ray Horner 
(left), Black & Decker, explains its opera- 
tion to John Banks. 




















UST WHAT can QUAKER SAY 


loa 


SATISFIED DISTRIBUTOR ? 


THIS... 
FORGET the words PROFIT ... REPEAT BUS- 


INESS and the rest of the worn-out treads booted 
all over the mechanical rubber goods field. 


JUST keep remembering that you’re satisfied 
--. today. 


BUT TOMORROW and the day after, you’re 
going to dig your cleats into more business. And 
i on you'll ask yourself where can you lay a finger 
ent, Fatty” 
nati. Ms : on another dependable source of mechanical 
| 78. me rubber goods supply... 
tor 

had A GOOD HOUSE that ships promptly, any size, 
Was ” any ply, from warehouses in Philadelphia, Chi- 
eer c me cago, Houston, San Francisco... One that carries 
Ro s just as complete a line of belting, hose, tubing, 
eam ; packings, etc., and offers valuable territory pro- 
hine tection. Better still, An AHEAD-OF-TODAY 
him 5 ' organization alive with spade-calling men. 
a i FACT IS, you may be looking now ... 
_ a BUT WHY forage the files to look for such a 
place when you can just swivel around... tell 
your secretary to grab a pad, and say: TAKE A 
LETTER TO QUAKER RUBBER ...ASK FOR 
THE FACTS ON THE FRANCHISE. 


WE’LL BE GLAD to turn back our cuffs and 
prove to you that a satisfied mill supplier can 


be sold. 





JUST NAME THE DAY. 


Over 50 years consistent quality 


PHILADELPHIA - NEW YORK - CHICAGO - HOUSTON - SAN FRANCISCO 
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Here th a 


PROFIT FOR YOU! 








































T is our opinion that Mill Supply Houses are 

still passing up a lot of opportunities on the 
sale of brass fittings for connecting up copper, 
aluminum and brass tubing. 


Replacement business has developed tremen- 
dously during the past few years and when a 
tubing connection fails you can readily appreciate 
why the purchasing department of an industrial 
organization would far rather pick up a fitting from 
a Supply House than go to all the trouble of order- 
ing it from the manufacturer. 


That is why we are encouraging Mill Supply 
Houses to go after this fitting business more 
aggressively. We believe the Supply House can 
render a definite service by carrying an assort- 
ment of Imperial Compression, S.A.E. Flare, Hi- 
Duty, inverted flare and solder fittings as well as 
brass pipe fittings and shut-off and drain cocks. 


A complete assortment that will enable a Supply 
House to handle almost any requirement is not 
costly and the margin of profit is good. Many Sup- 
ply Houses are building up a surprising volume of 
fitting business for maintenance work and, in many 
cases, for resale, where the fittings go into a 
finished product. 


Why not check up on the possibilities of fitting 
sales in your territory and then write for complete 
details on an Imperial Cabinet assortment to handle 
your stocking problem? 


THE IMPERIAL BRASS MFG. CO. 
511 S. Racine Ave., Chicago, Ill. 


IMPERIAL 4dsthial Drsduchs 


You can sell 
IMPERIAL BRASS 
FITTINGS 
for use on: 


wt 


OIL BURNERS 


GAS STOVES 


OIL, WATER AND 
GAS TANKS 


Sean 


STATIONARY 
ENGINES 


MACHINE TOOLS 


GAS 
REFRIGERATORS 


ee & | 


GAS, OIL AND 
WATER LINES 


74 MILL SUPPLIES © OCTOBER, 1940 











Those with big city offices can well envy A. 
E. Armstrong, president, Armstrong Machine 
Works, Three Rivers, Mich., who takes his 
after-lunch constitutional in these pleasant 
surroundings. 


That Satisfied Feeling 


H. W. Sharp, of the H. W. Sharp 
Co., Portland, Ore., is feeling well 
satisfied with the selling job on th 
new Evans Products Co. veneer plant 
at Lebanon, Ore. This is one of sev 
eral huge plants of this character 
built in the Pacific Northwest in re 
cent months. Sharp furnished all the 
refuse conveyors, General Electric 
motors and sprockets. 

The complex conveyor system is 
made up of Mallory long-link chain; 
Pangborn flights for handling hog fuel 
and refuse to the boiler furnaces: 
transmission machinery, including 
drums, shafting and take-ups for the 
Mallory chain; all Dodge-Timken 
roller bearings and steel split pulleys 
throughout the plant. 





Most popular R. C. Duncan (Minneapolis) 
lunch time spot is the ping pong table. 
Boyd Hill (left) and Henry Wagner warm 
up for play in the city league. 











C4 New 


Sales Tool--- 


KENNEDY 


VALVES 





PIPE FITTINGS 

FIRE HYDRANTS 

l . 240 Pages 

In, ee Page Size 8X10 

4! 7 2 Cloth Bound 
CATALOG 








Large 


AY Illustrations 
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skes his Design 
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Complete 4 Complete 
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SI fonstructions Accessories 
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Flectric to Special 

Attachments 
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7 sell Valves ond Pipe Fitting 
Timken 


pulleys 


This new Kennedy Catalog will help 
you in making recommendations to 
your customers, in quickly picking 
out desired types of valves and fit- 
tings, and in figuring prices accu- 
rately and without delay. 


You will find it a revelation in com- 
pleteness—with sectional views and 
specifications for every type of valve 
- . « detailed dimensions . .. ac- 
cessories and attachments for prac- 
tically every special requirement 
and 5 different indexes for 


eo @ ¢ 


greatest convenience of reference. 

This effective presentation and the 
completeness of the Kennedy line 
for all standard services, together 
with the long Kennedy record for 
producing well designed, honestly 
built valves and pipe fittings, make 
Kennedy products easy to sell and 
desirable to handle. 

The coupon will bring your copy of 
the new 240-page Kennedy Catalog. 
Be sure to mail it TODAY. 








P e 
Fd o 
The Kennedy Valve Mfg. Co., Elmira, N. Y. LIONS 
Pi 6 c0 m 
- oe” Se 
— Oe e* 
= | KENNEDY 4 
g table. “gS ~ s 2 
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Pre rm 2 aS md ot 
VALVES—PIPE FITTINGS—FIRE HYDRANTS .~” “S& PoP FO PF eM oP 
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SPEEDS PRODUCTION 


You can sell this ‘‘Yankee’’ Vise—no matter 
what other vises your customer has in his 
shop. Designed for continuous work—from 
bench to machine and back again—accurate 
results and no delay. ‘‘ Yankee”’ Vise illustrated 
above, made in four sizes: No. 991, 1%" jaw 
width. No. 992, 2" jaw width. No. 993, 234" jaw 
width. No. 994, 4" jaw width. Hardened steel 
block, V-grooved, supplied for holding rounds. 


‘*Yankee”’ Vise also available with removable 
swivel base. Sizes, Nos. 1991, 1992, 1993 and 1994. 


ORDER FROM MILL SUPPLY JOBBER. FOR ‘YANKEE’ VISE CIRCULAR, 
WRITE NORTH BROS. MFG. CO., DEPT. ML, PHILADELPHIA, U. S. A. 






















The younger generation moves in at Mau- 
Sherwood Supply Co., Cleveland, to learn 
the ropes. John Williams (left), son of 
president H. S. Williams, had to knock 
off for a three-week hitch with the Ohio 
National Guard. Lost 10 Ibs. but came back 
on the job rarin’ to go. William Mau, son 
of sales manager L. F. Mau, entered Case 
School this fall. Reasons that a degree in 
mechanical engineering will be an asset to 
him in the supply business. 


Promotion Piece Depicts 
Forty Years of Progress 


Harry P. Leu, Inc., Orlando, Fla., 
has recently distributed a four-page 
mailing piece describing its growth 
from the small Cain-O’Berry Boiler 
Co. in 1900 to its present complete 
industrial supply organization. 

Pictures taken in the well-filled 
stockrooms and of all members of the 
Leu staff help to sell its ability to 
perform a real service for industry. 








Part of the office force of the Link Belt 
Supply Co. in Minneapolis. Left to right: 
Ray Hoag, John Bull, Marjorie Benson and 
Elaine Kleine. Elaine is the aviatrix of the 
group but Kyle Cudworth says up to now 
he's been able to keep her grounded dur- 





NORTH BROS. MFG. CO., PHILADELPHIA, U.S.A. 
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ing office hours. 





asset to 


IF HE /20é6- THEM = HE 


omplete 


= | USUALLY Buys THEM! 


ll-filled 
; of the 
ility to There’s one thing about Republic Upson Quality 


anry- headed and threaded products that appeals to dis- 
tributors and salesmen — and that is this: 

Once a customer orders Upson bolts and gives them 
a fair trial, he usually reorders them without hesitation. 
Hence, when you have sold a customer an initial order, 
it’s almost a sure thing that you'll get his repeat business 
with little sales effort. 

Why not put a half-dozen Republic Upson Quality 
bolts in your pocket or brief case and show them to 
your customers? Mention the full heads, accurate shanks ' YF 
and sharp, clean threads that fit accurately. Mention, . y fo 
too, that they’re made from strong, tough Republic steel 4 EPUBLIC 
— that they’re the same quality bolts that have made ~ 
the name Upson famous for more than 85 years. Ask us to send you a copyof = "sus tron 

If you don’t carry Republic Upson Quality bolts, it Booklet No. 199. It lists the BERGER MANUFACTURING DIVISION 


‘. . . = ari kinds of pipe, sheets, NILES STEEL PRODUCTS DIVISION 
- 00 various ” » 
ill pay Fes ee carey this line of more than 20,0 bars and other products made STEEL AND TUBES DIVISION 


items that meets every customer’s need. Republic Steel by Republic for the mill UNION DRAWN STEEL DIVISION 
Link Belt Corporation, Bolt and Nut Division, Cleveland, Ohio. supply trade. TRUSCON STEEL COMPANY 


~~ UPSON QUALITY 
HFEADMDEP AND THREADED PRODUCTS 









STANLEY 


MARK 


ARE YOU SELLING THEM? 


@ For the quick, accurate produc- 
tion of tools and dies, for the thou- 
sands of “touch-up” jobs required 
on today’s high production sched- 
ules, these flexible, low-cost Stanley 
Electric Tools are in demand. 
Explain to plants in your territory 
how these tools will handle the work 


of much heavier machines — or re- 


place slow, tedious hand operations 
— quote their low prices, and you'll 
make ready sales. These tools are 
typical of the Stanley line, which 
offers more tools to more people for 
more jobs. Investigate what Stanley 
has to offer you! Stanley Electric 
Tool Division, The Stanley Works, 
146 Elm Street, New Britain, Conn. 


% We Are Represented By Selected Distributors »& 





STANLEY TOOL ROOM GRINDER is compact, yet 
Unequalled for external 
r internal grinding on dies, punches, cutters in 
Equally good for free-hand use, 


STANLEY 


has full % h.p. motor 


a machine. 


A COMPLETE LINE FOR INDUSTRY 
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STANLEY FLEXIBLE SHAFT reaches into the 
“hard-to-get-at” places to grind welds, castings 
handle countless internal and external grinding 
operations. 3% h.p. motor plenty of power to 


grind tough work at high speed. 





ME Hit Su . 

STANLEY CONTOUR GRINDER eliminates many 
slow hand operations - makes templates, grinds 
dies, blanks, corrects hardening distortion. Tilting 
motor for extra convenience. Priced only $69.50. 


~ ELECTRIC 


STANLEY } 


7 seOLs 


- ““COST LESS PER YEAR’ 
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Being president and general manager of 
the Hand Hardware Co., Elizabeth, N. J., 
hasn't stopped Ray Blancke from contacting 
some of his firm's customers every day. 


Chicago Pneumatic 
Makes Sales Changes 


P. J. Christy has been appointed 
manager of the Philadelphia office by 
the Chicago Pneumatic Tool Co. He 
succeeds A. M. Brown who has been 
transferred as manager of the newly 
opened Washington branch. 

C. A. Diehl has been appointed 
manager of the Houston, Texas, office 





Photo Courtesy Blackhawk Mfg. Co. 


This short ram—pictured above at the 
Virginia Bridge Co., Birmingham—is lifting 
a 20-ton overhead crane while the wheels 
are being bushed. This was always a 
troublesome operation for many of S. E. 
Jones’ (Long-Lewis Hardware Co., Birming- 
ham, Alabama) customers before he intro- 
duced this new equipment. Always on the 
alert for new uses for this equipment, Mr. 
Jones has made a habit of carrying 7-ton 
and 20-ton hydraulic units in his car for 
demonstration purposes. 
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Uniformly STRONGER 
TOOLS... 


... made from tougher 


NICKE 


ALLOY STEELS 


4 Heavy duty pipe wrenches for 
various types of service must be 
able to withstand severe punishment. 
Hooks, heel jaws and pins, for example. 
must be highly resistant to shocks and 
stress. Therefore, in pipe wrenches made 
by Ridge Tool Co., Elyria, Ohio, Nickel alloy 


steels are specified for such parts. 








Whether most of your tool orders come from 
purchasing agents or operating men, you can 
save your time—and theirs—by being able 
to explain, “This tool saves you money be- 
cause it’s made from Nickel alloy steel. Nickel 
makes it stronger and tougher.” The effects of 
Nickel on steel are such as to improve the 
physical properties without introducing undue 
fabrication difficulties to trouble the tool manu- 
facturer. For other helpful selling facts, please 
write for a copy of “Nickel Alloy Steels for 


Hand Tools”; yours without cost or obligation. 














= Wear resistance is usually 
the prime requisite in shovels, 


figs Respected tool mak- 


ers, such as Stanley Tools, 
New Britain, Conn., built their 





f but toughness, high strength and 
lightness are also essential. So the 


reputations by using the right alloy in Ingersoll Steel & Dise division of the 


cs the right place—usually Nickel for strength Borg-Warner Corp., New Castle, Ind., 
/ r where the stress comes. The sturdy blade of this specifies Nickel-molybdenum steel. This 
/ Stanley screw driver is forged from Nickel alloy Nickel alloy steel is specially rolled and 
steel for long wear and resistance to abuse which heat treated to withstand the bending test 

* most hand tools receive. pictured here. 
THE INTERNATI N N N NEW YORK, N.Y. 
. . NEW YORK, N. Y. 
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(“You can “™Y) Sell the RIGHT 
tank on | Type of Valve for 
— | Each Condition 


Engineers are becoming more interested 
every year in reducing maintenance costs, And, 
there is no surer way of cutting valve repair 
and replacement bills than by carefully choos- 
ing the right type for each condition. 








With more than 3,000 different types and 
sizes of Fairbanks Valves and the assistance of 
our experienced Sales Engineers, Fairbanks 
distributors are in a position to help buyers 
i select the best type of valve for the particular 
7 service condition. 





This service not only helps to sell more 
valves but eliminates complaints. 





In addition to the full lines of Fairbanks 
Standard Valves, we have a large line of RE- 
NEWABLE Valves which can be renewed in a 
few minutes without removing the body from 
the line. 


Additional selling help is provided by our 


extensive advertising campaign in publications 
and the attractive direct mail we supply. 





And when you have a Fairbanks Franchise, 
you don’t have to worry about cut-throat com- 
petition. We sell only to our distributors— 
and not around them. 
















Write today for the complete story and 
catalog No. 21. 


THE FAIRBANKS COMPANY 


19 East 4th St. New York, N. Y. 





Boston, Pittsburgh—-Factories: Binghamton, N. Y., Rome, Ga. 





Fy fairbanks 
wei Valves 
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In August, Sam Clark, Samuel Harris & 
Co., Chicago, took his inside sales force on 
a Lake Michigan cruise aboard his Chris- 
Craft. Joe Malleck is the man topside. 
Others are Dick Selle, Frank Favaro, Dick 
Shuts, Jim Duffek, Al Beer, Fred Green 
Jack Kruppa and "Skipper Sam." 


Coffing In New Plant 


The Coffing Hoist Co., Danville, Lll., 
has moved into its new 36,000 sq. ft. 
factory and office building. This com- 
pany manufactured its first hoist just 
twelve vears ago in a shop measuring 
16 x 18-ft. 


National Supply 
Sells Toledo Branch 


On October 1, the National Supply 
Co., is disposing of its Toledo, Ohio, 
branch. The pipe and fittings division 
has been sold to the Crane Co. 





Bob Larkin (center) recounts an amusing 
incident which brings a smile to the face 
of C. R. Neff, manager of the mill supply 
department, while president M. D. Larkin 
listens attentively. All three are members 
of the M. D. Larkin Co., Dayton, Ohio. 
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How to make Modern Drill Presses 


out of worn ‘out by me al 


Too many shops have them—these old worn out, slow inaccu- 
rate “cripples” that occupy valuable space—and operate at 
only 50% efficiency. In fact, 70% of all the drill presses in 
this country, according to a recent survey, are over 10 years 
old—and, as far as modern production methods are concerned, 
are practically obsolete! Many of these machines have good 
bases and tables—but cost too much to repair. 


INDUSTRIAL DIVISION 
644 a we ee ee ek ee Ea 
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You can turn them into 
up-to-date Drill Presses 
QUICKLY! 


If you can’t get an order for new drill 


presses—here’s how to lick this prob- 
lem quickly, as shown in these two 
photographs of an actual job. Simply 
replace the old worn-out heads with 
Delta heads, columns and motors at 
a cost of about $70 a spindle. Because 
Delta drill press heads and columns 
are available separately this modern- 
ization can be done speedily and 
conveniently and the increased effi- 
ciency of the drill presses soon pays 
for the change. 
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QUALITY PRODUCT 


GATHER SALES MOMENTUM 
with every 
TRANSACTION! 


U-W Lay-Rite Preformed Wire Rope 

























U-W Drop Link 
Snatch Blocks 


For use with manila 
rope, U-W has a 
complete, fast-moving 
line of Wood Shell 
Snatch Blocks, either 
plain bored of 
bushed, handling 
rope sizes from “s 
to 2” diameters. 


U-W Cleveland 
Diamond Wire 
Rope Blocks 
Single, double or triple 
sheaved, these sturdy 
wire rope blocks safely 
handle diameters of % 
to 7%”. Provided with 
either shackles or loose 

side hooks. 


Because of its PREformed 
construction, Lay-Rite wire 
rope gives your customers 
safety, uninterrupted serv- 
ice, and low-cost opera- 
tion. These definite 
sales points are sure 
‘sales levers’’ that 
will increase the 
volume of your 
wire rope busi- 
ness in every 
pull and 

lift field. 





U-W Rope 
and Cordage 


Provided in two quality 
brands . . . UPSON.- 
WALTON ‘‘BEST’’ and 
“ATLAS”. Every strand is 

of selected manila fibre, com- 

pletely waterproofed. The U-W 

line of cordage includes special 

ropes for every purpose. 





U-W Weldless Turnbuckles 


Drop forged for maximum strength, U-W 
turnbuckles range in size from 4” to 48” 
openings. They come with or without stubs, 
in right or left hand threads 





U-W Wire Rope Clips 
Handling wire rope diameters up to 
2”, these strong and dependable items 
can be sold as a single unit, or 
separately as replacement parts. 


U-W Brattice 
Cloth 


Non-inflammable 
Closely woven heavy 
jute yarns, combined 
with our special fire- 
proofing process, as- 
sures a product equal 
in quality to any on 
the market. Look for 
“approved quatity’’ 
stamp of Brattice Cloth 
Manufacturers Associa- 
tion. 


@ Your best stock in trade is your buyers’ ultimate satis- 
faction with what you sell him... . . for product satisfac- 
tion brings in repeat orders that build sales and profits. So, 
let your buyers know you carry the UPSON-WALTON Quality 
Line . . . . its completeness, plus its quality manufacture, means 
that you can adequately fill almost all of his demands. Then, 
watch the sales momentum gather from the first transaction. Build 
more business with re-orders .... U-W re-orders. Detailed infor- 
ma.ion on our distributor policy, price and product list may be had upon 
request. Write for it tad-v. 


CLEVELAND 


OHIO, U.S.A. 
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L. F. Mau, sales manager of the Mau- 
Sherwood Supply Co., Cleveland, believes 
attractive counter displays make for more 
customer interest. Likes to have things out 
where a customer can see and handle it. 


Detroit Rex 
Appoints Two 


E. L. Mellhenny, sales manager, 
alkali division, Detroit Rex Products 
Co., Detroit, has announced the ap- 
pointment of two sales and service 
supervisors in the Midwest as follows: 
W. S. Fernholz, with headquarters at 
the Chicago office, will supervise the 
states of Illinois, Missouri, Wiscon- 
sin, Iowa, North Dakota, and South 
Dakota; L. Camel, with headquarters 
at the Cleveland office, will supervise 
the states of Ohio, Kentucky, West 
Virginia, Western Pennsylvania, and 
Western New York. 


Trumbull Holds Outing 


On August 14, more than 350 at- 
tended the seventh annual clambake 
staged by the Trumbull Manufacturing 
Co., Warren, Ohio. Among __ the 


guests who gathered at Farmer Jim’s 
for the occasion were many manu- 
facturers’ representatives and Trum- 
bull customers. 





Al Turner (Chisholm-Moore}, Leo Wiseman 
(Youngstown Sheet & Tube), Howard 
Patton (Brainard Steel), Earl Williams 
(Trumbull) and Paul Oden (Beaver Pipe 
Tools) at Trumbull's annual clambake, 
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KEEPING PACE With The WORKHEAD 


with its increased efficiency - - is a job 
worth the best that any small tool line 
can deliver. 
Morse Tools have kept pace with indus- 
trial development for generations... 
help your customers maintain high pro- 


duction from your complete Morse stock. 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 
CHICAGO STORE: 570 WEST RANDOLPH ST. 
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Tough packing problems in your cus- 
tomers’ plants? If so, just pass them 
on to us. Engineers in the J-M Packing 
Laboratory thrive on them... and 
their batting average is close to 1000. 
That’s one reason why 


Customers vay sold on 


J-M PACKINGS « GASKETS 
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Gilbert B. Pecsok, Osborn Manufacturing 
Co., has been transferred from the New 
York office to Cincinnati, where he will 
work with Louis M. Pecsok in eastern Ken- 
tucky, southern Ohio and part of Indiana. 


Cochrane Appoints 
Sales Executives 


The appointment of William C. Ben 
nett as manager of the newly created 
\ppliance Sales Division of Cochrane 
Corp., has been announced, by H, Ke 
Sibson, vice president and reneral 
sales manager. 

John KE. Fearon has been placed in 
charge of the Flow Meter sales section 
to coordinate sales and « iwineering, 
product de 
velopment, and assist Mr. Bennett in 


initiate a program of new 


maintaining close personal contact 
with sales representatives and in de 
veloping meter sales promotion. 


Kdward J. Glinske was placed in 
charge of application engineering, pro 


posals, and order details in the special 


ties section. 





The inside sales force of the Dayton Supply 
& Tool Co., Dayton, gathers around while 
treasurer Carl F. Woessner examines a new 
radial saw. Left to right: Arthur Moore 
Chester Lesher, Carl Feldmaier and Car! 
Woessner, 
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THIS MONTH’S SALES BOOSTER 


FOR LUNKENHEIMER DISTRIBUTORS 





| Here's Cheap 
| Insurance Against 
| Costly Air Leaks! 
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++» REACHING PRACTICALLY ALL THE 


SPECIFYING AND BUYING AUTHORITIES 
IN MAJOR INDUSTRIES 


ager (2 lieing 


YOU CAN USE IT WITH 
GREAT EFFECTIVENESS 
WHEN YOU'RE SELLING 
“CORRECTLY ENGINEERED” 
LUNKENHEIMER VALVES 





Profit from the experience of our own factory representa- 
tives who, year after year, have found that the surest 
way to convince buyers of Lunkenheimer's ‘Engineered 
Superiority” is to take a Lunkenheimer valve apart and 
compare it point-for-point with whatever valve the pros- 
pect has been using. Throughout the year, our advertis- 
ing will feature this visible proof of Lunkenheimer qual- 
ity, so take full advantage of a proven sales strategy 

. make point-for-point comparisons on every call. 


a 


TIP YOURSELF OFF TO SOME 
EXTRA BUSINESS...ASK YOUR 
PROSPECTS ABOUT AIR LINES 


Virtually every plant you call on is a prospective customer 
for Lunkenheimer Air Devices. Once sold, they build confi 
dence and satisfaction by sheer money-saving performance, 
resulting in profitable repeat business. Air leaks are com 
mon to the average plant, and since they are frequently 
hard to find, the wastage goes on and on, taking its toll 
in lowered efficiency and increased costs. Sell results in 
dollar savings from the use of Lunkenheimer Air Devices 
and you will get orders. Show your prospects the ‘‘Air 
leakage Cost Chart,"" included in our new Circular 587. 
It dramatizes the importance of leak-proof lines. 


ESTABLISHED 1862 


THE LUNKENHEIMER &: 


—wQUALITY'’= 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO 
BOSTON PHILADELPHIA 


EXPORT DEPT. 316-322 HUDSON ST., NEW YORK 


SELL t QUALITY. Y-SELL LUNKENHEIMER 


Correctly Engineered” Valves 
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Members of the inside and outside sales 
forces of the W. P. & R. S. Mars Co., 
Duluth, chose that impressive photographic 
background in their completely air-condi- 
tioned office for a "'sitting’. Left to right, 
back row: John Monaghan (assistant general 
manager), W. Redel, W. K. MacAskill, W. 
Peterson. Front row: Al Peterson, W. F. 
Johnson and H. G. Brown. 


FITTINGS es 


Outside Sales Force at SCH 
SOCKET WELDING and &. E. Stven, manager of the mill 
PES supply department of Strong, Carlisle 
SCREW END TY ; 


Hammond Co., Cleveland, an- 

| nounced the promotion of Preston 

Deming to the outside sales force. Mr 

. . act et ex- _— Ss a - 

Light in weight and comp : Deming started on his new post on 

tionally strong — the new line © July 1. He joined the SCH organiza- 
cep $ 

t 
W.§ 2000 Ib. Forged Steel Socke 


Welding and Screwed Fittings assure 


tion six years ago after graduation 
from High School. Since then he has 
thoroughly equipped himself for “his 
, e Es- new job by working up through 
efficient and durable service. | 


the 
S | organization. 
elding, W- 


pecially designed for w 
Socket Welding Fittings have deeper 
sockets with correctly proportioned 
walls conforming to tentative ain A. 
standards. ° W-S Screwed Fittings 
have longer bands extending well 
beyond the last thread poonene 
added strength and durability. 


Send for Bulletin A-3 


THE WATSON-STILLMAN co. 
ROSELLE ¢ NEW JERSEY 


“ 


WATSON- 





| Jerry Machin, left, sales manager, Alexander 
Brothers, Inc., with his Memphis distributor, 


Dick Alcott, executive vice-president, Riech- 
man-Crosby Co. 
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Find a forged tool and j 
youve found a prospect ; j % 


3 ; fy Is j 
Find a “home-made” forged tool on a lathe, planer, slotter pA ee ae dew MAAMIDIISIINIIIIIIINY 
or shaper and you have found a prospect—for, today there : aie 
are ARMSTRONG TOOL HOLDERS that will do that job, 7 as aig 
faster, easier, more economically and more efficiently. The ‘ > iy “> ath mes, 
modern Armstrong System provides tool holders for every 


operation—tool holders for not only all usual jobs but for 
unusual work as well. 


zy 


Costing less than it costs to forge even a sample bar tool, 
“Saving: All Forging, 70% Grinding and 90% High Speed 
Steel”, correctly designed, accurately proportioned to give 


maximum clearance and most efficient cutting angle, and 
strong enough to stand up to any cut or speed a machine ARMSTRONG BROS. TOOL CO. 


tool can pull, the right ARMSTRONG TOOL HOLDER "The Tool Holder People" 
seldom needs more than a mention to sell. Today over 
98% of the machine shops and tool rooms use many 305 N. FRANCISCO AVE. CHICAGO, U.S.A. 


ARMSTRONG TOOL HOLDERS. All shops are interested 
in the new ones. 
Eastern Warehouse & Sales: 


199 Lafayette St., New York 


Look for forged tools— 


there's money in replacing them 
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THE TOOLS THAT MAKE 
FASTER TAPPING and 
DRILLING FOR YOUR 
CUSTOMERS 








; Bac LT ERT Loe PNET and 
easier selling 
for you 


KEYLESS 
DRILL CHUCKS 


Made in 5 sizes from 
60 drills to §” capacity 

preferred by users 
because they are faster, 
simpler and smoother 


running. All parts 
hardened; quality 
throughout. 


TAPPING ATTACHMENTS 


A complete line in sizes from #0 
tap to 1” Friction clutch drive, 
ball bearing spindle, automatic re- 
verse, helical gears. Tap idles “‘in’’. 
Faster, safer 


TAP HOLDING CHUCKS 
In five sizes—from #0 tap to 1”. 
Provide sure grip for driving with- 
out injury to shank Tightening 
knurled out centers shank Saves 
taps and special chucks. 


You Can Make More 
Money .. . Selling 
ETTCO TOOLS 


Distributors have found it more 
profitable to handle the Ettco 
line because they have more op- 
portunities to meet their customers’ requirements. Com- 
pleteness of the line insures a practical economical solu- 
tion to every problem involving tapping devices and 
drill chucks. Then too, Ettco is a dependable source of 
supply, offering time-tested tools that have won accept- 
ance in leading metal working shops all over the country. 
Investigate the Ettco Distributor 
Proposition which is fully pro- 
tective and highly profitable. Write 
for details NOW. 
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ETTCO TOOL COMPANY 
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594 JOHNSON AVENUE 


BROOKLYN NEW YORK 


Edward Blaker (left) and Ray Berset handle 
the city desk at the W. S. Nott Co. in 
Minneapolis. Ray is decked out in the olive 
green outfit which all company members 
wore in the big Aquatennial (water carnival 
and sports festival) parade on July 20. 


Morrissey Joins 
Ferry Cap 


H. D. North, president, Ferry Cap 
& Set Screw Co., Cleveland, has an- 
nounced the appointment of J. L. Mor- 
rissey to the post of vice-president in 
charge of industrial sales. 

Mr. Morrissey was formerly with 
the National Acme Co., Cleveland, 
where he was sales manager of the 
screw products division. With a back 
ground of over thirty years of ex- 


perience and a wide acquaintance- 
ship in the field, he comes to the 
Ferry organization well-fitted to han- 
dle his new position. 





Lee Doherty presides over the city desk 
and doubles as purchasing agent of the 
F. E. Satterlee Co., Minneapolis. 
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* The distributor who handles the 
complete Bassick line is in the best 
position to secure caster business... 
and to serve his customers’ needs 
from the standpoint of both quality 
and price .. . with the right size and 
type of caster for every requirement. 


IT'S EASIER TO SELL 


Bassick 
YCU CAN BUILD BETTER BUSINESS 
WITH BASSICK 


THE BASSICK COMPANY - a ay Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 





Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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NEW EASY-TO-SELL 
Water Flow 
Airfinishing Booths 


Within the past month, salesmen for leading mill supply 
distributors—in five key distributing points—have sold 
complete installations similar to that illustrated. 





77) 











Paasche Water Flow Airfinishing Booths mean another big contribution to 
distributors’ earning possibilities. 


You'll find it’s just as easy to sell a complete installation as it is to sell a 
length of hose. 
The sales points of Paasche Water Flow Airfinishing Booths are many 


fire hazards; 2. overspray effectively washed away by curtain of 


water; 3. solids prevented from accumulating on rear and side walls, ventilating 


fan and exhaust piping; 4. material reclaimed for reuse; 5. 
spray articles exhausted 


outside. 
Paasche Water Flow Airfinishing Booths make it possible for you to get away 
from ordinary competition—provide you a selling opportunity that really puts 
profit into your pockets. 


l. reduced 


no solids or over- 


See a Paasche representative who will give you complete details on these 
Water Flow Booths now proving such exceptionally big sellers. 


NEW TYPE CUB 
HIGH PRODUCTION 
AIRBRUSH 


America’s Finest and Fastest 


Lighter in weight easiest to handle—a best seller in any industry. 
idjustable for any airpressure or any airconsumption. Has features 
that do away with defective spray patterns, orange peel, streaks, runs 
and sags, air and fluid leaks, excessive mist. 

Get busy with this type CUB Airbrush Pacemaker 
and discounts—get immediate sales. 





send for sample 





Manufacturers of Airbrushes—-Aircompressor Units—-Airfinishing Booths—Hose Couplings—Oiling Guns—Port- 


able Airpainting Units—Sprayers—Stripers—-Ventilating Units—Water, Oil and Dirt Eliminators. 
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R. L. Hibbard has been transferred from 
the New York office to the merchandising 
sales staff of the Detroit office by Cutler- 
Hammer, Inc. 


Whiting Buys Quickwork 


The Whiting Corp., Harvey, IIL, 
has announced the acquisition of the 
Quickwork Co., formerly of St. 
Mary’s, Ohio and Chicago, manufac- 
turer of rotary shears, stamping trim- 
mers and forming machines, 
hammers, — throatless 
flangers. 

The entire Quickwork line will be 
manufactured by the 56-year-old Whit- 
ing organization in its 20-acre plant 
at Harvey. Stevens H. Hammond, 
vice-president, will be in charge of 
all Quickwork operations. Paul V. 
Hyland, formerly of the industrial di 
vision of Whiting, has been appointed 
Quickwork manager. B. W. 
Packer, with the Quick 


power 


shears and 


sales 


formerly 


work Co., joins the new organization 
as chief engineer. S. M. Steinko will 
be in charge of advertising activities. 


ae 


President George S. Wheaton (right), 
Hennepin Hardware Co., Minneapolis, dis- 
cusses deliveries with Wayne Williams, who 
is in charge of the machine tool depart- 
ment. 
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Paint ... 


AND 


... Defense 


A MESSAGE TO MILL SUPPLY HOUSES OF AMERICA 


¢.. plays an essential part in the rehabilitation of old factories 
for Defense production, and the construction of many modern plants 
is already creating new demands for paint protection. 

To enable its distributors to more fully assist industry in the proper 
selection and use of industrial maintenance paints, the American- 
Marietta Company, makers of VALDURA heavy-duty paints, have 
established a nation-wide technical paint consultation service—the 
Industrial Paint Clinic. 

This clinical service establishes the VALDURA distributor in his 
area as the outstanding source of information on maintenance paints. 
Send for complete details of the Industrial Paint Clinic and the part 
it can play in enabling you to more efficiently serve the paint needs 


of the Defense industries in your territory 


American-Marietta Company 
Formerly American Asphalt Paint Company 


43 East Ohio Street, Chicago, Hlinois 
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- © « « DEMAND 
CONTINUES TO GROW 
- « « ¢ NUMBER OF 
DISTRIBUTORS 

KEEPS PACE -=:+:-s. 


\yPu LLEYS 





Type 4—Rivetted 
Malleable Hub 


MAURE 






Variable Pitch 
Cast Iron Pulley 





Type 3—Under 6 in. 


USER GETS 

QUALITY 
PERFORMANCE ““*"e PROFIT 

LOW COST PROTECTION 


DISTRIBUTOR 
GETS SERVICE 


@ The demand for V-pulleys that can stand up under constant 
day-after-day usage is a vital necessity today. Our long 
experience in designing and building V-pulleys and our com- 
plete understanding of their uses have made possible the 
V-pulleys which we offer to our Distributors to sell. Rigid 
inspection and tests all through every step of manufacture 
insures perfect pulleys that meet all industrial transmission prob- 
lems well. Heavy rolled edges give stamina—extra heavy steel 
or malleable hubs insure true running. The great demand has 
made them reasonable in cost and upkeep and they save many 
times their investment in plant operation. 


@ Our large stocks are always ready to give you service that 
insures customer satisfaction. Our list of distributors is grow- 
ing constantly because they find Maurey V-pulleys a fine source 
of dependable income. We give full territorial protection and 
do everything to make your selling easy and profitable. Let us 
send you information on markets, prices, etc. 


MAUREY MANUFACTURING CORP. 
2915 So. Wabash Ave. CHICAGO, ILL. 
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R. J. Waid, sales manager of the Trumbull 
Mfg. Co., Warren, Ohio (right), passes on 
a bit of information to one of the inside 
salesmen, E. L. “Eddie” Hilt. 


SCH Stages Outing 


Sixty-three members of Strong, 
Carlisle & Hammond's (Cleveland) 
mill supply department and manufac 
turer's representatives held a golf tour 
nament and dinner at the Boston Hills 
Country Club on Friday, September 
13. The committee in charge of ar- 
rangements was made up of Al Gutt. 
Elmer Rahe, Jim MeDonald and 
Preston Deming. Ed Stvan heads this 
division of SCH 's business 

Prizes were won by Pearson (Mors: 
Twist Drill), Ball (SCH). Leisk 
(Bay State Tap & Die), Scott (Keas 
by & Mattison), Stohr (Bond Foun 
dry). Pierce (Brown & = Sharpe), 
Bailey (Bay State Tap & Die), Gold 
(Lufkin), MeMillan (Abrasive Co.), 
Pierce (Lyon Metal Pa Lindsay 
(SCH), Sloan (Morse Chain). Stew 
art (Brown & = Sharpe), Osburn 
(Blackhawk), Goodman  (Skilsaw), 
Bender (Board of Education), Mat 
kal (Harris, Seybold, Potter), Hue 
bler ( Alexander Bros. ), Rees, 
Kundtz (SCH), Crawford (SCH), 
Gundel (Buckeye Brass), McDonald 
(SCH), Smith (SCH) and Case 
(SCH). 


Gisholt Promotes Executives 


George H Johnson has succeeded 
his father, Hobart S Johnson, who ts 
now chairman of the board, as presi 
dent of Gisholt Machine Co., Madi 
son, Wis. He represents the third 
consecutive generation of the John 
son family to hold this position, the 
company having been founded by hi- 
grandfather, John A. Johnson, in 1889 

H. S. Johnson, Jr. has been elected 
a vice-president. A. B. Morey con 
tinues as treasurer, and G. EF. Gernot 
as secretary 
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Just as the steeplejack painter depends on the line 
for his life—so can you depend on Wood's line of 
Power Transmission Equipment for a long life of 
trouble-free, more efficient service. 
Measured both by inherent quality and actual 
performance, Wood's products represent 
the better buy in the field. And because 
of the knowledge gained in more than 
eighty years of practical experience, 
your plant can be operated more 
economically—your product can 
be made more profitably. Write 
today! There's no obligation! 


Note: Some good ferritory still open to 
alert distributors! 


T. B. WOOD'S SONS COMPANY 
Chambersburg, Pa. 


ye pts - * 
EVERYTHING IN TRANSMISSION 
Bearings—Collars—Clutches—C ouplings—C ontactors—Hangers— 
Pillow Blocks—Pulleys—V-Belt Sheaves and Complete Drives 
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Patented 


There's no doubt these screws 
have gone across with a bang— 
for the already large number of 
large and well known industrial 
users is growing every day. More 
and more plants are recognizing 
the protection these screws can 
give their own plant equipment 
and to their finished products. 
Reg. U. S. Pat. Off. One manufacturer alone spent 
SELF-LOCKING thousands of dollars replacing the ordinary set 
screws with “Unbrako’ Self-Lockers on all the 


SET SCREWS equipment he had sold throughout the country 
because it would save him far more in future 


With the Knurled Points service costs. 


Such a real seller as this should be on your shelves. 





LITERATURE STANDARD PRESSED STEEL Co. 


JENKINTOWN, PEARS Box 5si9 
DEALERS — eet — 
PROPOSITION BOSTON + DETROIT + INDIANAPOLIS » CHICAGO + ST. LOUIS > San FRARCISCO 




















IF YOU'RE INTERESTED 
IN FAST SERVICE... 
Hefe it is! 


° lant at Harrisburg is located in one of 
ost strategic positions in the United States 
fof ‘shipments to all points—by rail or by rail- 






Jackson Type 
M-tt with pneu- 
matic tire — the 
only barrow with 
tray having dou- 
ble folded corners ang three thick- 


nesses of steel at folds. Practical water. 
—Rugged—Rigid. Available also 
with steel wheels. 


And you can depend on Jackson for starting 
deliveries promptly because of the large stock 
carried at all times. 

If you need PROMPT SERVICE—Jackson offers 
it—in a complete, quality line ready to go and 
one that can move quickly—the kind of service 
that enables Jackson Distributors to get business 
and hold it. 

You'll need the new Jackson Catalog—Write 
for a copy TODAY. 





Jackson Type 4 Concrete Cart. Jackson Steel Mortar Mixine Boxes—formed from 

with drop axle, pneumatic tires single sheets—rigid. Made in three sizes from 60 

and roller bearing wheels. Capa- to 108 inches tong, 32 to 48 inches wide, ti 
city: 7% cu.ft. heaped full. inches deep. 





_ JACKSON MFG, CO. 
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Kirkby Machinery & Supply Co., Toledo, 
Ohio, believes that manufacturers’ litera- 
ture should be right out on the display 
floor where a customer or prospect can put 
his hands on it. Here Harry Strong (Kirkby) 
and W. E. Thronson (Dumore) demonstrate 
how easy it is for a salesman to discuss a 
product with a customer and at the same 
time have literature right at the customer's 
fingertips 


Walter Taylor Dead 


Walter Taylor, who founded the 
Peerless Mill Supply Co., Buffalo, in 
1913, died at his home in Hamburg, 
N. Y., September 19 after a short 


illness. Born in Hamburg in 1881, 
Mr. Taylor attended business school 
in Buffalo. He had been active in 


the Peerless company until last sum- 
mer. 


John S. North 


John S. North, chairman of the 
board, North Bros. Manufacturing 
Co., Philadelphia, died at his home 
on September 12. He was 50 years 
old. Mr. North succeeded his father 
as head of the company in 1935. 

He was an ardent yachtsman, hav 
ing made a world cruise on a 90-ft. 
sloop. 


Faeth Distributes 
Harnischfeger Welders 


The Harnischfeger Corp., Milwau 
kee, has appointed as agent for its 
line of welders and electrodes the 
Faeth Co., Kansas City, Mo. 


Alexander Appoints 
Beals, McCarthy 


Alexander Brothers has announced 
the appointment of Beals, McCarthy 
& Rogers, Inc., Buffalo, N. Y., as its 
distributor for the Alexander line of 
leather belting and industrial leathers, 
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Here are the two 
counter sales for the R. C. Duncan Co. 
branch in St. Paul. 


lads that handle the 


Bill Schwanke is prac- 
ticing his “Sell ‘Em Something More" tech- 
nique on Frank Wrbsky. 


P. O. Boylan, Jr. Now Located 
in Cincinnati for S.A. E. Steel 


P. O. Boylan, Jr. has 
ferred to the Cincinnati 
S. A. E. Steel ‘Co. 
will cover the 
well as part of 
as Indianapolis. 
of P. O. “Pete” 


been trans- 
the 
He 
district as 
far west 


office of 
of Cleveland. 
Cincinnati 
Indiana as 
Pete, Jr. is the son 
Boylan, sales manager 
of the W. M. Pattison Supply Co., 
Cleveland, and long identified with the 
mill supply industry as its 
outstanding 


one of 


most members. 


Campbell Does It Again 


Just to prove that his winning one 
of Mitt Suppiies monthly — Dis- 
tinguished Service Awards last year 
was no fluke, C. E. Campbell, Reichman 
Crosby Co., Memphis, is now proudly 
displaying an unsolicited letter that 
has come in from a customer, thank- 
ing the firm for the extra service he 
rendered after an explosion had 
threatened a local laundry with sus- 
pended operations. 

Signed by William Loeb, president 
f Loeb’s Laundry-Cleaners, the let- 
ter reads as follows: 

“We feel indebted to your firm for 
the interest you manifested during our 


explosion, and particularly to Mr. 
Campbell whom we wish to commend. 
We want you to know that we appre- 
ciate not only the use of the pump 
which om loaned, but also the fact 
that Mr. Campbell remained here until 
midnight to see that we did not suffer 
a delay for anything with which you 
cr could serve us. It is really a pleasure 

0 deal with a firm that can render 
this 1 Kl ind of service. 

Editors, too, can say “Congratula 
tions, Mr. Campbell.” You almost 
made it into the Distinguished Service 
column again. And our bets are all 
placed that you'll be back in the select 


circle once more before the vear is out. 
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STEEL 
eo 


with 
“INSWELL” welds 


Short, stubby links bridge 
the corners...without 
gouging and bending stress 


Herc-Alloy Steel Chain with the exclusive 


ae 


superiority in every type of application. 


patented “Inswell” welds is proving 
Fabricated 
from a special analysis, heat treated steel, the sturdy 
short, stubby links bridge square corners (see photo- 
graph above) minimizing bending stress and gouging 
. adding extra chain life and economy even under 


the most punishing assignments. 


©) 25% 


Note the extra “ 


extra margin of 
safety and wear 


swell” of steel at the weld of Herc-Alloy steel 
chain. With 25% extra metal at the point where strength is 
vital, these “Inswell” welded links give extra safety to men 


and materials...and longer chain life. Specify and insist on 
Herc-Alloy—it’s your assurance of extra dependability, econ- 


omy and safety. 


Whether or not you need chain today... get the facts. Com- 


plete catalog on request and trained CM engineers are avail- 


Write: 


MBUS-MCKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


able for consultation. 


120 FREMONT AVE. TONAWANDA, N. Y. 
Branch Offices: NEW YORK « CHICAGO + CLEVELAND 
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THIS CM ADVERTISEMENT IS ONE OF A SERIES APPEARING IN LEADING INDUSTRIAL PUBLICATIONS 


Every month the important specifying and buying powers among industrial operating executives are told about the 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill supply dis- 


tributors interested in tying up with an accepted and outstanding line are invited to write us for franchise details. 
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Ilere are matchless tools—the hest there 
ure for the work they do—protecting sur 
faces and materials which must not be 
marred when being struck. Chicago Raw | 
hide Hammers and Mallets are made from | 
genuine Java Water Buffalo hide, treated 
ind compressed into tough, securate strik 
ing heads which outlast all others 














| 
| 
Here is a complete line to sella size for | 
every industrial use -a selection of weights | 
in both hammers and mallets which pro | 
vides the right tool for every job. 


—— 


Chicago 
Rawhide Hammers have permanent malle 
able iron heads using replaceable faces 
which give you steady, repeat business 
from every sale. 








Ilere is a profitable line because Chicago 
Rawhide tools are nationally advertised, 
are sold only thru regular trade channels 





with «a fully protected margin—a main 





tuined poliey of merchandising and selling 


through jobbers which means much easier 





| 
faster profitable sales, 





Phis illustration show 


Vhieago Rawhide renew 


able faces 


meni CHICAGO RALWTUE MEG.CO. 


heads and pre 


ide tough 
surfaces 
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“You can 


FAIRBANKS’ 


sife, striking 1290 ELSTON AVE- CHICAGO -U-S-A- 


Over 400 Types 


to Choose From 


The Fairbanks line of hand. platform and box 
trucks. wheelbarrows. rubber-tired wheels, casters, ete.. 





bank on 


consists of more than 400 different types —a type for 


| 
practically every service. It is the most complete, | 
the most modern on the market. 
If vou don’t find what vou want in our big catalog. 
we'll build it for you. Consequently, you will never | 
lose a sale heeause vou are unable to furnish what | 
is wanted when you handle the large Fairbanks line. | 
And you won't have any dissatisfied customers. for | 
Fairbanks produets are backed by a financially strong 
house with a half-century record of square dealing. 
What's more, we assist distributors in) pushing sales 
by our extensive advertising. 
Write for catalog No. 50 and price list 


THE FAIRBANKS COMPANY 
19 East tth St. New York. N. Y. 


Boston, Pittsburgh 


Factories: Binghamton, N. Y., Rome, Ga 









Hand and Platform 


a 
Fairbanks tsi: vee 
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Wheat industrialists, 
Another Supply Outlet 


J. E. Haseltine & Co., Portlan 
Ore., has recently taken on the du 
Pont Zerex and Zerone lines of anti 
freeze products, having ordered a cat 
load. Other new lines are Delta 
woodworking tools and American Op 
tical Co. respirators. 

In the case of the first two partic 
ularly, there is an extensive market 
among the large wheat ranchers ot 
eastern Oregon. They might be called, 
to com a term, “wheat industrialist.” 
Their operations are on a scale with 
large logging operations, from th 
standpoint of being an outlet for in 
dustrial supplies such as wire rope, 
shop tools and supplies and welding 
equipment. Their operations call tor 
heavy equipment and lots of. it. \n 
example of such an operator is W. .\ 
Hartfield, who owns a_ 14,000) acer 
ranch near Arlington. \mong his 
equipment, he owns the oldest Cater 
pillar Diesel in) Oregon, being the 
12th one built, and also the 24th one 
in Oregon. 

When these ranchers come to Port 
land, they like to sit around and visit 
a long time with the distributor. But 
their orders when they come are liable 
to be without warning. Such a 
rancher was strolling through — the 
warehouse one day and chanced to 
bump his head on the hook of the 
warehouse — hoist. Looking up, li 
said: “Do you sell hoists? How much 
do they cost?” On being informed, 
he said that he had to have a coupl 
of them. “How about the steel for 
those tracks ? Do you sell that too?” 
The final order was for three hoist- 
and a considerable amount of steel 


Home Workshop Hobby 
Pays Sales Dividends 


Phere is no principle of salesmiat 
ship so fundamentally important as 
the one that you can sell best. that 
thing in which you are thoroughly in 
terested) yourself. As an example. ot 
the application of that principle, take 


‘| \. Worden, who is manager. of 


industrial sales for C. W. Marwedel 
San Francisco. In that department, 
he is responsible for sales in) wood 
working machinery and metaleratt 
equipment 

When he is selling such equipment, 
he talks always from experience, for 
he has made a hobby of the subject 
and has a completely equipped work 
shop in his home, which includes 
wood turning lathe, shaper, drill press, 
band and jig saws and all the othet 
important types of equipment found 
on the Marwedel sales floor. 
\side from making handsome tables, 


chairs, bookcases, candle = sticks ind 
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THEY'LL BE GLAD THEY WAITED 
FOR A "TOLEDO" No. 999 — 


The proven superiority of design, productivity and efficiency will more than offset the short time they 
are required to wait for a “TOLEDO”. 


The point of proof of the popularity of a “TOLEDO” No. 999 is that we are today building more 999’s 
than ever before yet we cannot keep up with the demand. 


We therefore suggest that any of your customers desiring a “TOLEDO” No. 999 carefully consider its 
superiority and await the short time necessary to obtain delivery, 
rather than accept a substitute and not be satisfied. 


Any inconvenience through waiting will be more than offset by the 
efficiency and long satisfactory service of a “TOLEDO” No. 999. 





THE TOLEDO PIPE THREADING MACHINE CO 





TOLEDO, OHIO NEW YORK OFFICE, 502 No. 2 RECTOR STREET BLDG. 


Bi 


US Par OFFICE 
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Every industrial plant 
Every process plant 
Every factory 

Every mill 


in your territory 
can profitably use 


SMOOTH-ON 


lron Cements 


for the following purposes: 


Broken out completely 


Repairing Cracks 
in shells or casings of boilers, heaters, 
pumps, process apparatus, valves, etc. 
Sealing Leaks 


ecm 


{SMOOTH-O! 








r at seams, bolts, rivets, 
he Pipe joints, etc. Also 
| y- for stopping leaks in 
( apparatus and pipe 
ia a lines. ae 
| |. SMOOTH 
Stehteet | Joh ON, | 
ightening Loose Parts ee hy 
of apparatus, fixtures, ap- | iva fool 
pliances, tools, utensils, “7 S*; 7 | 
etc. NAL 7 S| 
[ SMOOTH-ON ] 
F | Making Tight Joints 
| on threaded, flanged, 
and other types of 


pipe connections. 





Waterproofing ak 2 
walls, cisterns, tanks, 
etc. from the inside, Also 
for making hard, water- 
proof, non-dusting floors. 
patching ruts and holes 
in floors, anchoring or 
tightening bolts, making 
watertight joints around 
pipes through walls, etc. 





Write for supply of Smooth-On Handbooks 


for your salesmen and trade, and for full | 


information and prices on these many-pur 
pose iron cements—used for over 45 years. 


Smooth-On Mfg. Co., Dept. 25 
570 Communipaw Ave., Jersey City, N. J. 


Tell your customers— 


Do it with 


SMOOTH-ON 
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the like, Worden is especially proud 
of his latest triumph—a_ thousand- 
pound auto trailer. It is not one of 
those great cumbersome affairs, but is 
of the single axle type. But so com- 
pactly is it designed that it sleeps two, 
has a clothes closet, medicine chest, 
storage bins for bedding and sundry 
necessities, a swinging mirror and 
other conveniences. In the rear is a 


complete, built-in kitchen, with refrig- 
erator that holds 25 pounds of ice. 
Every bit of this trailer he made him- 
self, with the exception of wheels and 


T. A. Worden, manager, industrial sales, 
C W. Marwedel, San Francisco, in his 
basement workshop at work on a trailer 
which he has just completed. 


axle and the welding of the steel 
chassis. 

It is a well-known fact that in the 
sale of wood-working machinery, 
aside from the professional and in- 


dustrial users of such equipment, one 
deals very largely with a vast fra- 
ternity of workshop amateurs, who in 
the aggregate spend thousands of dol- 
annually in every community. 
“I'm naturally ‘nuts’ on the subject 
myself,” said Worden, “and with my 


} 
lars 


own shop and experiences to talk 
about, | get along fine with the other 
‘nuts’ and we do a lot of business 
together s 
Performance Data Help 
Sell Cutting Tools 

Walter R. Carr of the Walter R. 
Carr Co., San Francisco, takes genu- 


ine pleasure in selling the modern, 
high-speed cutting tools, studying their 
performance and then collecting the 
facts and figures concerning such per- 


formance, to be used as selling am- 
munition for further sales. Quoting 
him: 

“In 1898, the smart harness maker 


was the one who started to learn auto- 
mobile trimming, while the ‘Doubting 
Thomas’ scoffed at the horseless car- 
riage. But after inventors and sci- 
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EASIER 0 SELL 


because they’re BETTER 
in design... BETTER 
in construction. . . and 


BETTER in easy wearing 


comfort! 


‘ 


Semi-Sparkshield 
Model 








@ New HEAD.-LINE design pre-forms headgear to 
natural contours at back of head, for easy fit! 


@ THREE-WAY fully adjustéble headgear has top 
strap which supports light weight of unit 
binding or pressure at sides of head! 


@ FINGER CONTROL friction adjustment allows 
easy visor movement! 

@ ALUMINUM-BOUND VISOR edge, a// the way 
round, greatly increases visor durability! 


@ QUALITY VISOR of best commercially available 
plastic—4"’, 6° and 8” sizes; either clear or 
green in color. 


+ MOISTURE-RESISTANT HEADGEAR, genuine 
leather sweatband—top quality throughout! 


@ EASY REPLACEMENT of a// parts, at low cost! 


@ THREE MODELS -- without sparkshield, with semi- 
sparkshield, and with full sparkshield! 


no 


For every job not requiring goggles, but where 
facial protection is desirable, these finer and more 
comfortable Faceshields are first choice by any 
comparison. Where you can't sell goggles, you can 
sell these—easily and with good profit margin! 
Write for the details. If you wish, we'll gladly ar- 
range a demonstration for you— no obligation at all! 


MINE SAFETY APPLIANCES CO. 
BRADDOCK, THOMAS AND MEADE STREETS 
PITTSBURGH, PA. 


District Representatives in Principal Cities 








UMI 


Bethlehem Pipe is now produced by 
the Continuous Weld method, the last 
word in quality merchant pipe. 

Soundness of Bethlehem Pipe is in- 
sured by individual hydraulic testing 
fo) a -y- Co) oN (=) ele 1 00ME-T-Me) s(-ME-1(-) OMB be ME: MECT-) 6-1 
of painstaking inspections. 

Ready workability, ease of welding, 


roy am dsb d-1- Co bboLe MB T-ME-T1-10 0 ¢-10 ON ob Ab ole (e Mares ot 
16 ¢o) Mo) 31-9 6 AE) (-) of b0M 0) cole Lo Tone lee e 

There is a distributor for Bethlehem 
Pipe near you set up to serve you 
promptly and efficiently. 





BETHLEHEM STEEL COMPANY 
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entists have given the world the radio 
and the atom, we are ready to say 
nothing is impossible at this day and 
age. 

“In 1938, in the town of San Lean- 
dro, Calif., Philip McKenna was ex- 
perimenting on a new formula for 
steel cutting. Today we have titan- 
ium carbide tools. These tools must 
not be mistaken for tantalum carbide 
tools. ‘Titanium tools work to their 
best advantage on steel cutting and 
their toughness makes them highly 
adaptable for interrupted cuts. \s an 


















The new Simplex No. 2030 Jack is 
the answer to demands for a heavy 
duty Emergency Jack — it lifts 20 
tons on the cap, toe, auxiliary shoe 
or on the chain, any link of which 
fits into a slot in the cap. You get an 
infinite range of lifting positions. 
The No. 2030, like the No. 522 (5 ton) 
and the 310A (15 ton) lifts or lowers 
vertically or at an angle, or it 
pushes horizontally. 

Major industries with heavy ma- 
chinery to move and maintain and 
scores of other emergency jobs need 
the No. 2030 — be ready to supply 
them! ' " 


TEMPLETON, KENLY & CO. HORIZONTAL PUSH \} 
CHICAGO 
Better, Safer Jacks Since 1899 


SIMPLEX Jacks fa) J 


s 





Awarded the Gold Medal for Safety 


WALTER R. CARR 








example, at the Pittsburgh Equitable 


.. INDUSTRY MEETS 9 ore ee ak 


their taper valve 


ADDITIONAL DEMANDS with ||; '% 5,08 cutee as 


speed of 410-ft. per minute—10 plugs 
“Quik-Lift” HOISTS 
Electric 
a 


per grind—size of plug, 6-in.—mate 


rial, forged steel, 41C, 1.57 MN. 











| “On another job cutting mild steel 
| Kennametal ran—736-ft. per minute— 
T ‘ | .021-it.—4-i 1 fe 
There’s a lot of work to be handled and 2. 1-ft. in. depth of cut. 


“Tantalum carbide tools vive fine 
| results while working on cast iron, 
and both classes of tools lead the field 
in removing material in their respec 
tive class of work.” 


Coffing offers Distributors the “Quik-Lift” 
Electric Hoist to help industry meet the de- 
mand. Distributors need have no hesitancy 
in recommending and selling the “Quik- 
Lift.” It will stand up day after day with un- 
failing reliability. It is highly efficient and 
has maximum speed, power, and durability. 
The patented two gear power unit is avail- 
able on hoists of 1000 pounds capacity and 
over. Give your customers the best their 
money can buy. Get started with Coffing 
Hoists now— 


“QUIK-LIFT" ELECTRIC HOIST 
® Hook or trolley suspension, pendant rope control. 
Lightweight, powerful heavy duty motor, lubri-seal ball 
bearings, low head room. Extra heavy load chain of 
special alloy steel. Simple and extremely sensitive in 
operation, 


COFFING HOIST CO. 


DANVILLE, ILLINOIS 


COFFING “osicn’ HOISTS 


RATCHET LEVER « SPUR GEAR a ELECTRIC 
LOAD BINDERS @ TROLLEYS @ DIFFERENTIALS 


Osborn Exhibit 
At Metal Show 





The Osborn Brush Comparator will 
be featured at the display of the Os 
born Manufacturing Co. at the Na 
tional Metal Congress and Exposition 
in Cleveland, October 21 to 25. The 


Comparator, regularly used in) Os 








born’s research laboratories, is a ma 
chine for determining and comparing 
the amounts of work done by wire 
wheel brushes. 

In addition, the complete line of Os 
born industrial brushes for metal pol- 
ishing and cleaning, and seale and rust 
removal will be shown. The entire 
exhibit has been designed to emphasize 
that Osborn can help the metal indus- 
try develop new brushing operations 
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BRODY GETS A BELLY-LAUGH ...! 


‘s¥’M SQUATTING in the lobby of this hotel one 

| fei when a heavy hand thumps me on 
the back. I’m suspicious of the heavy hand’s inten- 
tions and bounce to my feet without further ado. 
It’s Harvey Link, a big guy with a bigger head 
who has just lost one of his best customers to me. 

“ ‘Say’, says Harvey with a hiss, ‘You can’t do 
this to me. You couldn’t of got that business 
without cutting prices.’ And then he thunders so 
everyone can hear, ‘I’m going to report you to the 
Better Business Bureau!’ 

“Naturally, I am stunned for the minute, but 
then a laugh starts down in my belly ... and it 
keeps coming and coming. The more I laugh, the 
redder Harvey’s face gets. 

“Harvey Link has since found out what caused 
me to laugh, and I can just imagine how silly the 
B.B.B. would have felt when I produced a copy 
of Business Week as my compatriot in the das- 
tardly plot to get business away from Harvey. For 
it was that magazine that really helped get the 
business. 

“In it, is the advertising of the company whose 
line I handle. It made enough of an impression 
on Harvey’s customer for him to listen for the 


” 


first time and —I got the business! 


BUSINESS WEEK 











In September ...here’s a partial list of compa- 
nies selling their products to active management 
through the advertising pages of Business Week: 


Allis-Chalmers Mfg. Co. 
(Pumps) 

Aluminum Co. of America 
(Aluminum Alloys) 

Ampco Metal, Inc. 

(Ampco Metal) 

Anchor Post Fence Co. 
(Steel Fences) 

Barrett-Cravens Co. 

(Lift Trucks) 

Carboloy Co., Inc. 
(Cemented Carbides) 

Philip Carey Co. 

(Asphalt, Asbestos & 
Magnesia Products) 

Century Electric Co. 
(Electric Motors) 

Clarage Fan Co. 

(Heating, Cooling, 
Ventilating Equipment) 

Crane Co. 

(Valves, Fittings, Pumps) 

Cutler-Hammer, Inc. 
(Motor Control Equipment) 

Cyclone Fence Co. 

(Steel Fences) 

Henry Disston & Sons, Inc. 
(Hock Saw Blades) 

Fafnir Bearing Co. 

(Ball Bearings) 

Fairbanks, Morse & Co. 
(Diesel Engines) 

General Electric Co. 
(Incandescent & Fluorescent 
Lamps) 

B. F. Goodrich Co. 
(Mechanical Rubber Goods) 

Goodyear Tire & Rubber 
c 


o. 

(Mechanical Rubber Goods) 
Grinnell Co., Inc. 

(Pipe Hangers, Fittings) 
Hewitt Rubber Co. 

(Mechanical Rubber Goods) 
Hyatt Bearings Div., 

General Motors Sales 

Corp. 

(Roller Bearings) 
lig Electric Ventilating Co. 

(Unit Heaters) 


International Nickel Co., 
Inc. 

(Nickel Alloys) 

Keasbey & Mattison Co. 
(Asbestos & Magnesia 
Products) 

Kester Solder Co. 

(Cored Solders) 

P. R. Mallory & Co. 
(Radio Replacement Parts) 

Morton Salt Co. 

(Salt Tablets) 

New Departure Div., 
General Motors Corp. 
(Ball Bearings) 

Norton Co. 

(Grinding Wheels & 
Abrasives) 

Owens-Corning Fiberglas 
Corp. 

(Industrial Insulation) 

Page Fence Association 
(Steel Fences) 

Republic Rubber Div., 
Lee Rubber & Tire Corp. 
(Mechanical Rubber Goods) 

Russell, Burdsall & Ward 
Bolt & Nut Co. 

(Bolts & Nuts) * 

SKF Industries, Inc. 

(Ball & Roller Bearings) 

Scott Paper Co. 

(Tissue Towels) 

South Bend Lathe Works 
(Lathes) 

Standard Conveyor Co. 
(Conveyors) 


Standord Pressed Steel Co. 


(Steel Stools) 

Twin Disc Clutch Co. 
(Torque Converters, 
Clutches) 

Westinghouse Elec. & Mfg. 
Co. 


(Electrical Equipment) 
Willson Products, Inc. 

(Helmets, Respirators, 

Goggles, Masks) 








“,.. where advertising pages make life more fun for salesmen!” 
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CAPITAL ‘‘RED CAPS” 


Pay Dividends 
All Year Round « « 


You can expect substantial, steady business all the 
time selling CAPITAL “RED CAPS.” Sweeping 
and cleaning are full time requirements in all 
kinds of industrial plants, public buildings, etc. 
and customers always come back where they get 
the best value for their money—they get that from 
CAPITAL “RED CAPS.” 








Our reputation is thoroughly established all over 
the country for good quality products. Our 
distributors are treated right—we give 
them sales helps — protection in their terri- 
tories, and a good margin of profit. Get 
those first sales and the rest come easy. 


INDIANAPOLIS 
Brush & Broom Mfg. Co. 


Established 1890 
COR. BRUSH & BROOM STREETS 
INDIANAPOLIS, INDIANA 





















































The choice of 


Industrials 


VINCENT 
HUNTINGTON 


Grinding Wheel 
Dressers and Cutters 


Patent Applied for 

Industrials like their 
uniform high quality, 
longer life, and de- 
pendable performance. 
There is no increase 
in price in spite of 
the exclusive improv- 
ments which have 
been incorporated in 
them—they’re the best 
for the money. 
This unquali- 
fied accept- 
ance is your 
sales oppor- 
tunity — keep 
your stocks 
ready to sup- 
ply the de- 
mand. Put our 
new catalog 
sheets in your 
binders for 
convenient 
use. 
These Bushings used in all 


Special and No. | and 2 Im- 
proved Huntington Dressers. 





These Bushings used in No. 0 
Regular and Hooded Improved 
Huntington Dresser. 


VINCENT STEEL PROCESS CO, 2253%!wusans 
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Behr-Manning Promotes 
Merrill and Thompson 


The Behr-Manning Corp., Troy, N. 
Y., has announced that Henry R. 
Merrill has been appointed assistant 
sales manager with headquarters in 
Troy. 

For the past three years Mr. Mer- 
rill has been divisional sales manager 





H. R. MERRILL 


of the central division at Cleveland. 
He entered the employ of the com- 
pany in 1930, since which time he has 
been closely connected with the sales 
end of the business, beginning with 
sales correspondence work at the home 
office in Troy. Successive activities 
have had to do with sales promotion, 





G. SG. THOMPSON 


market research and product engineer 
ing, thus giving him a groundwork of 
all around which — will 
prove exceedingly valuable in his new 
position. 

Mr. Merrill will be succeeded by 
Gordon G. Thompson who began his 
career with Behr-Manning in the sales 
department. His previous business ex- 
perience as a sales engineer in the 
electrical field and in both the sales 
and purchasing ends of the mill sup- 
ply business gave him a broad experi- 


experience 








ence which served him in good stead. | > ' » > . 

He entered the product engineering l L A N () (; it A | H Et 1) 
Why make department where his work as_ field 

engineer took him first into the eastern 


a 8 states and later into the central divi- | a 7 
sion. His headquarters will be at i 
d ipe nion Cleveland. SS" §_ aan : 


as good as 





Boettcher Sales Manager 
Of Shadbolt & Boyd 


Price M. Davis, president of the 
Shadbolt & Boyd Co., Milwaukee, 
Wis., has announced the appointment, 
effective August 1, of Arthur F. 
Boettcher to the post of sales manager 
of the organization. Mr. Boettcher 
also acquired the title of vice-presi 
dent. 

Mr. Boettcher is well qualified to 
handle his new post, for he spent the 
past 30 years in the mill supply busi 
ness. The major portion of the first 
twenty-one years was spent in charge 
of the mill supply department of the 
old Gross Hardware Co. of Milwau 
kee. This firm was liquidated in 1934 
and Mr. Boettcher immediately joined 
the outside sales organization of the 
Shadbolt & Boyd Co. 

Born and schooled in Milwaukee 
Mr. Boettcher has become well-known 
and well-liked throughout the territory 
During his service with the Gross 
Hardware Co. he was active in the 
founding of the Wisconsin Hardware 
& Mill Supply Club, serving a two- 
vear term as its secretary. 
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= there's downright econ- 
omy in using pipe unions again and 
again. And Darts are made to do | Peerless Expands 
exactly that. For your customers they | Racine Plant 
give maximum service per dollar in- re ; e 
vested. For you they build customer Peerless Machine ( O., Racine, \\ IS. 
satisfaction, repeat business, and | #5 expanded manufacturing space in 
growing profits ..« heck af the | adjoining building to facilitate the 
basis for that statement: two bronze | Prluction of a vastly increased vol 
seats ground to Dart exclusive true | '"' of orders for metal cutting saws. 
ball surfaces, extra heavy bodies and a ee ~ —_ ae 
nuts of air refined malleable iron. | PCT SAws for more than 25 years 
Build profits with Darts. You can't 
sell better unions. 


In the new building a large demon 
stration room, with all sizes and types 
of Peerless saws under power, is 


HOUSH 


Sevt em forme ceem 








ss . made available to dealers who bring Many pages are photographed from 
, {j their prospects in for a day at the manufacturers’ catalogs without 
iS factory. typesetting expense. 
Additional space for engineering re 
search and experimental work is being High speed prices are planographed 
provided. Expansion in this phase of in RED! 
the engineering will keep pace with On important lines we “tie-in” with 
modern developments in lighter and manufacturers’ national advertising 
tougher alloys. Peerless also reports by reproducing their trademarks in 
untonrn =s that experimental work on high-speed the distributor's catalog. 
E. M. DART MFG. CO., Providence, RI. steel saw blades will be continued. For Details Write To: 
le iis In addition to having developed the 
The Valebook- Company, New York. : first power hack saw for use with a | 
and all branches oa as ade aan sn = “ ¥ , m 
ailie Palewrs high-speed blade, Peerless holds basic | AWW GA a tL Pam dae 
Souet tak Vheeeede. tad patents on a four-sided saw frame | INCORPORATED 
aon Senate which fully surrounds the blade and 
| the work. ® 6H1OW.Van Buren St.,CHICAGO,IL. 
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Boost Profits and Customer Good W 


with 


TRIPLEX Quality 
Cap Screws, Bolts and Nuts 


@ Help your customers keep a 
sharp eye on detail costs. On 
cap screws, set screws, bolts and 
nuts, here’s where the TRIPLEX 
Line keeps their good will for 
you cuts their purchasing 
worries, saves assembly delays. 
Boost your profits through re- 
peat orders. 


Triplex standards assure uni- 
formity—accurate forming, clean 
threading, correct finishing and 
heat treating. From exacting 
steel specifications to final in- 


RRR 


phidd 


piire 


spection, the Triplex plant is 
under modern quality controls. 


Be ready to supply threaded 
products that boost your reputa- 
tion and your profits. Write to- 
day for the Triplex proposition. 


NU 


\| 
peed eedede 


itl 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Used in Every Industry * 


The Triplex Screw Co. 
5307 Grant Ave., Cleveland, O. 




















— “Our customers 
prefer your files’ 


.. . a typical distributor comment to us 


23 Why? Because “American Swiss” Swiss-Pattern Files 
ies reduce filing costs by cutting faster and lasting longer 
25° on the average, according to reports sent us by users. 











“American Swiss’ Swiss-Pattern Files have always been 
sold on a 100° distributor sales policy. When you carry 
the “American Swiss” line of over 2500 different types. 
cuts and sizes, you can offer an exactly suitable file 
for every precision requirement, with each file fully 
guaranteed. 


oo  —Ee ee | 


American Swiss File & Tool Co., Elizabeth, N. J. 










Made in U.S.A. We protect 
for our 
40 Years Distributors 


FILES OF 
PRECISION 











Strong, Carlisle Stock 
Blackhawk Equipment 


The Strong, Carlisle & Hammond 
Co., Cleveland, Ohio, has become a 
stocking distributor of hydraulic equip 
ment manufactured by the Blackhawk 
Manufacturing Co., Milwaukee. 


Ashcroft Appoints 
Elizabeth Hardware 

The Elizabeth Hardware Co., Perth 
Amboy, N. J., has been appointed a 
distributor for Ashcroft Duragauges 


and Haneock valves by Manning, 


Maxwell & Moore, Ine. 








Precision Preferred 


(Continued from page 21) 








with plant product. Usually their 
power plants are nothing much, so 
they aren't particularly good markets 
for power supplies and refractories, 
but they may be big buyers of weld 
ing rod and equipment, paint-spray 
equipment and other items. 

The company or the man—or 
both—also buys the complete line 
of precision machinist tools, microm 
eters, calipers, feeler gages, surface 
gages, thread gages, and soon, plus 
such hand tools as center punches, 
chisels, hammers, and wrenches. 
Recently, American Machinist made 
a plant-to-plant survey of 89 metal 
working plants in six cities that 
sheds considerable light on methods 
of buying this equipment. Here it 
is, for your guidance in selling: 


Who Buys Machinist's Small 
Tools? 


More than half the time, accord 
ing to this survey, the machinist 
buys his own small tools. Here are 
the results: 





Ratio of Man and 
Company Purchases, % Man Company Both 





Outside Micrometers 


| and 2 74.1 12.4 13.5 
Outside Micrometers 

3"' to 6 50.6 38.2 11.2 
Outside Micrometers 

over 6" 22.5 67.3 10.2 
Inside Micrometer Cali- 

pers 46.1 28.1 25.8 
Combination Squares 65.1 19.) 15.8 
Vernier Calipers 39.4 40.4 20.3 
Height Gages 45.0 41.6 13.4 
18"' and 24" Scales 34.8 52.8 12.4 
Lathe Test Indicators 47.2 39.3 13.5 
Adiustable Open-End 

Wrenches 1.8 13.5 14,7 
Sine Bar & Fixtures 68.5 25.8 16.7 
Universal Bevel! Protractor 46.1 38.2 15.7 
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Notes: The above groups were se 
lected to cover a wide variety of 
tools, large and small, expensive 
and inexpensive, frequently used. 
16% of the plants were found to 
have no sine bars, the most expen 
sive item. 6% did not have outside 
micrometers above 6” because they 
were not commonly needed. Small 
plants (and of course non-metal- 
working plants) expect the machin 
ist to provide all of his own small 
tools. Larger companies usually pro 
vide all needed tools to production 
machinists, but expect die and tool 
makers to provide their own. Some 
companies will not permit a man to 
use his own measuring tools be 
cause of possible resulting varia 
tions in measurement due to wear. 
The second-highest percentage, that 
of man-owned adjustable wrenches, 
results from company experience 
the adjustable open-end wrench is 
one of the most frequently stolen 
small tools. The high percentages 
on combination squares and_ sine 
bars for man-owned tools results 
from the attitude of a number of 
compames that “if the man wants 
these tools he can provide them him 
self” 

71% of the companies provide 
some or all machinist’s small tools 

in which case they are bought as 
shown on the facing page. 

840 of the companies report the 
men using some—or all—their own 
tools 

39.4% of such purchases by men 
are for cash. 

30.4% of such purchases are on 
a payment-plan arrangement witb 
the seller, sometimes direct, some- 
times by payroll deduction. 

4.8% of such purchases are made 
through the company, either as 
noted above or by company pur- 
chase and reimbursement by the 
man. In two-thirds of such cases 
the man pays from forthcoming 
wages; in the other third is’ per 
nitted a payment arrangement. 
When the company buys, its dis 
count is passed on to the man ex 
cept in one or two instances where 
a small deduction is made for pur- 
chasing-department procedure costs 
and in Wisconsin, where a new 
state law prohibits such discount 
practices. 

In no case investigated did men 
purchase tools through one of their 
number appointed an agent by a 
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You'll Get in- with MORSE 


No doors are closed to the Distributor who 
is prepared to meet the modern demand 
for positive power transmission drives. By 
completing your power transmission line 
with MORSE Silent Chain and Roller 
Chain equipment, you can “hit on all six” 
in getting into the plants of prospects who 
know the advantages of chain drives and 
therefore prefer them. 


By selling the Morse line you can in- 
crease your service effectively and profitably 
by insuring proper applications on specific 
jobs. 

Get the facts concerning the Morse Fran- 
chise — NOW! 





GOULDS FIG. 








SILENT CHAIN 
ORIVE 


ROLLER CHAIN 
DPRivE 


INTERCHANGEABLE 
AND 
CHANNEL LUBRICATED 


3620 "“CLOSE-CUPLD'' CENTRIFUGAL 


PUMP. HEADS TO 525 FT. CAPACITIES TO 1600 GPM. 





NOW is the time 


to sell Goulds “Close-Cupld” Centrifugal Pumps 


"THE nearer to capacity a plant runs, the higher the dollar cost of operating 
inefhcient equipment. That's why your customers should replace older 


pumps now. Moreover, shutdowns for maintenance 
are more costly, more irritating now than for many 


Ask users of general service pumps in your 


and repairs of old pumps 
years, 


territory to let vou check their 


older pumps, to let you prove in dollars and cents how much GOULDS “Close 


Cupld” Pumps would save. You can do that easily 


technical bulletins and other sales helps. 


Our large stocks of “Close-Cupld” Centrifugal 


with the aid of GOULDS 


Pumps make it) possible 


for you to guarantee quick delivery, and the complete “packaged unit” con 
struction of these rugged pumps makes installation a matter of hours, not days 


This quick installation feature, plus the fact 


meets more than 50% of industry's needs, makes 
the hour’, an outstanding builder-upper of profts. 


GOULDS “Close-Cupld” 


“Close-Cupld” the “pump of 








Please send necessary data to prove to customers 
just how much money new Close Cipla’ punipes 


can save 


GOULDS PUMPS Inc. Bs 


SENECA FALLS, NEW YORK, USA 


Street 


| | City 


State 
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Tout your customers about MODERN 
PACKAGED SHIM STOCK .. . they'll discard 
mokeshifts gladly enough! 

Giving them such a service not only binds 
customers to you. It takes all your headaches out 
of shim stock inquiries! You get bigger units of 
sole—with less handling. Reach for a package 
instead of the shears, when they ask for shim 
stock. And our special new containers bring you 
constant “fill-in” orders —automatically. 

Our packaged line is complete... to satisfy 
your cust "s every requi t. Write today 
for catalog and dealer merchandising plan. 
LAMINATED SHIM CO., INC., 58 Union St., 


Glenbrook, Conn. 














Build up with | 


BUNTING 





@ Your customers are 
using and will continue 
to use more bearings than 
ever before. Rapidly in- 
creasing use of Bunting 
Bearing Bronze in bars 
and finished bearings 
means rapidly increas- 
ing volume to the Bunt- 
ing wholesaler. 


THE BUNTING BRASS & BRONZE CO., TOLEDO, OHIO 
Warehouses in All Principal Cities 
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manufacturer. Manufacturer’s rep- 
resentatives come around quarterly 
to large shops, semi-annually to 
small ones. About half the tools pur- 
chased are bought through distribu- 
tors. 


The current defense program has 
thrown the tool and die shop into the 
limelight, for aircraft, automotive 
and other plants are throwing upon 
them the burden of tooling their 
equipment and producing high-ac- 
curacy parts. Thus, even the little 
tool and die plants are rushed to 
death—which should create a first- 
class market for you if I ever saw or 
heard of one! 








Demonstration Sells Electric 
Tools 
(Continued from page 27) 








truss, there being three different 
sizes included in the 15. Hundreds 
of these trusses were involved. 
“Having had experience on a 
number of similar jobs, I asked for 
a chance to figure on it. In half an 
hour I was able to show that the 
work could be done with the type of 
tool I carried with me. A battery 
of three of these drill units on sep- 
arate stands would do the work so 
that each piece of wood needed to 
be handled but once. Further, at 
no time was any tool idle. The 
half hour’s work included making a 
complete diagram of iiow the work 
was to be carried out. The result 
was another nice order by simply 
understanding the nature of the 
work which the tool was to perform. 
“Something has been said about 
knowing your product to the last 
nut and screw. This brings to mind 
an order landed by just a little twist, 
and not without its humorous aspect. 
There was an order pending for 12 
drills. We tool salesmen had _ all 
‘shot our wads’ so to speak. In the 
mind of the purchaser it was a toss 
up. I studied my tool over and 
over for some individual point which 
might tip the order. Then I hap- 
pened to think of nuts and bolts. It 
happened that certain parts of my 
machine were bolted instead of 
screwed together. So I went back 
and pointed this out to him—the 
rigid, permanent construction that 
could only come by the use of bolts 
and nuts well set up. It was enough. 
Other things being equal, he wanted 
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CHROME FACE 
“LEADER” STEEL TAPES 
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SPSS A aes 


SAGINAW, MICHIGAN ° 


TAPES - RULES 


New York City 


PRECISION TOOLS 








that rigidly bolted tool. The order 
for 12 came our way.” 

These experiences related by Mr. 
Williams indicated highly specialized 
selling effort. He was asked to 
enlarge somewhat on that and also 
to say something of the “mechan- 
ics” of their selling methods. 

“You are right. Our men are all 
specialists capable of taking all prob- 
lems in their stride and exercising 
ingenuity and resourcefulness in 
selling. They are specially trained. 
In fact, all of us are constantly 
under a form of training. Knowledge 
of the product is the first essen- 
tial. This is imparted by the fac 
tory representatives who are engi- 
neers and are capable of giving us 
every last information 
the tools themselves. 


iota of on 


“Every two weeks we hold sales 


meetings. At these meetings, the 
salesmen do not do the asking. 


They do the answering. They are 
quizzed about the construction and 
operation of each tool over and over 
again. They are given application 
problems to work, taken right out 
of the field. As T said, they have to 
know their product thoroughly. 

“For the purpose of showing and 
demonstrating, each salesman drives 
a light, panel delivery truck on his 
rounds. He carries representative 
tools in each of the three major 
lines, picking the leaders in each 
line. These tools are taken out and 
set up on the job for demonstration 
at every opportunity. If interest is 
aroused, he leaves the tool there for 
one day, to be picked up the next 
and the sale closed if possible. Our 
experience, from carefully kept rec 
ords, is that better than 50 per cent 
of such demonstrations are turned 
into sales. 

“All the time we are selling we 
are driving home the point of our 
‘immediate’ service. We are in busi 
ness to help the industrial operators 
and the contractors in all cases of 
emergency, to save them time and 
money. This fact is one of the great- 
est builders of good will and future 
sales. To that end, we have insti- 
tuted a ‘tools to loan’ service, free, 
along with the regular repair service. 
A contractor is held up because a 
tool has broken down. Every hour 
is costing him money. He brings it 
in to be repaired, whether our make 
or some other. If it is going to take 


even an hour to make the repair, we 
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“Veelos Neoprene 
has helped me sell 
more than one new 
V-Belt Customer, 


says 

mill supply salesman 
E. A. ZIRZOW, of 
C. S. Kegerreis Supply 
Inc., Elkhart, Ind. 





**Veelos Neoprene V-Belts have 
Neoprene all the way through 
—and that makes it easy to 
prove savings to customers. 
Being more resistant to oil, 
acids and excessive heat than 
rubber belts or belts with only 
an outside covering of Neo- 
V. 


Belts last much longer. When 


prene, Veelos Neoprene 
I add the advantages of Veelos 
V-Belts’ adjustability, it’s easy 
to prove that costs are sharply 


reduced. 
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‘OUR 
NEW WELLS 
SAW IS ONE OF 


THE HANDIEST 


New GASKET 
Handbook and Catalog 


64 fact-packed pages of ad- 
vanced engineering data... 
complete size and price infor- 
mation . . . many new and 
improved products . . . pro- 
fusely illustrated . . . concisely 
written ... to offer time-saving 
reference. 


Your copy sent on request. 


GOETZE GASKET & PACKING CO., Inc. 
26 Allen Avenue, New Brunswick, N.Jd. 
Branch Offices in Principal Cities 
“America’s Oldest and Largest Industrial Gasket Manufacturer” 





Says WORLD'S LARGEST BUILDER 
OF MAGNETIC EQUIPMENT 








TOOLSINTHE inn 
Three Rivers, Mich 
SHOP!” 
Gentlemen 
Our new Wells Saw is performing beautifully we wonder now how we goi along 
without it It replaces an old machine that caused a bottleneck. Now we have no 
trouble as the Wells is fast and very accurate. It works 16 hours a day and blade 


trouble ix 

It is one of 
Very tr 
DINGS 





rare indeed 


MAGNETIC 





the handiest tools in the shop 


uly yours, 
SEPARATOR CO 
(Signed) D. Stricklin, 






Supt 





N OW’'S the time 


to replace obsolete 


equipment w ith a 


speedy, accurate, 
dependable W ells 
Saw. Take a tip from 


the testimonial above 


it's typical of results 


Wells Saw 


where are experiencing. 
Write for details now. 


WELLS MFG. CORP. 


Three Rivers, Michigan 
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users every ° 














Built in two sizes: 


No. 5 No. 8 
5'"' diameter 8'' diameter 
round or round or 
5" x 10" 8" x 16" 


flat flat 















flso the new No. 9 Upright 
Saw, a recent addition to the 
Wells line. 








METAL CUTTING BAND, 
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/ hand him another tool of equivalent 


t 


and in first class condition. 
‘Here, take this and use it. Bring 
it back when it can be spared and 


pick up your own. No charge. Glad 


type 


| to help you out.’ 


“Another type of customer has 
regular work for only three tools, 


say. But in rush times he could use 


another. We rent him one. The 
rental is sufficient to retire the cost 
of the tool in reasonable time. Or 


he may up and buy it after renting 
it for a These rentals and 
charges for repairs, while reasonable 


time. 


from the customer's standpoint, pay 


| the materials and labor costs of the 


service department and a nice divi 
dend What 
remembers about the service depart- 
ment is not cost but the fact that 11 
helped out in a pinch. 


besides. the custome: 


“Another angle to the service is 


| that our men not only give service 


but are as thoroughly trained 
any the the 
points of each tool. These men, as 


1S 


of salesmen on sales 


highly skilled as any factory repair 


| men, can and do sell tools for our 


salesmen while they are rendering 


service. They do not quote prices 
and close deals, but they lav the 
groundwork. 

“Saw breaks down on a job. Sery 
man Notes that the 
customer trving to do a job 
heyond the ability of the tools he 
owns. The service man tips off the 


ice out. 


cr » 
goes 


is 


salesman, by a complete written re 
port of the conditions and why he 
thinks a sale can be made. This is 
in the ‘Remarks’ column on his ser 
ice time card. All service men at 
tend all sales meetings. 


they 


Generally. 
work 


eventually and the service work is a 


are in line for. sales 


fundamental part of their training.’ 








The ABC's of Steel 


(Continued from 29) 


page 








the last Finally the tube is 


straightened, cut to size, and made 


Pass. 
ready for shipment. 


Electric Welded Pipe 


Electric fusion welded pipe is made 
in sizes up to 150 in. in diameter or 
more. The upper limit is governed 
by shipping conditions rather that 
by manufacturing facilities. Lack o/ 








1 






























valent head room under bridges and over 
ition. passes and in tunnels prohibits ship- 

sring ments of pieces above 120 to 150 ‘ 

1 and in. diameter on most railroads. ZA 

Glad Where pipe is fabricated at the site, —*® 

as at the Boulder Dam, much larger 

r has sizes have been made. 

tools, Electrically welded pipe is made 
Id use from plates which are bent cold in 

The a roll bending machine. Prior to 
e Cost hending all four edges of the plate g* 

. Or are planed, and the edges parallel 
‘nting to the rolls are crimped to the de- 
s and sired radius, to insure proper curva- makes a 
mable ture to the edges of the plate, thus ' 
t. pear avoiding flat spots in the pipe. As | | {| | 

if the rolls are tia hogs one ive y se er ° 

divi direction, then in the other, the plate 
rome is gradually bent into a eyvlinder of | Compact a self-contained coe neat 
epart the desired diameter, or into a pipe ras? Unshako = the nut with the 

at it section, if more than one plate is built-in locking ring which springs Hy 
hat rans _ into action and holds tight whenever vibra- Pat's. 
required to form the pipe as for ex- tion occurs. This feature alone makes '"Un- _— 

te te ample in very large pipe. Plates shako" a steady seller for many mill supply 
eTVICE are generally rolled in’ lengths of houses. Are you one of them? If not, let 
das 20, 30 and 40 ft. However. the pipe | us tell you our proposition. It's a good bet. 

sales can be made in any shipping length 
m. as hy welding together multiple lengths. | 5 Q n D Q R 2) R € cs € ST € € L C 0 
repair Phe formed plate is placed in a T D ‘ 5 D ° 
r our jig and tack welded at several points JENKINTOWN, PENNA. Box 519 
lering along the seam, to hold it in shape —— SRRSS0CE = 
Pet ie during welding, whereupon the | {| 80STOM+ DETROIT - INDIANAPOLIS + CHICAGO + ST. LOUIS - SAN FRANCISCO 
vy the longitudinal seams are butt-welded. | 








1)\ the electric fusion shielded are | 























Ser, process. The ends of the finished | 
it the pipe are then trimmed smooth and |... —_ x 
l job sized. for perfect held fit, and the Boost your vise sales 
Is he pipe is tested hydraulically to insure = | 
—~ 1; 1 me ° | ao 
sites seaek i Saees bn cee aa pal with new RRIPSIb 
nore coated it must be freed from loose | 
w he null scale, oil, and grease by wire | § ® 
his is brushing or grit blasting. The coat- work-saver Tri-Stand 
. - tie ee - ‘ 
sery ings generally used are paint, as- 
| ° » 
nat phalt, or tar enamel, 
rally. OUR customers go for it—as thousands of buy- 
work ers have already—for it offers them unusual 
k isa | new conveniences. Legs fold up snug to go where 
ing.” Sales Meeting In Print | work is. Sets up rigid, hard to knock over—ceiling 
: | brace and screw-down feet. Special malleable 
(Continued from page 32) | frame is a whole work bench lots of room for 
——_ oil cans, dope pots: slots to hang a flock of 
tools handy: pipe rest and three benders that 
? F won't collapse your 
l Phe process ot heating metals to ; Chai k 
: pipe. ain or yoke, 
) remove strains, then cooling in’ such with highest quality 
manner that no new. strains are | tool steel jaws. An 
introduced. outstanding value 
] 2. The process of raising and low- | built to take the pun- 
” Is ‘ ‘ 
ering metal te miperatures, at various | ishment. Thousands 
mace speeds, to produce desired physical | of advertisements this 
properties : month tell your cus- 
. tomers about it. 
3. A change in grain. structure. } ‘ a 
$+, By raisis perature bevond eee Se. a Sony ee 
’ aising tempera c eVvor P 
Rage Me wenn nae a Chain, Tri-Stand terest in the new THE RIDGE TOOL CO 
| le critical temperature, and cooling Capacity 4”, Also Tri-Stand—for extra ® 
ade i . Yoke Tri-Stand 
— ildenly. Capacity 2° profits. ELYRIA, OHIO 
fer or 5. By reheating to a point lower 
erned than the critical temperature, then 
thar ioling slowly PIPE TOOLS 
ick 0! 6. The process described in the 
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YOU'LL SAVE 






TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 








NATIONAL TWIST DRILL ano TOOL CO. 
DETROIT U. S. A. 


Top and Die Division, WINTER BROS. CO., Wrentham, Mass. 
Factory Branches: * NewYork «* Chicago °° Philadelphia ° Cleveland 
Distributors in Principal Cities 
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| answer to Question 4 





7. It is decreased. 

8. Heating metals to cause the sur- 
face absorption of carbon, thus in- 
creasing skin hardness. 

9. 1400-1500 deg. F. 

10. 2200 deg. F. 

11. 1400 deg. F. 

12. High—1560 deg. F. 

13. 1600 deg. F. 

14. 1100 to 1600 deg. F. for 
and iron, 


steel 


15. Control is much more accurate. 

16. Combustion of fuel, and con- 
version of electrical energy into heat. 

17. Combustion of fuel—oil, gas, or 
coal. 

18. The (1) “batch,” intermittent 
or “in-and-out” furnace, and the (2) 
continuous. 

19. One in which the work is en- 
closed in a muffle heated by the prod- 
ucts of combustion. 

20. Because some stock is injured 
by contact with the products of com- 
bustion, 

21. Nichrome or similar — nickel- 
chromium alloys, granular carbon, 
solid carbon, silicon carbide and 


graphite. 





22. Yes—for example, in bar or 
rivet-heating electric furnaces. 

23. Turtle-back. 

r4 1 ’ 4} ’ Gin 

25. Split — 1} «44 x9-in., Soap 


24x 2!x9-in 


- 


Answer to problem on page 32 


The third Gorleigh manager is the 
present Candor manager, and the sec- 
ond Elston manager is the present 
Gorleigh manager. This can be de- 
ducted thus: Make a diagram of the 
problem, with capital letters, B, G, C 
and E representing the cities; 1, 2, 3 
and 4+ representing the order of man- 
agership; and small letters, b, g, ¢ and 
e representing the men. The entire 
fourth row can be filled in’ immedi- 
ately. We know that the present Gor- 
leigh manager was the first Benton 
manager, so put a small g under col- 
umn BE, row 1. The present Candor 
manager came to Benton a week after 
the present Gorleigh manager left; 
therefore put c in column B, row 2. 
Continue this reasoning until the 
other twelve squares are filled. Here’s 
the complete diagram: 





E B G C 
1 c g b e 
2 g c e b 
3 b e c g 
4 e b g c 








4 








ur- “Diamond Jim"—Master 
in- Showman 


(Continued from page 25) 








His first year, “Diamond Jim” gave 








teel ; 7 : ae : 
- away 117 tu key s and 1200 neck- e Men who lace belts like Alligator because 
oe lt. a ia . : ; it can be put on with a hammer and it drives 
ate es. Chis custom he ke pt up the oe in and year = mill supply straight. Its compression grip protects the 
— rest of his life. and. of course. the jouses have made money out belt ends and there is no ply separation. It 
on- ; ae ’ — of Alligator Steel Belt Lacing and embeds in the belt and‘is smooth on both 
ia list constantly increased. Flexco HD Belt Fasteners and Rip aces. The two piece rocker pene gl yin qreety 
all. af i ‘ > ° e 
or Records tell us that during his Plates—made money because Alli- fastening can easily be separated at any time. 
, Bt. see Mirede | “| a | gator and Flexco are used every- 
we time brady bought enough where belts are used—made money 
rent champagne for his friends to float because a small stock will show a 
(2) the Normandie, yet he was content remarkably good turnover. 
to muddle through an evening with Why not go after some additional 
en- re three gall Bigg AED business on both Alligator Steel Belt 
wry a ers t CE Gases of Orange juice Lacing and Flexco HD Belt Fasteners 
for himself. Think of that, you and Rip Plates? You may be sur- 
; bovs who are forced against your prised to find how many dollars you 
red ae nk F ; me . can add to your profits by checking 
om- will to drink with customers. up on the requirements of printing S.,iMtenance like Flexce HD Belt Fasteners 
It is also well known that many plants, —_ repair shops, plan- and Rip Plates because the fasteners make 
. “TS. 2 os : ing mills, dairies, sand and gravel a tight butt joint with long life. The recessed 
kel- ot Diamond Jim S most outstand- sain, and every type of ral tt plates embed in the belt and prevent ply 
yon, ing stock market and business ac eutte a veur sect separation. Patching and other repairs with 
bd im your section. rip plates save expensive conveyor belt re- 


and complishments came as a direct re placements and extended shutdowns, 


sult of the fact that he picked up 











” valuable information while others FLEXIBLE STEEL erie COMPANY 
were in their cups and he was not. 4633 Lexington Street, Chicago, Illinois 
One of our salesmen who, as 
i i for transmission belt 
mentioned previously, was an office ALLIGATOR Steel Belt Lacing belts 
boy at the time “Diamond Jim” For conveyor belts FLEXCO rire Fasteners and Rip Plates 
represented our company, recalls 
that: “No one could ever distin- 
32 guish between business and pleas- 
ure with ‘Diamond Jim’. They 
the were both so interwoven in his life 
sec- that there was no separating them. 
sent Some of his best selling was done at 
de- three o'clock in the morning. One 
the of his early discoveries was that the 
1, C ordinary business man’s hours were 
2, 3 = 
not always the best selling hours. 
ian- Re Scns pu fag , 
ao Diamond Jim,” he continues, 
alae “had an unlimited expense account 
edi- and entertained on a lavish scale, 
s0r- but his sales were tremendous, too. 


nton In his entertaining, he sold many a 
col- man who started out with no idea VA L L b y G R : N D . 8 
idor t i Nevertheless he was ; 




















; of buying. was a 
itter ‘ . " » , ] | Tr 
‘ef thoroughly honest, truthful worker. % Low upkeep cost 
as No favor was too great for him, no % Economical, efficient performance 
w £. ; Oe alt ° : 
Pa charitable contribution too large. % Complete satisfaction in service 
re’ Nothing was too much to please a More than 20 years of painstaking research and manufacture have produced Valley 
etait "sast is \ ther 3 o | ‘ne or Grinders, which are now accepted for their quality, accuracy, and performance through- 
: eeLOEe © net im 2 buUSINess © out the world. Most large industrials know from experience what to expect from Valley 
social Way. leven though he had ac Grinders and satisfied customers are your best assurance of profitable repeat business. 
on cumulated a huge fortune he was a Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
- ge tor wit = lee r ” by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 
- hard worker until his ¢ eat 1. wide wheels, and adjustable tool rests. Sizes from 1% h. p. Bench to 5 h. p. Pedestal 
Just before the turn of the cen- models. 
2 ep: —* 
tury, Diamond Jim was worth Let us give you prices and details on special profit-making franchise 
] F , “* } for Valley Distributors. 
> between ten and twelve million dol-_ | 
ee | 
lars and his income was so great | J ® 
' that even with an imagination like i. ' Valley Electric Corp. 
C his, he had difficulty in spending it. 
—— \t this time he prepared a list of | aN ‘SA 4221 FOREST PARK BLVD. e ST. LOUIS, MO. 
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ALLOY SCREW SALES GO UP 





OTHER CAREY 
PROFIT MAKERS 


Pipe Coverings 
Roll Roofings 
Asbestos Millboard 
Asbestos Paper 
Asbestos Rope & 
Wick Packing 
te 
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l. You avoid complaints—keep 
customers when you give top 
quality screws that stand up on 
the toughest jobs. Mac-it has 
made only that kind of screws 
for more than 25 years. 

2. You protect buyers, reap their 
satisfaction when your service is 
keyed to their needs. 


3. You get additional orders 
when you offer exclusive, stana- 
ard types of screws. Mac-it offers 
the only complete line of heat- 
treated alloy steel screws! 


e A tew protected 
ibs territories avail- 
able. Write 


for 


information. 
PRONOUNCED 


MACK.ITS 


THE STRONG, CARLISLE & HAMMOND COMPANY 
1392 West Third St.° 


A 


Cleveland: Ohio 



















100% Longe 


Careyclad is 


standards in 


you an attractive profit. 


Write the nearest CAREY Branch to- 
day for details of distributor proposi- 


tion or—address Dept. 55. 


THE PHILIP CAREY COMPANY 


Dependable Products Since 1873 


LOCKLAND, 
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and_ service—lasts 
100°. longer than ordi- 
nary roof coatings. 


CINCINNATI, 


r 


Lasting cad 


super, 
asbestos - fibre *R OOF 
COATING that sets new 
durability 
over 


Sell this outstanding product 

“cash in” on the quality 
and economy of CAREYCLAD 
COATING. It will give your 
customers utmost satisfaction and pay 















OHIO 





| panic of the "90's. 


more than 1,200 names, ranging 
from high industrial and govern 
ment officials down to lowly section 
hands. Over 300 of them received 
a gift each week from “Diamond 
Jim”. Of course, this did not hurt 
his constantly inereasing © sales, 
which now netted him a million dol- 
lars a year in commissions. 

No one can question that “Dia- 
mond Jim” Brady was one of the 
greatest personal showmen of all 
time. Yet many do not fully realize 
how astute and courageous he was 


as a business man. 


One of his master strokes of 
showmanship occurred during the 
Business was at 
a standstill in 1895.) The railroads, 
Jim’s customers, were not buying. 
Bankers were advocating a return 
to the simple life and the most 
rigid frugality for all. At such a 
time Brady sold all his securities 
amounting to some $150,000—and 
laid out an elaborate program. to 
spend his way out of the panic. 

His reasoning was that if he 
couldn't sell the railroads anything 
just then, he could at least enter 


| tain the railroad buyers and execu 





tives so that they would buy from 
him when purchasing was again re 
sumed, Then, too, a dollar spent 
in this fashion when everyone else 
had stopped would attract more at- 
tention and create more favorable 
reactions than normally. 


Formula Repeated 


So successful was this formula of 
“Diamond Jim’s” that his company, 
Manning, Maxwell & Moore, again 
found it effective in 1938. In Janu- 
ary of that year the firm increased 
its sales force 25 per cent at a time 
when other companies were laying 
off salesmen and reducing sales ex 
penses. The reason behind this 
present-day use of Brady's formula 
of spending his way out of a panic 
is simple and sound. First, in a 
period of restricted buying, it is 
necessary to make more calls to get 
the same amount of business. To 
make more calls requires more 
salesmen. Second, the company has 
learned that when business is “ott” 
is the best time to establish yourself 
with the people who are prospects 
for your products. Then, too, some 
buvers resent the fact that salesmen 


| only call on them when there ts 


1940 


business available. .\s the result of 


pursuing Brady's strategy, the com 








is 
la 
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pany is reaping a far greater share 


i the returning business than if it 
had followed the trend and “holed 
in” until the blow was over. 

Incidentally, this move proved to 
be still just as effective from the 
standpoint of showmanship as_ it 
was when Brady first used it. This 
was shown by the fact that news 
magazines, business magazines, 
trade journals and newspapers de- 
voted columns to it. 

Many a salesman today might 
well take a lesson from the coura- 
geous and generous showmanship of 
“Diamond Jim’. People still are 
inherently the same as they were 
when Brady was a favorite. They 
continue to buy from individuals 
whenever they can rather than from 
lifeless corporations. Make yourself 
a personality; do something that 
will cause buyers to remember you 
favorably when they have an order 
to place. It is still good selling 
technique. 

If there was anything in the 
world that “Diamond Jim” Brady 
liked better than an enormous meal, 
it Was two enormous meals. His 
appetite was on the same grandiose 
scale as the rest of his fabulous ac- 
complishments. There is no need to 
tell vou what Jim ate for his dinner 

—it’s unbelievable. But run through 
the following for a breakfast that 
srady regularly put away: a beef- 
steak, a few chops, fried potatoes, 
eggs, pancakes, hominy, muffins 
and a big pitcher of milk. But that 
was only one meal, and he normally 
consumed his five per day with a 
five-pound-box of candy in between 
times. Jim’s former office boy, now 
on our sales staff, recalls that, 
“Many times when he was in the 
middle of an important conierence 
in the office, he would call me in, 
hand me a hundred dollar bill and 
send me out for four chicken sand- 
wiches, a piece of pie and the big- 
gest piece of cheese I could find.” 

“Tt took considerable running 
around to find someone who could 
change a bill of that size and fill 
the order. 

“One day, Mr. Brady had a pack- 
age to be delivered in Boston. He 
said to me, ‘John, take your hat and 
go to Boston.’ 

“T told him I'd have to have some 
clothes to stay over night. ‘Diamond 
Jim’ just reached into his pocket, 
handed me a fifty-dollar bill, and 









ARKETS! 


HERE ARE A FEW OF THE 
MANY FOR LOWELL'S 


Incomparable when a rugged socket wrench is re- 
quired, especially in tight places or long runs and 
where heavy leverage is needed. Used on pipe 
coupling, steel construction, timber bolting, cul- 
vert connecting, staybolt caps, cable p Aas 
grease plugs, countersunk plugs, tunnel liner plates, 
wood tank and silo bands, railroad track bolting, 
water gates, etc. A time-saving tool in refineries 
and on construction jobs. 


THEY STAY SOLD 


This is proven by our 71 years of wrench build- 
ing. If Lowell's were not dependable reversible 
ratchet wrenches the trade would have dis- 
covered it. 


M 


RED RATCHET 


LOWELL 


WRENCH CO. WORCESTER, MASS. 
The name LOWELL stands for an Honest Deal with Honest Tools. 

















CLINCH THE SALE BY BEING ABLE TO 
PROMISE “IMMEDIATE SHIPMENT” 


Your customers USE Blast Gates 


Wherever a plant in your territory uses low-pressure 
air and gas you have a live prospect for Rockwell 
Blast Gates. 













Plant expansion and modernization to meet the de- 
mands of national defense give you many oppor- 
tunities for an additional source of profits when you 
handle the Rockwell line—the complete line nationally 
recognized for its highly effective modern design and 
for the high standards it sets in economy and effi- 
ciency. 





All sizes and all types available for prompt shipment. 
Send at once for the Rockwell Catalog. 


W. S. ROCKWELL COMPANY 


50 CHURCH ST. NEW YORK, N. Y. 





—-m-mexnon 
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WHY DON’T 





YOU JOIN? 


An increasing number of distribu- 
tors are adding satisfied customers 
by selling GRIFFIN HACK SAWS. 
They meet competitively every 
customers metal cutting problem 
with blades that stay sold and 
bring repeat business. 

It will pay you to check up on 
GRIFFIN’S hack saw story. Write 
us today about the GRIFFIN PLAN 
for profits. 











cS 
‘Se General Sales Agents 
<°* JOHN H. GRAHAM & CO., INC. 
< ° 105 Duane Street New York, N. Y. 


1880 Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 1940 


GRIFFIN 


Safets Belt Hooks and Lacers 
Give You More Profit! 





2 


3-4: 
5 
= _ ee 
\/ See Those Jaws 
SAFETY Not flat, but RIBBED 
Portable Lacer . *" Wook _— 


Let us explain, 
quote you and 
outline our sales 
co-operation. 












The Best 
Belt-Lacing = 
System 6° A ayiil 
with the a a 2 Hooks are easily 
: sunk below the 
a surface of belt 
Full 6” it 
For You! - ; Capaci y These two features 
touter 
appeal to 
Stronger mechanics. 


Soles are easy/ 


Safety Belt-Lacer Co., Toledo, Ohio 
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said, ‘Buy what you need and be 
sure to bring back the change !"’ 

Just before “Diamond Jim” went 
to Johns Hopkins after his sturdy 
old stomach gave out on him in 
1912, he destroyed over $200,000 
worth of notes that various friends 
owed him, just so they wouldn't 
have the headache of trying to pay 
them back to his estate. 

Out of gratitude to the doctor 
who saved his life, “Diamond Jim” 
gave $200,000 for the founding of 
the James Buchanan Brady Urilogi- 
cal Institute. 

In the spring of 1901, when 
horse-racing was an exceptionally 
popular sport, “Diamond Jim” had 
an opportunity to pick up two fairly 
good race horses at what he con- 
sidered a bargain price of $10,000. 
He realized that here was another 
excellent opportunity for publicity. 
There was really a deeper underly- 
ing reason in that Gold Heels, one 
of the horses had been bred by 
A. J. Cassatt, president of — the 
Pennsylvania railroad. 

Mr. Cassatt, when he learned that 
“Diamond Jim” had purchased the 
horse which he had bred, asked 
srady if he would mind racing Gold 
Heels under Cassatt’s colors. The 
story book ending to this little epi- 
sode is that Gold Heels not only 
won the season's biggest race, but 
also hung up a world’s record as 
well. 

The next year, “Diamond Jim” 
added nine more race horses to his 
stable, in addition to Gold Heels 
and Major Daingerfield, the two he 
had purchased the previous year. 
His first two horses, with a vear of 
careful training cleaned up every 
race the first part of the season. 
The year’s big race was the Subur- 
ban Handicap which Gold Heels 
again won easily. The president of 
the Pennsylvania was overjoyed at 
this for he, by this time, had the 
contidence to bet heavily on Gold 
Heels. Incidentally, “Diamond 
Jim” cleaned up some $82,000. 

In these few brief notes from 
Brady's overflowing life, we have 
tried to point out to all salesmen 
how showmanship contributed pow- 
erfully to his salesmanship . . . how 
it made him famous and wealthy. 
We can’t all be Bradys, but we can 
all put a lot more “oomph” inte 
our selling than we do, and that’s 
all that Brady did. 
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AMERICAN 
MACHINIST 


is read by the production executives who have buying authority 





in the metal-working industries. It has thousands more paid 
subscribers than any other publication serving this field. When 
manufacturers whom you represent advertise in American 


Machinist, they are giving you powerful sales assistance. 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 
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MAIN FEATURE 


Cleans with flick of switch 

For No. 8 and 10 hand grinders 
Small, compact and strong 
Handling sheet metals, glass 
Parallel action 

Collapsible, quickly removed 
Resilient, non-metallic 
Flexible-coupled units and systems 
For, heavy duty service 

For flashlights 

Sturdily constructed 

Positive starting assured 

For screw conveyors 

Furnished in plastic container 
temovable carriage 

Increases utility of machine tools 

Cuts replacement expense 
Increased wear 

20-ton capacity 

Requires no servicing 

Supports drill, absorbs recoil 
For steam lines 

Where fast dipping is required 
For creating high test pressures 
Prolongs life of bearings 
Miniature, automatic 

Five models available 


For metal, cable, tubing 


MANUFACTURER 


Clements Mig. Co. 

The Dumore Co. 

McGill Mfg. Co. 

J. R. Claney, Inc. 

Wm. Schollhorn Co. 
Rockwood Sprinkler Co. 
Stanley Tools 

Decatur Pump Co. 

Skilsaw, Ine. 

Ideal Commutator Dresser Co. 
P. Wall Mfg. Supply Co. 
Independent Pneumatic Tool Co. 
Stephens-Adamson Mfg. Co. 
Blackhawk Mfg. Co. 

Oster Mfg. Co. 

Wesson Company 

Hewitt Rubber Corp. 
Hancock Valve Division 
Templeton, Kenly & Co. 

B. F. Goodrich Co. 
Ingersoll-Rand Co. 
Patterson-Ballagh Corp. 
Electric Soldering Iron Co. 
American Instrument Co. 
Trico Fuse Mfg. Co. 

Vulcan Electric Co. 
Greyhound Electric Mfg. Co. 


Penn Tool Co. 











NEW PRODUCTS 
WITH SALES POSSIBILITIES 


Two-Speed Blower 
Cleans With Flick Of Switch 





\ simple flick of the switch cuts 
the velocity of this 
blower and 
26,000 to 


combination 
suction cleaner from 


20,500 lineal ft per min 


116 


Such optional high or low speed 
operation naturally adds greatly to the 
utility of this tool. It serves a dual 
purpose—ready for the most difficult 
cleaning job on heavy, massive ma- 
chinery when operating at high speed 
or when used at low speed eliminates 
the necessity of a smaller, less power- 
ful machine for cleaning light equip- 
ment and delicate instruments and 
tools. Housed in sturdy cast alumi- 
num the 10-blade suction fan is 
powered by a dynamically balanced 
1 hp. motor. Blower may be easily 
converted into an efficient and useful 
sprayer.—Clements Mfg. Co.. Chi- 
cago, Tll—Mitt Suppwies, October 
1940, 
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Steel Carrying Case 
For No. 8 and No. 10 Hand Grinders 





To keep Dumore hand grinders free 
from shop room dirt and to prevent 
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hand grinding equipment from being 
iisplaced, the manufacturer has de- 
veloped a sturdy steel carrying case. 
The case is ll-in. x 44-in. x 34-in. 


and can be used for either the No. 8 


or No. 10 hand grinders. The case also 
has a compartment for storing extra 
mounted grinding wheels, abrasive 
bands and arbors.—T7The Dumore Co., 
Racine, Wis—MItLt Supp.tiers, Octo- 
ber 1940, 


Fixture Switch 
Small, Compact and Strong 





A new fixture switch which em 
bodies an exclusive arrangement for 
attaching wire leads to terminals. It 
is small, compact and strong. Has 
an exceptionally smooth, easy “pull”. 
Fits wall thickness up to Ys in. and 
has 9 in. wire leads, stripped 3 in. 
Overall dimensions, 3 in. by {% in. 
Rated: 3 amp., 125 volts; 1 amp., 
250 volts. Listed as standard by Un 


derwriters’ Laboratories. McGill 
Vfg. Co., Valparaiso, Ind.—Muu 
SUPPLIES, October 1940, 

Lifters 


Handling Sheet Metals, Glass 





Wherever sheets of metal, glass o1 
other smooth surfaced materials are to 
be moved, sure-grip “Eveready Lift 
ers” are most useful. Made in sizes 
ind styles to fit various applications 
on plain or oiled surfaces, the pres 





















Standardization — 
the definite result of the 
Unfailing Performance of 
Holo-Krome Socket Screw Products. 

The answer is simple—Volume at a Profit. 








Us OVO*KROME 
ma @ fbr = aaa?! 


= : Oe LS? Siete 2 1 
THE HOLO.KROME SCREW CORP. SOCKET SCREWS HARTFORD, CONN. US.A 


MILL SUPPLIES © OCTOBER, 1940 117 








“THERE IS NOTHING BETTER” 


FOR EVERY 
NEED 


By all means, get the facts! 























We are one of the very 
few who can offer you 
from ONE SOURCE a 


complete line of files. 


We make both American 
and Swiss patterns in all 
sizes, shapes and cuts 
and have proven their 


quality to industry. 


It is our policy to sell 
thru distributors and we 
can accept distributors in 


some sections. 


Why not become in your 
ONE 
SOURCE FILE DISTRIB- 
UTOR by selling the 


territory a 


3 BRANDS 
“DU-MORE” 

"KLEEN KUT" 

"ALLIGATOR" 


SWISS PATTERN 
Are you interested? 


CARSON-NEWTON CO. 
Belleville, N. J. 


CARSON- 


NEWTON 
FILES 


















| 





| sible to collapse plugs when fused or 


| filled. These boiler plugs eliminate re- 


sure of vacuum cups to the surface of 
the material brings a positive grip, 


which holds firmly—a flip of the | 
finger automatically releases the | 
vacuum and frees the lifter. These 


lifters are built for heavy duty with 
stout handles shaped for comfortable 
handling. There are three sizes es- 
pecially designed for the feeding of 
sheet metal blanks to power presses. 
The size of the vacuum cup is uniform 
on these stock styles but the length of 
the handle varies to give maximum 


efficiency on different size stock 
| sheets.—J. R. Clancy, Inc., Syracuse, 
N. Y.— Mitt Suppries, October, 
1940. 
Pliers 


Parallel Action 





Many improvements have been in- 
corporated in the new Bernard No. 
402, 6-in. pliers, but they also retain 
all the features of the older Bernard 
pliers, such as the parallel jaw action 


(jaws open like a vise) the open throat | 
through which wire may be fed, com- | 


pound leverage, outside cutting jaws 
that snip off nails. Two new features 


have been added—longer, tapering 
jaws. which pe rmit use in smaller 
spaces, and a 25 per cent greater jaw 


opening. This greater jaw capacity 
and parallel action of the jaws gives 
the user maximum service.—Wm. 
Schollhorn Co., New Haven, Conn.— 
MILL Suppties, October 1940. 


Fusible Boiler Plug 
Collapsible, Quickly Removed 
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The new collapsible type fusible 
boiler plug is quickly removed. Strike 
the nut with a hammer and the plug 
collapses. This disengages threads 
from boiler ~ the plug can be pulled 
out easily. A specially designed slotted 
core of pure Banca tin makes it pos- 
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2... YOU POINT OUT 
_GLOBE’S MANY USES 


TO YOUR CUSTOMERS! 


@ it helps your customer, and in turn, 
it helps you if you sell belting products 
that, under the same quality trademark, 
can be used for many purposes. The 
GLOBE line equips you to do just that. 
With a GLOBE franchise, you can cover 
many of your customers belting require- 
ments. And besides offering him versa- 
tility, you can sell him GLOBE long serv- 
ice life, special applications and unvar 

ing quality. Take advantage of the profi it 
opportunities offered by GLOBE 

write today for our price and product 
list . . . also for a copy of GLOBE'S 
cooperative distributor plan. 


A FEW GLOBE ITEMS INCLUDE: 

@® SOLID WOVEN COTTON BELT- 
ING 

® KANRY-TEX BELTING 

@ ENDLESS WOVEN BELTS 


® WATER-PROOF TREATED BELT- 
ING 


@ SIFTER BRUSH WEBBING 


GLOBE 
WOVEN BELTING CO., INC. 


1400 Clinton St. Buffalo, N. Y. 








Make Paint Spray PAY! 





Sprayers Work Faster-Better-More 
Efficiently with this Cesco... 


PAINT SPRAY MASK 


% There are lots of good "reasons why" 
CESCO Paint Spray Masks sell readily. 
Paint spray in face, on clothes, in eyes 
and nose .. . always retards and ham- 
pers good work . . . COSTS MONEY 
one way or another. Recommend a 
CESCO PAINT SPRAY MASK .. . and 
win a customer's appreciation along with 
his order. Protects neck, head and 
shoulders. Light weight. Made in 3 
materials for every requirement. Wide 
vision removable Plastacele window. 
Try for a few SAMPLE SALES and see 
how BIG ORDERS follow! 


WRITE FOR CIRCULAR and Full Details NOW. 


CHICAGO EYE SHIELD CO. 
2329 Warren Bivd. Chicago, Ill. 
EEE RS RNR 
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placement delays, reduce length of 
steam shut-downs and protect boilers 
against cracking.—Rockwood Sprin- 
kler Co., Worcester, Mass.——Mt. 
Suppiigs, October 1940. 


Soft Face Hammers 


Resilient, Non-Metallic Substance 





These hammers are for use on as 
sembly jobs requiring a hammer 
which will not mar finely finished 
surfaces or delicate machine parts. 
The tips are made of “Stanloid”, a 
tough, resilient, non-metallic sub 
stance. The hickory handles are se 
curely wedged in a steel center body. 
Various shaped tips, and regular face 
with brass insert make these hammers 
ideally suited for mechanics, ma 
chinists, sheet metal workers, motor 
builders, service men, and for workers 
in defense industries. All tips are 
renewable.—Stanley Tools, New Brit- 
ain, Conn.—MIL1 
1940, 


Turbine Pumps 
Flexible-Coupled Units and Systems 





Now available are 240, 395 and 550 
(;PH “Burks Super Niagarettes” as 
Hexible-coupled units and systems in 
the new B series of turbine pumps and 
systems. This “Burks B” series is 
particularly suited for booster service, 


boiler feed and condensation return 
service, as well as for many other in- 
dustrial purposes. The series come 





When you sell blades with this trade- 
mark you are giving your customers 
more value per blade than they can get 
from any other. 

This is simply because MARVEL Blades 
have a three-point superiority which is 
unequalled. These fast-cutting, long- 


lasting blades have a cutting edge of 
18% Tungsten High Speed Steel welded 
(by patented process) to a vanadium 
alloy steel back, an exclusive construc- 
tion which makes MARVEL blades ww- 
breakable in fact. 
that they are shatterproof and _ safe. 


Unbreakable means 


Tungsten teeth mean a fast cutting and 
lasting edge, and these points add up 


to blade economy. 


@ Remember MAR- 


Suppties, October | VEL Hole Saws which 


Sell MARVEL Blades. 


increase the capacity 
of any portable drill 
or drill press. Same 
unique construction, & 





same economical serv- 
ice. 


“ 5) 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 BLOOMINGDALE AVENUE CHICAGO, U. S.A 
| Eastern Sales Office: 199 Lafayette St., New York 
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ene equipped with standard electric motor 
‘TRE REOROOOROORORROR BERR LE 22222 2 EE 2 Bedi didicdicdidicdiediediediedicdia or gasoline engine, or are available 
as independent pumps only, for assem- 
bly of motor at time of installation. 
The pumps are the same as furnished 
as regular direct connected model of 


: the “Burks Super Niagarettes” series. 


—Decatur Pump Co., Decatur, Ill._— 


Mitt Supp.tes, October 1940. 
. P 
Cutting | 


BAA D 
SAWS 





6-in. Saw 


: | For Heavy Duty Service 
PROFITS He .| | 








Continuous use has proved to operators 
that Lenox Band Saws last longer—do 
their job better—cut production costs. 
Naturally, they are easier to sell—natu- 
rally, they increase band saw profits. 


“THE BLADE IN THE PLAID BOX” 
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Model No. 67 is a new improved 
See ee ene ee ane eeeeneanennannenannnni 


6-in. saw for heavy duty service. It 
is compact, and ideal for use by the 
carpenter-builder on small homes, ga- 
rages and for general remodeling work 
as well as for all maintenance 


saw- 
ing, except flooring work. It 


may 
also be used with abrasive discs for 
scoring tile, 


concrete, etc., 
tuck-pointing. 


and for 
It cuts to a depth of 
1Z-in. and will rip and cross-cut hard 
wood up to l-in.; cross-cut dressed 
pine lumber up to 2-in.; bevel cut lum 
ber 1%-in. thick at 45°. The blade 
has a free speed of 3400 r.p.m. and 
is protected by an automatic telescopic 
guard that rotates on ball bearings. 
It is 154-in. long and weighs 114-Ibs. 
-Skilsaw, Inc., Chicago, [ll.—Miu.s 
Suppiies, October 1940. 





Storage Battery 
For Flashlights 
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Streamline 
sales policy let's talk. 


MORGAN VISE GO. 108-112 ¥. JEFFERSON ST. 





CHICAGO, ILL. 





\ rechargeable flashlight battery 
similar in principle to the automobile 
storage battery is announced. Sized to 
| fit all popular two cell, 14-in. size D 
120 
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oT flashlight cases, it is proven through the cylinder wall, preventing any dead | 
le actual heavy duty service to be de- center position or the depression of 
a pendable, long-lived and economical. the ~— in = _ due to - 
n. \n ingeniously arranged chamber and accumulation. 1e No. 255 grinder | ‘ oa : 
od vent a semi-fixation of the electro- is but one of a complete line, which | | think it's about time that 
ol lyte makes it spill proof. A small includes a range of fifty models and | | spoke to you Mill Supply 
S charger consisting of transformer and sizes for every type of grinding, from | Dealers about the standard 
= rectifier plates makes it easy to keep snagging rough castings to finishing line of pressure sensitive 
the battery always fully charged. precision dies.—/ndependent — Pneu adhesive tapes of the Indus- 
Merely plug into 110 volt, 60 cycle sad eg? we e 4 TiL—Min trial Tape Corporation. There 
a ee s a definite link between 
mutator Dresser Co., Sycamore, Il.— your knowledge of how and 
Stun Susadn Chauhan seek where these tapes are used 
Hanger Bearings and your profits. 
For Screw Conveyors Are you making the most out 
of the fact that more than 20 
Blow Torch leading industries use large 
Sturdily Constructed quantities of adhesive tapes? 
And that the great variety of 
uses make them necessary 
in almost every industry? 
Yessir, you can Save your Cus- 
tomers plenty of time, labor 
ed and money by offering them 
It a dependable line that they 
he | will appreciate. You'll be do- 
a- | ing yourself a favor too. Just 
rk a little extra effort will make 
a adhesive tapes one of your 
= ““big-profit’’ items. 
or \dvanced in design to give high op- 
a No. 330 “Superior” is the first of pine pani Mie hag _ a 
ed . eee of ‘polished brass tank manently sealed, lubricated for life, 
i hlow torches. Phe makers state the self-aligning,  rust-resistant prevent 
de No. $30 delivers a powerful blast and contamination, require minimum horse 
nil we a sturdily constructed that - i power, strong, compact housing can- 
vic entirely nerey ae professional not restrict flow of material. Bulletin | 
use. All tank inlets and connections ; @ 
5 are mechanically locked into sition. 640 illustrates and describes these | 
Ds. i ae ait “pial ‘ bearings and lists dimensions and | 
e ow proof pump is removed to fill 


tank. 


the one quart 
oversize cast 


The 


burner has a 


capacity 
bronze 


Mitt Suppwies, October 1940. 


prices.—Stephens-Adamson Mfg. Co.. 
Aurora, IIlL—Mi. Suppries, October 


symetrical cannon appearance. The 1940, | 
shut off valve is equipped with a 
replaceable needle point.—/. Hall | 
Wfg. Supply Co., Pittsburgh, Pa Midget Wrenches | 


Air Grinders 


Positive Starting Assured 


Furnished in Plastic Container 











SEND COUPON 


Gentlemen: 


Please forward at once, in- 
formation on industrial adhesive 
tapes. No obligation, of course. 


NAME 
ADDRESS 


CITY STATE 


INDUSTRIAL 
TAPE 











a high-grade steel called 
“Hexite”’, the manufacturer claims a 
unique compactness and strength for 
a new line of midget socket wrenches. 


$y using 


been made of 


Announcement has 
the new “Thor” portable air grinder, 


ery No. 255, based on the new “air behind 


CORPORATION 


vile gpg hae to a Pe tetrernee 
the blades” principle. This keeps the These wrenches, called “Nuggies”, 
: D rotor blades of the grinder out against have a }-in. square drive, and socket NEW BRUNSWICK.-N. J. 
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SIMPLEX 


Steel Slide 


VISES 





The exclusive solid steel slide 
makes these vises stronger and 
more serviceable. Our new types 
of Welders, Production and Drill 
Press and Milling Machine Vises 
will help you increase your vise 
sales. 





DESMOND 


Grinding Wheel 


Dressers & Cutters 





We manufacture the only com- 
plete line of Dressers and 
Cutters and can make prompt 
shipment from our large stock. 
You can serve all of your cus- 
tomer’s wheel dressing require- 
ments from our line. 





In our line of Simplex Vises and Desmond Dressers you will 
find exclusive types of modern tools designed for your cus- 
tomers’ requirements. Write for complete information to-day. 





THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 








SUPPLIES. 


330 W. 42nd St. 





DONT FORGET— 


to send in your copy early for 
the Mid-December Buyers’ 
Reference Issue of MILL 


FORMS CLOSE NOVEMBER 15th 


MILL SUPPLIES 


New York, N. Y. 
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1 . ° 5 » ee 
sizes range from Ye-in. to Ye-in. Min- 


iature “Half-and-Halfs” (combination 
open end and box type wrenches) ac- 
company the midget socket wrenches 
in the new 18ND set which is fur- 
nished in a plastic container that slips 
into the coat pocket. These wrenches 
are designed for professional work on 
carburetor, magneto, ignition, radio, 
airplane and other delicate jobs in- 
volving small assemblies.—Blackhawk 
Mfg. Co., Milwaukee, Wis—MIUr 
Suppiies, October 1940. 


Portable Pipe Machines 


Removable Carriage 





Equipped with a new sliding, float- 
ing type of die-head which is adjust- 
able and quick opening, No. 502 “Pipe 


| Master” follows the modern trend in 


machine design. The die-head is 


“front-cutting” which together with 
the “close-gripping” front chuck 


makes it possible to handle nipples as 
short as 25-in. in the 2-in. size with 
out the use of a special nipple chuck. 
A cone fluted reamer is mounted on 


| the front of the die-head and integral 





with it. The cut-off device uses stand- 
ard cutter wheels and rollers. A re- 
movable carriage which floats on all 
steel ways allows the die-head and 
dies to conform to irregularities in 
the pipe, thereby prolonging their life 
materially. To assist the front grip- 
ping chuck in centering the longer 
lengths of pipe, the machine is 
equipped with a three jaw centering 
chuck on the rear of the spindle. 
Power is furnished by a 4 h.p. uni- 
versal, reversible, variable speed motor 
which can be operated from an elec- 
tric light socket.—Oster Manufactur- 
ing Co., Cleveland, O.—Mitt Svup- 
PLIES, October 1940. 


Angle Plate 
Increases Utility of Machine Tools 


A machine tool fixture has been 
announced, which is said to greatly in- 
crease the range of work which can 
be done on drill presses, grinders and 
milling machines. The universal angle 




















1905 (Strand 1940 | 


FLEXIBLE SHAFTS 
and MACHINES 
High Quality Only 
Keep the Good Will 


of Your Customers 


by sell- 
ing them 
HIGH 
GRADE 
TOOLS 





TYPE MY4 
MACHINE 


See that 

they are 
furnished 

with a 
“STRAND” 
Machine 
it . 


we 


Write for catalog 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 








SHOWS 


HOW! 


The gripping unit in Electroline- 
Fiege Connectors “holds like a 
bulldog”, yet graduates the com- 
pression from rear to front, pre- 
venting crystallization, fraying and 
early rope failure. 


Electroline-Fiege Connectors are 
being sold on a better-quality basis 
and are backed by many sales 
helps. Ask for Bulletin F-2 which 
fully describes this complete and 
profitable line. 








4072 S. LaSalle Street 
Chicago, Illinois 











| 








plate is similar in construction to the 
Wesson universal vise, but instead of 
vise jaws, the universal base with 
patented cradle design is fitted with 
a slotted top plate. The plate may be 
adjusted in three planes. Through the 
use of this device, parts which are 
too large or of too irregular shape to 
be conveniently held in a vise can be 
clamped by means of T-slots in the 
top plate. This angle plate will appeal 
particularly to shops whose drilling, 
grinding, and milling machines do not 
include equipment for universal angle 
set-ups.—Vesson Company, Detroit, 
Vich.—M1ty Suppwies, October 1940. 


Synthetic Sanitary Hose 


Cuts Replacement Expense 





Milk plant and packing plant wash- 
up service brings hose constantly into 
contact with animal fats and grease— 
natural enemies of natural rubber. To 
overcome this costly destruction and 


too-frequent replacement, the manu- 
facturer has developed a new sanitary 
hose which is built with a synthetic 
rubber outer cover completely proofed 
against any type of animal fat. Made 
of ‘“Hewprene” synthetic compound 
it is odorless and possesses extremely 
high tensile strength. This hose is 
available in any length up to 50-ft. 
and in sizes 4-in., ?-in., l-in. 14-in., 
1}-in. in diameter. Normally made 
with white cover, it is also available 
in red or black if specified.—Hewitt 
Rubber Corp., Buffalo, N. ¥Y.—Mu 
Suppiies, October 1940. 


Valves 
Increased Wear 


The makers claim that through the 
use of the development, Superfinish 
ing, the life of valve seats and discs 
in “500 Brinell” valves is increased 
twelvefold. It is stated that Super 
finishing produces a highly polished 


wearing surface by “honing” (rub- 
bing and scrubbing with abrasives) 
which eliminates almost the last 


trace of friction. It is also said that 
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BRISTO 


SELLS! 


«++ YOUR CUSTOMER 


WANTS IN SOCKET SCREW 
SET-UPS! Just one demonstra- 
tion will prove that Bristo Socket 
Screws give faster, easier, tighter 
set-ups. The reason lies in the 
fluted socket head. No wobbly 
wrench. No excess play. No fum- 








bling. Greater force can be 
exerted without danger of strip- 
ping or splitting. These features 
mean faster assembling and 
stronger construction, — savings 
in time, labor and money your 
customer will thank you for send- 
ing his way. 


-++ YOU WANT IN 
MOVING SALES! When you 


hand your salesmen the Bristo 
line, you give them performance 
to sell,—performance that means 
complete customer- satisfaction. 
In turn, you get more business, 
| more sales and more profits. 


INVESTIGATE! Find out about Bristo 
for better business. There may be oppor- 
tunities for you in your territory you will 
want to know about. Write. The 
| Bristol Company, Mill Supply 
| Division, Waterbury, Conn. 


SOCKET SCREWS 
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Our Expert 
Engineering 
service, mer- 
chandising co- 
operation, and 
through-the-dis- 
tributor sales 
policy backs 
them up. 


SELL W 





THE WINTER 


MAIN FACTORY 
WRENTHAM 


MASS 


Their perform- 
ance is well 
known to tap 
users. This 

customer ap- 
proval in- 

sures PROF- 
ITABLE 
REPEAT 
BUSI- 
NESS 
FOR 
DIS- 
TRIBU- 
TORS. 


INTER'S 


aR 


QUALITY TA 


BROTHERS CO. 


BRANCH FACTORY 
DETROIT 
MICH 


DIVISION OF 
THE NATIONAL TWIST DRILL & TOOL CO., 


DETROIT, 
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MICHIGAN 











in 


numerous breakdown tests on 
valve-testing machines, the Super- 
finished valve seats and discs out- 


lasted the same seats and discs that 
had not been Superfinished. A book- 
let describing this process may be 
had by writing the manufacturer.— 
Hancock Valve Div. of Manning, 
Maxwell & Moore, Inc., Bridgeport, 
Conn.—MI.ui Suppctes, October 1940, 


Heavy Duty Jack 
20-Ton Capacity 





To meet the need for an emergency 
jack for use in the heavy industries, a 
model has been introduced that has a 
full 20-ton lifting and holding capac- 


ity on either the cap or toe lift of the | 


jack. Designated as No. 2030, this 
jack is 30-in. high, has a 17}-in. lift 


and weighs 167-lb. with complete 
equipment. Besides lifting on cap and 
toe, it lifts on the auxiliary shoe 


which hooks into the cap or on the 
chain with grab hook end, any link 
of which can be engaged with the 
recess in the cap. This jack is recom- 
mended for mines, skidding rigs, mills 
and utility, construction and engineer 
ing projects where heavy machinery 
is used and where emergencies arise 
that demand the use of a heavy duty 
jack.—Templeton, Kenly & Co., Chi- 


cago, [ll—Muiti Suppries, October 
1940 
Wheelbarrow Tire 
Requires No Servicing 
The new “Silvertown Cushion 


Type” combines lightness, high cush- 
ioning qualities, yet bas the sturdy 
construction and loa 
ity 


l-carrying capac- 
of a 4-ply pneumatic tire. This 


tire combines the advantages of the | 
pneumatic and solid types, and because | 
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of its body of cushion rubber it elimi- | 








Here's a new Eagle Oiler of tested 
quality. Eagle Tru-Blue Oilers, fin- 
ished with heavy lacquer for easier 
grip and greater rust resistance, have 
real eye appeal. And their sturdy 
construction gives them longer life in 
use. No solder or brazing compounds 
inside or out. Welded Steel Spouts;: 
Brass Bushings with Machine Cut 
Threads. 


Take advantage of the new sales pos- 
sibilities offered by Eagle Tru-Blue 
Oilers. 


Write for full details 


EAGLE MANUFACTURING COMPANY 


Dept. MS5 Wellsburg, West Virginia 














GRINDING WHEEL 
DRESSERS 
AND CUTTERS 


CALDER 





Protect your customer's 
wheel investment .. . 


Calder Tools have everything to insure accuracy 
and longer life in the tools themselves as well as 
maximum production from the grinding wheels of 
your customers. 


From individual separate parts to finished tools, 
Calder Grinding Wheel Dressers and Cutters are of 
sound design. Cutters are milled from high carbon 
strip steel and heat treated throughout, insuring 
ot sharp precision cutting teeth for uniform 
dressing. All parts subject to wear are heat treated 
and are quickly and easily renewable. 


You can render prompt service profitably when you 
handle the “Calder” line. Attractive discounts. 


Ask for Catalog 38 
giving detailed information. 


CALDE 


MFG. 632 N. Prince St. 
CO. Lancaster, Pa. 
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LATHE CENTERS 











. . . Meet most exacting | 
Requirements Profitably with | 


COLLIS 


QUALITY TOOLS 


Whether users need lathe centers, sleeves, 
sockets, chuck arbors, or drill drifts Collis 
can fill your orders for regular and special 
requirements quickly and properly from a 
complete stock. Our modern equipment, 
skilled mechanics, and vast experience is at 
your service to give you taper tool products 
that will fill the bill for your customers and 
bring them back again and again for their 
replacements. Collis is a good line for Dis- 


tributors—send for our catalog. 


THE COLLIS COMPANY 


CLINTON, IOWA 








@ THE NEW way 


TO DRILL HOLES IN 
CONCRETE, TILE, etc. 







50-75% 
FASTER! 


Amazing new drill-point contains special metal 
harder than hardest steel. Goes through concrete, 
tile, slate, porcelain, etc., 50 to 75°% faster Drills | 
cleaner, more accurate holes. Speeds up installa- | 
tion of expansion anchors. Saves your skilled time | 
for more profitable work. Eliminates noisy hammer- 
ing, monotonous chiseling. Doesn’t splinter fragile | 
work. No special equipment needed—use in any | 
rotary drill. Get your share of those extra profits 
now possible. Send coupon for leafiet. 


CARBOLOY COMPANY, INC. 
11131 E. 8 MILE AVE DETROIT, MICHIGAN 





JOBBERS: Write for Quick Profit 
Resale Proposition 
You'll find a profitable demand for 
Carboloy Drills among electri- 
cians, plumbers, plant mainte- 
mance men, sign hangers, 
phone installation men, 
others. 


Nationally advertised. 


7 +> 45 10) Re) | 


MASONRY DRILL-POINTS 





} punctures or 


| pounds respectively.—B. F. 


| Phillipsburg, N. J. 


| under 


nates the hazard of tire failure from | 


leaky valves, and re 
quires no servicing. For 
rows the tire is available in the 
16x4.00 and 16x2.00) sizes with 
carrying capacities of 645 and 240 

; Goodrich 
SUPPLIES, 


wheelbar 


Co., <Alkron, O. 
October 1940 


—Maw 


Rock Drill Mounting 
Supports Drill, Absorbs Recoil 





\ novel air-feed rock drill mount 


has just been announced. It is designed 
for use with Ingersoll-Rand “Jack 
hammers.” This mounting helps to 
support the drill, absorb the recoil and 
feed it forward as the hole is drilled 
into the rock. Vhe larger and fastet 
drilling “Jackhammers” can now be 
used on horizontal holes. Instead of 
the operator holding up the drill by 
hand and pushing it forward as it 
drills into the rock, he uses this mount 
ing and only has to exert a_ slight 
downward pull on the handle of the 
drill to balance the lifting force that 


is exerted by the pneumatic feed. The | 


*Jackleg” 


weighs 35-lb. and can be 


regulated by 


|} ing which is known as the “Jackleg” | 


a conveniently located | 


pressure throttle—/ngersoll-Rand Co., | 


MILL SUPPLIES, 


( Ictober 1940, 


Swing Joint 
For Steam Lines 


For handling steam pressures up to 
100-Ibs. a simple and effective swing 
joint has been developed. The sealing 
unit is a specially shaped and com 
pounded rubber gasket. This gasket 
contains a percentage of very finely 
divided metallic lead, milled directly 
into the rubber. Because the lead acts 
as a lubricant, the joint turns freely 
pressure. The gasket is ex 
panded slightly by the heat, which 
helps to maintain a perfect seal. The 
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DARNELL 


Casters E- Wheels 


Darnell Casters and 
Wheels keep turning 
and earning—for 
you as well as for 
your customers. 


DARNELL CORP.,LTD 
LONG BEACH CALIFORNIA 
36N CLINTON. CHICAGO 
24 € 22ND ST NEW YORK 





Sensational New 
RAZOR-BACK 


ONLY SHOVEL WITH A BACKBONE 





Forged with a 60% thicker center sec- 
tion all the way from cutting edge to 
top of socket—strongest, longest wear- 
ing, yet light weight construction ever 
developed. Plus 3 new features: 

DEEP HANG—the feel and balance of a 


strap-back shovel without the weakness of 
the strap-back welds. 

ANTI-FRICTION FINISH—smoother than pol- 
ished blades, bright to the eye, yet pre- 
serving the tough protective skin which 
heat treatment gives the steel. 

11-INCH LONG SOCKET—strong as a steel 
beam. 


THE UNIVERSAL SHOVEL— 


One Type, Grade and Price Meets Every 
Shovel Requirement. 


THE UNION FORK & HOE CO. 


Columbus, Ohio 


of Quality 


Makers Tools for Over 40 








The line that moves FT 
cars faster and saves 
costs — and the line 
that makes money 
for distributors. 
The answer is in the 
Com pound Leverage 
Principle and other fea- 
tures—find out why 


there is more power in 
an ATLAS 













Complete line 
Get the facts now 











Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 





Formerly at Appleton, Wis. 
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nounced. It is 


joint is made of heavy bronze, weighs | 


! 


approximately 4$-lb. and is available | 


only in the 3-in. straight style. With a 
swing joint of this type on steam lines 
a flexible connection is maintained by 
the pipe to actuate movement of mech- 
anism.—Patterson-Ballagh Corp., Los 


Angeles, Calif—MI_t Supp.ies, Octo- 


ber 1940. 


Solder Pots 


Where Fast Dipping Of Parts Is 
Required 





\nnouncement is made of a new line 
of solder pots of unusual design, in- 
tended for production jobs where fast 
dipping of parts is required. They are 
fitted with a pilot light which indi- 
cates when the pot is in operation and 
should the element or the supply line 
fail, this pilot will instantly indicate 
that fact. Advance warning of element 
or line failure is of value to production 
men, in that it will be possible to make 
a quick replacement of the pot or cor- 


rection of the loss of current before | 
production is affected.—Hlectric Sol 
dering Tron Co., Inc.. Deep River. 
Conn.—Miit Superiies, October 1940 


Hydraulic Pump 
For Creating High Test Pressures 





\ new motor-driven hydraulic pump 
( apable of dev eloping pressures up to 
6000 Ib. per sq. in. has been an- 


especially applicable 


for use in creating high test pressure 


| for catalytic hydrogenation work, for 
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50,000 USERS 


4) CAN'T BE 
iy WRONG... 


YOU 
TAKE NO 


CHANCES 
WHEN 
YOU 





No. 81 
Bench 
Punch 


ad v 


WHITNEY 522 
PUNCHES 
Whitney Hand Lever Punches are the best 
known and most universally used on the 
market today. They are the first to make 
possible both punching and notching in one 
tool. The list of users grows constantly and 
they are as one man in asserting their con- 
fidence in our claims that there's a Whitney 
Punch to do any job neater—quicker—better. 
Our booklet will give you pertinent facts— 
send for it today! 





IWAWHITNEY Meco 
meant HAND 27 METAL PUNCHES 


—- 











ROCKFORD 





ILLINOIS 
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and many other 


VICTOR BALATA & TEXTILE 
BELTING CO. 


€ 53 Park Place, New York 







qt 





£ 345 W. Hubbard St., Chicago 
Factory: Easton, Pa 


VICTOR 


\3 
pert we 
e 




















determining the bursting strengths of 


cylinders, spheres, etc., for operating 
S 5 FETY high-pressure and hydraulic intensi- | 


fiers, and for determining the effects 








It consists 


essentially of a geared-head motor, | Unbreakable 


ae reservoir and compression chamber, 
mounted on a_ substantial cast iron | VISES 


of high pressures and their sudden re- | al eab 
“BLUE lease on various materials. | Mall le Iron 


Se 





ne 


base.—A merican Instrument Co., Sil 


SOCKET | ver Spring, Md.—Miu1 Suppers, Oc 
SCREWS eta lites 


6 
REASONS 


Why You Should 
Sell Them 


UNPRE AW ABLE 
Mant FABLE 


WOM CASTINGS 


Loose Pulley Oiler | 





Prolongs Life of Bearings 





Sold through 
1. Knurled Chamfer Distributors only 
Cold-formed Head—Continuous Fibers 


3. Hexagon Socket with True Sides—Full 
Wrench Fit 


4. Concentric Head—Square Shoulder 
5. Accurate Die-Cut Threads 
6. Distinctive Draw Blue Finish 


Written Sales Policy 


Product Guarantee 


Sell the best quality POSSIBLE. Try us 
on your next order—we guarantee RAPID 
service—high quality—additional profits 
on every order. 

. . . 


SAFETY SOCKET SCREW CORPORATION The Columbian Vise & Mfg. Co. 


7 pected chan ketoticendae | \ visible, unbreakable loose pulley 9019 Bessemer Ave Cleveland, O 
| oiler for slow and high speed applica ; tk 


—_—_—_-- - | tions, without flooding, has just been —-~ - = 
announced. The oiler is intended to ; 

replace common grease or oll cups : W IREGRIP 
which usually run dry when least - 
expected, supplying visible, automatic, 
lubrication, prolonging the life of 
hearings and eliminating costly shut 
downs and repairs. No attention is 
required except occasional refilling of 


Complete Line 
Profits 


ae Me, 





























: ae, . B oth WIREGRIP Belt Hooks and 
the reservoir and no adjustments are STEELGRIP Belt Lacing from 1 








necessary.—T/ rico Fuse Mfg. Co., Mil reliable manufacturer 
waukee, Wis.— Mitt Supeiies, Octo Now you can buy all your belt fastening needs 
| ber 1940, from one source. 





WIREGRIP Belt Hooks come with patented blue 
aligning cards that hold hooks securely in 
place—even | or 2 hook card ends are usable. 


Applied with a WIREGRIP or any other stand- 


CAN SUPPLY can be, opptied to. a0y ball in 0. few minctes 


with a hammer, that has sharp correctly formed 
Solder Pot teeth that penetrate any belt easily and clinch 
into a smooth “humpless"’ joint. 


Miniature, Automatic Round Belt Hooks and couplings, lacers 
an acing machines an a new niversal 
ANY TYPE... ANY SIZE... ANY TIME 2 Sas. 9 


Order all your belt lacing 
needs from this one com- 
plete line. Save on freight, 


clerical and handling costs. 
Write for Catalog No. 10. 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People’’ 
310 N. Loomis St. 
Chicago, U. S. A. 





: Distributors can rely on Harris quality and 
can build up a fine paying business because 
there is potential float business in all in- 
dustries. We can ship the proper Float to 
fill the bill immediately. Now is the time 
to get started when increased industrial 
activity necessitates repairs, rebuilding, and 
replacements. Try us and be convinced— 
ask for details. 


Floats are of copper, steel, stainless steel, 
aluminum, nickel, tin, brass, everdur, gal- 
vanized iron, and Monel. 4” to 12” dia. 
copper and stainless steel for open tank 
and 25, 50, 100, and 150 Ibs. pressure 
carried in stock. 


ARTHUR HARRIS & COMPANY | \ cast iron solder melting pot, }-in. 
210-218 N. ABERDEEN ST. inside diameter and }-in. depth, holds 


iP CHICAGO, ILL. Est. 1884 | | 13 ounces of 50/50 solder. It is well STEELGRIP 


es = — |) against loss of heat and has 
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ALWAY S$ 
MOVING 
off your shelves 





TASGON 
The original 
rust solvent 


LUBRI-TASGON 
The penetrating 
lubricating oil 


Tasgon and Lubri-Tasgon are steady sellers 
because they do a better job by the unique 
Fasgon principle of collotdal penetration 


Tasgon quickly loosens rusty nuts, bolts, fit- 


tings Lubri-Tasgon rich, lasting 


W rite 


discounts 


Carrics a 


lubricant to every moving part today 


for information about. prices, and 


display material 


SAMUEL CABOT, Inc. 


1415 Oliver Building Boston, Mass. 









THE POWER KING 
CAR MOVER 


THE ADVANCE 
SAFETY CAR WRENCH 


There's sales 
opportunities 
now for... 








—BADGER CAR MOVERS- 


These are good and profitable times 
for distributors who sell BADGER Car 
Movers. Industry wants speed, power, 
easy handling, and durability in car 
movers. They want the right type for 
a job whether it's heavy, light, or 
medium. BADGER Car Movers have 
all these advantages plus low first 
cost, safety in use, and no mainte- 
nance. 

A long record of performance is back 
of the BADGER line—customer satis- 
faction is assured by its established 
high quality—our guarantee and serv- 


ice to your customers make good, 
substantial income for you. Write for 
details. 
The Advance Car Mover Co., Inc. 
Appleton, Wisconsin 
CANADIAN ADVANCE CAR MOVER CO. 


WELLAND, ONTARIO, CANADA 
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| adjustable thermostatic heat control. | 
Can be supplied for use on either A.C. | 
or D.C. current. Fiber feet are pro- 
vided. The current consumption is 75 
watts —V'ulcan Electric Co., Lynn, 
Mass.—Miu Suppriies, October 1940, 


Arc Welders 
Five Models Available 





Announcement has been made of a 
new industrial 300 ampere contin- 
uous duty A.C. are welder. This model 
has been specifically designed to weld 





No. 20 gauge metal as well as the 
| heaviest of metals. Welding can be 
done in vertical and overhead posi- 
| tions as well as in flat and horizontal 
| positions. It is claimed that this 
| welder is capable of giving twenty- 

four hours of continuous welding 

service. The welders are so designed 
l to weld successfully with any type 


and grade of A.C. coated electrodes. 
The open voltage is 60-90 volts, which 
automatically changes on the various | 
amperage taps. The welders are avail- 


able in five models—12, 16, 20, 24 
and 28 heat stages—and are guaran- 
teed for five years.—Greyhound Elec 
tric Mfg. Co., Inc., Brooklyn, N.Y. 
Mitt Suppiies, October 1940. 


Aviation Snip 
For Metal, Cable, Tubing 





(Announcement has been made of the 
“Penco” compound action aviation 
snip that makes the most difficult cuts | 
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C & L TOOLS 
MEAN BUSINESS! 





Customer—preference is for C & L 
Heat Tools. Why? They are precision 
engineered for long, hard use. 


C & L Mechanic's Grade Torch No. 


32A is the choice of mechanics who 
know quality tools. They appreciate 
its fine construction, such as: 

C & L Flame Control Burner, which 
assures blue flame (always hottest) 
from wide open to turned down. 
Cleaner pin, which lengthens burning 


life by preventing gas orifice enlarge- 
ment. Now is the time to sell for 
winter maintenance. 
















CLAYTON & LAMBERT 
MFG. CO, as 





Detroit, 





New Sales 
for You! 





DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


End loose pulley troubles for plant 
managers with Daggett Ball Bearing 
Loose Pulleys and you make lifetime 
customers. They save on oiling time, 
on power and time losses, on lubricant 
costs, and on replacements. Most im- 
portant, they prevent costly shutdowns. 
Our engineering staff is at your serv- 
ice for unusual problems. Use our data 
to make sales now. 








CHICAGO PULLEY G 
ss iv. oe OO 
N. Des Plaines St CHICACO 


2! ILL 














































RUBYFLUID Sells 


... it’s the QUALITY 
LINE of Soldering 
Products 


RUBYFLUID prod- 
ucts are the solder- 
ing line  up-to-the- 
minute jobbers 
push because: 
RUBYFLUID is 
priced right for top 
profits, made right 
for quick turnover. 
Dealers like the 
ample margin, cus- 
tomers like the per- 
fect job it does. 





Are you letting the 


7 — advantages. of 
SS RUBYFLUID earn 


for you? If not, 
write at once for 
complete  informa- 
tion, 


RUBY 


CHEMICAL CO. 


76 McDowell St. 
Columbus, Ohio 








You Can Handle L & B 
Sash Operating Devices 
PROFITABLY . . . With- 
out Any Investment In 
Stock 


Many plants in your territory could save 
time and money by mechanizing the 


opening and closing of lines of sash. 
It's a simple matter to show them how 
much easier and quicker the job can 
be done with L & B Sash Operating 
Devices over doing the work of opening 
and closing by hand. 


Here's an opportunity for distributors to 
make money without making an invest- 
ment. All you have to do is determine 
what is required and we'll furnish all 
parts necessary. You don’t have to be 
an engineer to handle this line. Any 
mechanic can make the installation. 


Write TODAY for a copy of Bulletin No. 

S87, giving full details. 

We are prepared also to handle special 
sash operating problems. 








LORD & BURNHAM CO. 
IRVINGTON-ON-HUDSON 


NEW YORK 





{ 


on all grades of steel up to 16 gauge, 
BX cable, BX heavy flexible tubing 
and wire up to 16 gauge. The im- 
proved compound action requires less 
leverage for heavy duty work and 
eliminates the necessity of carrying 
various cutting tools on the job. Has 
special locking device that will not 
interfere with cutting operations. 


| Made in right and left hand styles. 


Penn Tool Co., Philadelphia, Pa— 
Mitt Suppries, October 1940. 


A | 


Sales Helps 


from the 
lanafacturer 





BOX CAR LOADERS Four-page 
folder, bulletin 440, describes the 
manutfacturer’s line of box car loaders 


| and pilers, used for loading and piling 








loose 


practically bulk material. 
Hlustrations and charts point up the 


any 


folder with helpful information.— 
Stephens-Adamson Mfg. Co., Aurora, 
il. 


MANILA ROPE RIGGING —'' | 
Safely” is 


ttt bea 
a handy pocket-size man 
ual on manila rope rigging. Specifi 
cation tables, terms and definitions 


| add up to make this booklet valuable 


to industrial 
Cordage Co., 


rope users.—Plymouth 
North Plymouth, Mass. 


ELECTRONIC DEVICES—\ 2 () 
booklet entitled “Electronic Devices 
for Industry” briefly lists some of the 


page 


more important vacuum-tube apparatus 
and describes its application and 
This pocket size 
with a variety of 
devices such as photo-tubes, d.c. motor 
control, pyrometers, automatic are 
welding equipment, — ete. General 
I:lectric Co., Schenectady, N.Y 


method of operation. 
publication deals 


RUBBER GOODS — Vhe manufacturer 
has recently prepared several pieces 
of literature for jobber 
They cover “Twin-Weld Hose”, a 
patented construction putting both 
acetylene and oxygen lines into one 
easily handled unit.  “All-Synthetic 
Curb Pump Hose” gives gasoline 
marketers a flexible, long lasting hose 


distribution. 
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ESSEX 
LUBRICATING DEVICES 


are most important to 
industry NOW. ... 









‘‘Automatic’’ Spring 


“Pilot Glass Body Compression Grease 
Sight Feed Oil Cup Cup 

Our boast has always been ‘we oil the 
wheels of industry." NOW, when defense 


programs are taxing facilities of all indus- 
tries, ESSEX Lubricating Devices are more in 
demand than ever. Our thirty-year reputa- 
tion for quality products second to none 
makes selling a simple matter. We're ready 
to handle any orders—supply your customers 
with the best equipment for the job—sell 
ESSEX. 


Come to ESSEX for 


Sight Feed Lubricators—Plain Lubricators— 
Hand Oil Pumps—Oil Cups—Plural Oilers— 
Sight Feeds — Grease Cups — Oi] Gauges — 
Water Gauges—Oiling Devices—Air Cocks, 
etc. 


ESSEX BRASS CORPORATION 
2000-2006 Franklin St. 
DETROIT MICHIGAN 


-=_osoorreoereeoeoerwoworewoerwroewrewewewvewewvewvewvew Padded 
_soowrorrwoworwowowrowrwevevevevevwewvewew™ 
— POPPA A LL LALLA A A 


OPPS 



































BOLTS-NUTS 
and SCREWS 


Harper is your logical 
source of supply for every 
type of non-rust fastening 
made. Brass, Bronze, Ever- 
dur. Monel and Stainless... 
bolts, nuts, screws, washers 
and other fastenings—Har- 
per makes them all to de- 
feat those forces which de- 
stroy common fastenings. 
3600 ITEMS IN STOCK 
Immediate shipment ... Al- 
most every corrosion-resist- 
ant alloy. 

SPECIALS WELCOME 
Harper's plant is set up to 
turn out a great variety of 
unusual work economically. 
Ask for Catalog 72 which 
shows the full Harper line 
and contains important ref- 
erence data. Write The 
H. M. Harper Company, 
2622 Fletcher St., Chicago. 
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STEADY 
REPEAT 
ORDERS 


DEVELOP INTO 


VOLUME 











In the Ottemiller line, distributors 
have a practically complete line of 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 
the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a steady, repeat order 
business. That's why the Ottemiller 
franchise is one of recognized desir- 





ability. Why not find 
out more about it at 
once / 

THE WM.H. 


YORK, PA. 


Ottomillor 








The 
“BELTSAVER’ Pulley 














A WORD TO 
Wise Distributors 


Here’s a pulley that definitely saves a lot 
of headaches because it saves a lot of con- 
veyor belt troubles. 


Naturally the wise supply house recom- 
mends the ““‘BELTSAVER”’ for conveyor 
jobs where abrasive and heavy, shar 
terials are conveyed, because wit 
““BELTSAVER” Pulle 
between pulley and 
with bele life. 


ma- 
the 
nothing can lodge 
elt to play havoc 


Your crushed rock and gravel plant cus- 
tomers will appreciate the service you give 
them when you recommend ‘“BELT- 
SAVERS" as a means of doubling the 
life of their conveyor belts. 

There's “BIG MONEY” for you when 
you sell the ‘“‘BELTSAVER’’ — Write for 
prices and discounts. 


SPROUT, WALDRON & CO. 


MUNCY, PA. 
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| Milwaukee, Ws. 


for handling all types of gasoline. 
“Monarch Belt” is covered in one 
small envelope enclosure, and a large 
folder covers transmission belt items 
and features engineering data along 
with conventional sales copy.—Hewitt 


Rubber Corp., Buffalo, N. Y. 


ENDLESS BELTS—A _ useful “Drive 
Data Book” for Condor whipcord 
endless belts has just been published. 
The book lists standard sizes of two 
styles of this endless flat belt, and 
lists more than 1,500 drives of all 
types available with these standard 
stock belts —Manhattan Rubber Mfg. 
Div., Passaic, NF. 





HOISTS —Just off the press, catalog 
No. G-3 contains illustrations, speci- 
fications and prices on the manu- 
facturer’s complete line of hoisting 
equipment. Informative tables and 
interesting application pictures com- 
plete the attractive 24-page booklet.— 


Coffing Hoist Co., Danville, Ill. 
BEARINGS —“Concave Rollers” is the 
name of booklet-100, which humor- 


ously and effectively describes and 
illustrates the special features and ad- 
vantages of “Concavex” bearings. 
Shafer Bearing Corp., Chicago, Ill. 


SCREWS—The complete line of “Un- 
brako” illustrated and des- 
cribed in the attractive new 20-page 
catalog. Dimension tables, price lists 
and miscellaneous screw data add _ to 
the usefulness of the booklet.—Stand- 
ard Pressed Steel Co., Jenkintown, Pa. 


screws Is 


PIPE AND BOLT MACHINES— Helpful 
and interesting to anyone who uses, 
buys or specifies pipe tools, is the new 
bulletin, “What Users Say”. Ilus- 
trations and unusual letters from users 
make up the bulk of the 8-page folder. 
—Beaver Pipe Tools, Warren, Ohio. 


COMPRESSORS— A complete, new and 
improved line of air compressors for 
the automotive service industries is 
imnounced in the manufacturer’s 1941 
catalog. It is stated these new models 
incorporate a colorful new exterior 
design as well as new automotive-type 
mechanical features. 28 new com- 
pressors are described and illustrated 
in the attractive blue and red catalog. 

Quincy Compressor Co., Quincy, Ill. 





V-BELT DRIVES—Completely revised is 
the 16-page edition of “Texrope Drive 
Sulletin.” It contains facts and data | 
essential in estimating costs, types and | 
sizes of V-belt drive equipment by | 
specifiers and buyers in every indus- | 
try. Besides including the latest re- | 
vised horsepower ratings, it contains 
more information on Texrope belts, 





Texdrive and regular cast iron 
sheaves. — Allis-Chalmers Mfg. Co.., 
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IN 1940 AS 

IN1911... 
SERVING THE 
DISTRIBUTOR 


e For almost thirty 
years Mill Supplies 
has been true to 
the principles on 
which it was found- 
ed. Wholehearted 
cooperation and 
loyalty to the Dis- 
tributor has ena- 
bled us to put in 
these years of 


service. 


e We will continue 
this cooperation 
and look forward 
to another long 
period of service 


to the Distributor. 


MILL SUPPLIES 


330 W. 42nd St. New York, N. Y. 


A McGraw Hill Publication 
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backfires 


4] LN y 
Nhe Futlishers - Faye. ..a meeting ground for discussion of 
problems common to distributors and manufacturers . 


dispel the fog of misunderstanding which may exist between the two 


seeking to 








In running through a recent issue of Mini Sup 
PLIES with a distributor, we were handed a_ poser. 
Why, wanted to know this sales executive, do so many 
inanulacturers pay for advertising in your publication 
amd then do their level best not to say anything useful 
about their products? Don’t they realize that we need 
practical information if we are to represent them prop 


erly 


It wasn't the first time that this reaction had popped 
up. lor the past two years we have employed a re 
search agency to make periodic checks among readers 
of Miri Suppires. The task assigned them was to 
determine which editorial features were liked and 
which were not, to assist us in formulating an editorial 
program which would most nearly meet the needs of 
the majority. But, time after time their reports have 
contamed some comments lauding the advertising and 
others finding tt non-inforimative Since this fornia 
tion was unsolicited its sincerity cannot be doubted 

Kar be it from us to attempt to write a foolproof 
iormula for advertising in this or any other publica 


lion 


; 
There are more ways of getting over any given 


pomt than there are of skinning a cat. However, we 


are pretty sure that we are on safe ground when we 
join distributors in asking for a maximum of useful 


sales facts and a minimum of eyewash. 


The prime purpose of Mitt Suppwies, after all, is 
to help to increase the effectiveness of moving indus 
trial supplies and equipment through distributors to 
industry. Its editorial content is controlled by the 
question, “Will this article help distributor executives 
and salesmen to doa better job?” Its paid circulation 
has more than doubled in the past five years largely 


hecause of adherence to that policy. 


We urge, therefore, that every manufacturer who 
prepares advertising copy for Mitt Suppiies bear 
in mind that distributors and their salesmen look to 
that advertising for information just as they read the 
editorial pages. Wouldn't it be a good idea to submit 
each advertisement to this test—‘“Does it tell distribu 
tors something about my product which will be useful 


to them in promoting its sale?” 
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